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KON-ITE No. 8-E Tubulars, with plastic 
lug ends, buckles and keepers in matching 
colors, and with patented Split-Proof Tips, 
still sell at their lowest price: $4.00 per doz. 
The same fine workmanship you always 
expect in a Kon-ite strap. Advertised to 


retail for one dollar. Your jobber has them. 


i Manufactured by 


A. SAUER & CO. 


CINCINNATI, OHIO 
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SPLIT-PROOF 


No. 8-E TUBULAR STRAP 


Plastic lug ends, exclusive with Kon-ite, protect it 
where other straps wear out first. Cannot scuff or 
fray. Will not corrode pin bars. Never break down 
or tear out. Rigid bearing cannot bind or cause pin 
bar to pull out of lug. Made in three sizes, easy to 
attach to any watch. Wearers say "It's the perfect 
watch strap!" Its durability makes it a favorite with 
men in service. 


This feature is worth 
the price of the watch! 
Cannot accidently 
unfasten pin bar, allow- 
ing watch to become 
lost or damaged! 
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SPEAKING OF THE 


OVED to poetry by his sur- 
roundings was Lt. Dick Si- 


mon, a partner in M. Simon & Co., 


Philadelphia, and now a first lieu- 
tenant inthe Army. He is stationed 


overseas — we ll give you _ three 


guesses where. 


A Tropical Paradise 


Somewhere in the South Pacific where 
the sun is like a curse, 

And each long day is followed by an- 
other... slightly worse. 

Where the coral dust blows thicker than 
the shifty desert sand, 

And the white man dreams and wishes 
for the fairer, greener land. 


Somewhere in the South Pacific where a 
girl is never seen; 

And the sky is never cloudy and the 
grass is never green. 


OH’TO BE 
ON SANSOM 





Where the jungle’s nightly howling robs 
aman of blessed rest, 

And there isn’t any whisky and the beer 
is not the best. 


Somewhere in the South Pacific where 
the nights were made for love, 

Where the moon is like a searchlight and 
the Southern Cross above 

Sparkles just like diamonds in the balmy 
tropic night. 

What a sinful waste of beauty when 
there’s not a girl in sight. 


Somewhere in the South Pacific where 
the mail is always late, 

And a Christmas card in April is con- 
sidered up-to-date. 

Where we never have a pay-day and we 
never get a cent, 

But we never miss the 
we'd never get it spent. 


money ca use 


Somewhere in the South Pacific where 
the ants and lizards play, 

And a hundred fresh mosquitoes replace 
each one you slay, 


FOR NOVEMBER, 1943 


JEWELRY TRADE 


And you hit the bunk right after chow 
for there’s nothing else to do! 

It’s then the insects go to town and, 
brother, they can chew. 


Somewhere in the South Pacific where 
majestic palm trees sway, 

Where the natives love their music and 
they have all day to play. 

Adventurers want to travel and this is 
one place that they've missed. 

What a travel talk that Sergeant gave 
to get me to enlist! 


Oh, please take me back to Frisco; let 
me hear the Mission Bell, 
For this God-forsaken outpost is a sub- 
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ISS LOUISE QUIST, 50 

years old, first woman in the 
United States to be granted a cer- 
tificate as Junior Watchmaker and a 
member of the Horological Institute 
of America, has completed a 25-year 
period as a watchmaker. 

When she first began the trade 25 
years ago, she was criticized exten- 
sively for entering an art unknown 
to women—watchmaking. 

Now, in 1943, she is watching with 
pleasure the present generation of 
women taking mechanical jobs. 

Miss Quist also is inspector of 
watches for men on the Kansas City 
division of the Milwaukee railroad. 

In 1922 she received her Junior 
Watchmaker certificate. She believes 
there are now only about a dozen 
women in the country holding simi- 
lar certificates. 
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OLTAN H. POLACHEK, prom- 
inent New York patent attorney, 
who has acted for many inventors of 
new ideas in jewelry, was the sub- 
ject of a feature interview in the 
New York World-Telegram of Oct. 
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5, on the occasion of his opening a 
new “branch office” at Broadway and 
52nd St. 

“Inventors nuts? Not at all,” 
said Mr. Polacheck, who has steered 
through the intricacies of the Patent 
Office such gadgets as a mouse trap 


OF COURSE THESE 
INVENTORS ARE NOT 








with an escalator, a “‘portable refrig- 
erator” handbag, and an alarm clock 
watch that operates by tickling the 
wearer's wrist—along with some 500 
other and more conventional patents 
and trademarks. “They’re just bet- 
ter educated today and so have more 
ideas.” 


Mr. Polachek listens to all of them 
attentively—even the fellows with 
perpetual motion machines, of whom 
an average of one every week comes 
to see him. 
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OY L. LATHROP, jeweler of 
Laurel, Neb., has sent his 
hobby to war. 

Mr. Lathrop’s lifetime hobby has 
been the collection of antique weap- 
ons, including knives, bayonets, pis- 
that Laurel 
lads are leaving town to don marine 


tols, ete. Now many 
uniforms, Mr. Lathrop has found a 
way to help them fight for Uncle 
Sam. He’s spending his spare time 
turning some of his tougher weap- 
ons into jungle fighting knives for 
the boys. Four knives have already 
gone to marines from Laurel. One, 
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with a 23-inch blade, is made from a 
72-year-old French bayonet. Two 
others also were fashioned from an- 
tique bayonets, and the fourth was 
made from an antique stiletto. 

The story of his activity is getting 
around, and Mr. Lathrop is being 
swamped by letters from parents, 
wives, and sweethearts. However, 
Mr. Lathrop’s collection of usable 
steel weapons is running low. 
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+f AKE the coming hour o’er- 


flow,’ wrote Shakespeare 


in “All’s Well That Ends Well.” 


Nobody took this seriously until last 


month when the Ingersoll Division 
of Waterbury Clock Co. proposed a 
radical the 
measurement of time would 


post-war change in 
which 
actually overflow the present hour by 
the length of 12 minutes. 

After pointing out the difficulty of 
computing a tenth of 12 present 
(12 xX 60 = 720 + 10 
= 72 minutes, or 1 hour and 12 


hours 


minutes ), Ingersoll went on: 

“If the decimal system were used 
in measuring time, it would simply 
be 120.0 minutes, or 1.20 (one hour 
and 20 minutes). Think how much 
time would be saved and how many 
errors avoided if we could measure 








all things by the ‘tens’ or decimal 
system. This system is already used 
by scientists everywhere. 

“Many large business institutions 
have long expressed interest in a 
more simplified system of time re- 
cording. The day would be divided 
into 20 hours of 100 minutes each 
and 100 
Counting hours, minutes and_ sec- 


seconds in each minute. 
onds would be as simple as counting 
dollars, dimes and pennies. 

“Time engineers of Ingersoll are 
asking whether this new and _ better 
way may not soon be used by all of 
us. After all, our present way of 
sub-dividing time was originated 
thousands of years ago when time 
was measured by sun-dials, running 
Today's 


course, are 


water, and running sand. 
watches and clocks, of 
a big improvement over the hour- 
glass and sun-dial . . . but now, can- 
not the watch and clock themselves 
be improved?” 

Within a few days after this pro- 
posal, in an advertisement in the 
New York Times, Ingersoll’s mail 
bags were heavy with overwhelmingly 
favorable replies from doctors, engi- 
neers, teachers and Army men, many 
of whom noted that the Army had 
already plumped for a daily period 
of 24 hours instead of two periods 
of 12 hours each. 


3 
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"I'd like to change this anchor for a pair of wings—lI've just 
met the cutest flier.” 
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One student worried that study 
periods would be longer under the 
stretched-out hour, which 
would be 20 per cent longer thay 
the present hour. Facetiously, more- 
over, a three-minute egg would he 
on the soft side, because the new 
minute would equal only 42 1/8 
present seconds. And anybody who 
ran the 100-yard dash in 10 gee. 
onds would be unbeatable, because 


“6 ”» 
new 


the new second would split the 
present second in less than half. 


© 
URING a five-week period 


while three nationally famous 
watch displays were being exhibited, 
Orville R. Hagans, who has a large 
repair business in Denver, Col., and 
is secretary of the United Horolog- 
ical Association, invited people to 
bring in their old timepieces for g 
free research of their history. With 
their owners’ permission the time- 
pieces were displayed, with a brief 
history of each. 
The display created much interest 
and drew many new faces to the 


shop. 

One intriguing advertisement, 
headed “What Do You Know?” 
showed a key-wound pistol watch, 


of red and blue enamel, inlaid with 
gold and studded with pearls. The 
movement, which has a verge eseape- 
ment with chain and fusee drive, is 
set in the butt. 
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OR 60 years William Shaw, a 

watchmaker, has spent from 40 
minutes to an hour every week wind- 
ing the church clock in the little 
English town of -Padiham. Winding 
the clock means climbing the long 
flight of stairs into the church steeple 
three times a week, and lifting three 
heavy weights by a steel cable. 

It’s Mr. Shaw’s joy that the clock 
has not stopped ticking except for 
a very few hours in all the 60 years 
he has been its caretaker. The time- 
piece was presented to the parish by 
a vicar in 1869. After a few years 
it began to go wrong—and stayed 
wrong despite the ministrations of 
hopeful amateurs. Finally the clock 
went off 20 minutes in one night, and 
the townsfolk decided they had bet- 
ter hire an expert craftsman. Mr. 
Shaw got the job, and the clock has 
been keeping good time ever since. 
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(hristmas Windows 
Needn’t Be Selling 


Windows This Year 


Altered market conditions eall 


rnew imagination in display 





"Organ," plus music at Kruger Jewelry Co. 


PECIAL Christmas windows this year? Yes, sir!— 

and with thought, originality and sincerity. Jewel- 
ers, like other Americans, have cause for rejoicing that 
our Christmas Eve will be a “Silent Night,’ remote 
from the danger of bombing, thanks to the heroism of 
U.$. and Allied fighting men. 

True, holiday customers may be more abundant than 
the supply of things to sell and therefore don’t need to 
be urged to buy; but this means that jewelers’ Christ- 
mas displays, for once, can be non-commercial in an un- 
alloyed spirit of good will towards men. Incidentally, 
window displays produce worlds of favorable comment 
when they have nothing to sell except Christmas itself — 
Lord & Taylor found this out years ago when they de- 
lighted Fifth Avenue with their famous pealing silver 
bells, 


The upper photograph on this page, something like 
the Lord & Taylor idea, centers about the likeness of an 
organ, complete with tall silver pipes, with a curly- 
headed doll in silver organist’s robes seated at the con- 
sole and actually playing the keyboard. Adding to the 
real-life effect, Christmas carols, amplified from recorded 
organ music, were heard both inside and outside the 
store, when this window was used a year ago by the 
Kruger Jewelry Co., Inc., of Austin, Tex. 

Just as some of the most popular Christmas cards 
these days accent both patriotism and the Yuletide, 
jewelers’ show windows can have a double appeal. The 
other display pictured on this page, used 12 months 
ago by LeRoy’s Jewelers of Los Angeles, had a modern- 

(Please turn to page 140) 


A patriotic Christmas showing by LeRoy's Jewelers 
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Lord & Tayler’s bells 
proved that holiday 
displays can be the 


_ , talk of the town, 
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i, "Thanksgiving Heritage," below, began the 1942 holiday 534 
series, followed by "The Immortal Investment" the first 
Sunday after Thanksgiving and "Timing" a few days later / 
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Ralph Roessler didn’t want to 
advertise merchandise: so— 
he dedicated his holiday ads 


to helping the war effort 


by JAMES MORRISON 
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UPPOSE you decide against merchandise adver- 
tising this holiday season because nobody needs to 
be persuaded to buy; suppose you ordinarily budget 
$500 for newspaper promotion in the month between 
Thanksgiving and Christmas; suppose you want to in- 
vest this same amount of money in something that would 
be worthwhile for the prestige of your business as wel 
as helpful to your community and your country. 
Ralph Roessler, Marion, Ind., jeweler, past-president 
of the National Association of Credit Jewelers, a yeat 
ago this month saw that, with the abnormality of the 
market, ordinary Christmas advertising would be 4% 
superfluous as a fifth wheel on his automobile. He real 
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ized the folly of trimming his advertising or, worse yet, 
taking an advertising holiday. He sought, instead, to 
contribute something to the war effort and all he asked 
in return was good will. 

So the seven advertisements reproduced in miniature 
on these pages—as sincerely written and as true to 
these times as they are striking in appearance—were 
Mr. Roessler’s “wartime Christmas” campaign. Their 
message to the public would be as sound this holiday 
season as it was a year ago, when the editorial column 
of the Marion Chronicle-Tribune commented: 

“This campaign, of course, illustrates the anxiety of 
every business man that the war be won at the earliest 
possible moment, with the least amount of sacrifice in 
life and treasure, and presents the almost universal 
understanding on the part of business men that we shall 
neither be prosperous nor happy in the fundamental 
and enduring sense until victory shall be ours. 

“But it goes further than that. In language, beautiful 
in its simplicity, it counsels the people to necessary 
frugality and economy and points the way to victory. 

“This campaign will go into the sum total of indi- 
vidual effort necessary to be expended before we can 
win this war: It shows a willingness to sacrifice in 
order to win it as speedily as possible. It is a real 
illustration of individual and personal responsibility 
accepted and discharged.” 

The series led off with “Thanksgiving Heritage,” 

(Please turn to page 106) 
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These three public-spirited ad- 
vertisements carried on during 
December and were climaxed 
on Dec. 25 with "This Conse- 
crated Christmas” 



















LAMBERT BROTHERS 


Dresser So: 


The Gay Bough—evergreen sprays tied with red satin ribbon 
and hung with baubles—can brighten the space between wall 
cases, over the door, or a window or counter-case background. 


Back-to-Nature Deeorations 


Your store ean still radiate the Christmas spirit, even if last year’s 


decorations are damaged and you ean’t buy new ones. Your florist 


ean improvise glitter and gayety. by dressing up holly. balsam. mistletoe 


by BEATRICE SCHAPPER 


INSEL tarnished? Trimmings tacky? Are you 
wondering how in the world you are going to trig 
your store out in its traditional glory for Christ- 
mas? Probably you renovated and re-did your old props 
last year. This year, are they beyond repair? After all, 
there’s a limit to what refurbishing, repainting and re- 
designing can do. 

Well, if you can’t use what you've had, what about 
getting new things? Unfortunately, there’are still dire 
shortages in many display materials—and, without the 








The traditional laural wreath says Merry 
Christmas wherever it is hung in the store. 
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essential ingredients, the idea of getting many kinds of 
new displays is just an idea. 

What, then, is the jeweler to do for 1943’s holid:.y 
season if he can’t reuse what he has and can’t order new 
things? He can go back to Nature! How? By approach- 
ing his neighbor, the florist. Now, there’s a professional 
who is experienced in taking a bit of this and that from 
Nature’s bounty and dressing it up with some brigltten- 
ing agent and turning out something interesting and 
attractive. 

Actually, the key to providing glitter and gayety 
within a war world is to “improvise.” That requires re- 
sourcefulness in the use of familiar and unfamiliar ma- 
terials. So far as your decorations are concerned, your 
florist is experienced in doing just that and can deliver 
them to you ready made. 

All the Christmas trims pictured herewith make in- 
genious use of boughs, leaves, ribbon and the like. Those 
pictured were dreamed up by Constance Spry. Jewelers 
in New York City and in the vicinity may order the 
pieces directly from her—322 Park Ave. Others may 
confer with local florists on their construction, for this is 
how they were each put together: 

(1) The Victorian Kissing Ring may be made of 
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silver or of gold ribbon intertwined with mistletoe or 
holly, whichever may be obtainable in your community. 
The materials are twisted around wire rings tied together 
at top and bottom. Here narrow ribbon loops and berries 
or holly clusters finish off the piece. 

(2) The Bauble Streamer is lightweight. It’s made 
of wide silver tinsel ribbon which scintillates in a cas- 
cade ending in a cluster of brilliant varicolored baubles. 
This decoration has the happy characteristics of being 
simple to make, attractive to see, easy to pin up. It could 
stand repetition at frequent intervals about your store on 
panels or wall surfaces between cases. Then your store 
will really wear a holiday air! 

(3) The Gay Bough is a jumbo piece that fills in with 
richness any large bare spaces. If you have a double up- 
per wall case, such as the one pictured, or a large cabinet 
radio, or a jutting area over the inside of your door, this 
is the piece for you. It could also be used as the back- 
ground in a window or counter case. The Gay Bough is 
composed of coniferous sprays and boasts a huge, red 
satin bow and baubles. 

(4) The Old English Lantern is sturdy and steadily 
sheds good cheer. A tiny electric bulb gleams through 
its red cellophane windows frosted over partially for a 
snowy effect. The lamp is made of black cardboard. 
Mistletoe or holly tied with satin ribbon at-top and bot- 
tom step up its festive air. 

(5) The Traditional Wreath may go almost anywhere 
in your store—as a window background, as a counter 
case background, as a display background over your en- 
trance, on a lonely wall—practically anywhere that 
you'd like to say, “Happy Holiday,” in green and red. 
It’s made of laurel leaves sporting a big bow. 

In addition to the treatments pictured and described, 
there are plenty of others your florist can develop. For 
instance, another of Constance Spry’s wreaths is much 
more formal than the one shown. Named the “Della 
Robbia,” it is made of balsam, and resplendent with real 
lemons, oranges, cranberries, kumquats and an apple or 
two. Another of her decorations, which would be appro- 
priate for your gift section, is made by sticking twigs of 
balsam and holly in wet sand in an oval tin dish with 
varicolored candles inserted among the twigs. Lighted, 
the piece makes a good focal point and lends cheery 
warmth as only lighted candles can. 

Or your program of improvisation could capitalize 
upon silver. For instance, here is a way to achieve muted 
glow by catching and reflecting the glimmer of stray 
beams of light. Just fill a silver pitcher or vase with 
Christmas greens and trim with a green or red satin bow. 
To add brilliance to the greens, dip their tips in lacquer 
and sprinkle with dime-store “glitter” or mica. 

Another “Christmassy” idea that suggests festivity is 
to festoon your outside windows with holly or laurel and 
then frost the edges of the windows. This charming de- 
vice uses a somewhat surprising formula—just mix stale 
beer and epsom salts. They rise to a foaming paint 
which is daubed on the glass with a wide paint brush 
and then sprinkled lightly with powdered mica. If you 
want your achievement to last longer, you spray it with 
clear lacquer or with artist’s fixative. The result will 
give a fairyland effect. If you leave a clear space 
square or round—in the center, your merchandise will 

(Please turn to page 120) 
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Old English lantern, with light shining through 
frosted cellophane windows, is hung with holly. 





Easy-to-make bauble streamer uses only tinsel 
ribbon and small Christmas tree ornaments. 





Silver or gold ribbon, laced with mistletoe or 
holly, makes a Victorian Kissing Ring like this. 

















Fir-trees bearing gifts (sketch shows how to make the trees) 


These Holiday Displays | | pie 
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Need a Minimum of Merchandise 


Yet they produce a dramatic, 
attractive effect. in the 
old-fashioned Christmas tone 


by VIRGINIA DIXON 


HRISTMAS in wartime cannot be the light-hearted, 
fun-filled holiday which we have cherished from 
our childhood. Although we may observe it this year 
with more solemnity than is our wont, we will observe 
it with deeper appreciation than ever for what it signi- 
fies. Our gifts this year, in addition to the good wishes 
they will bear, will also carry a pledge of faith in the 
future as well. 
Such gifts suggest at once gifts of jewelry for they, 
above all, seem to fit those occasions which we wish to 
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mark with especial significance. Many men going over- 
seas will want to mark this Christmas with an especially 
choice gift for wife or sweetheart—possibly a diamond. 
Wives and sweethearts whose husbands are going or are 
already abroad will want to give them some lasting token 
of remembrance. Authoritative polls of service men and 
women show that their Christmas hoping is not for 
perishable goodies and trifles, but for lasting and useful 
gifts, nearly all purchasable from the jeweler . . . watch- 
es, pens, knives, lighters, rings and so forth. Many 
people will have more money to spend this year than 
ever before and they naturally will turn to more costly 
and precious gift items. This Christmas of all years 
should be a jewelry Christmas! 

In planning our promotions and displays this year, we 
have more than the customary number of problems to 
overcome. Merchandise itself is not as plentiful as 
we would like to have it to meet the demand which we 
can so readily foresee. Display materials are also hard 
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War Bonds are the No. | 
Christmas gift this year, 
and this display will help 
the jeweler sell them. 
Bonds are mounted on 
gift packages of various 
sizes, labeled "For your 
Victory watch," "For your 
Victory sapphire ring," etc. 








to procure. Sales forces will in most cases be more cated ideas. The closer we stick to the “old fashioned” 
limited than usual, giving an extra burden of selling to Christmas idea, the more popular our display should 
displays in the window and in the store—also an oppor- prove. With our deeper feeling for the holiday, the 
tunity to prove their ability in such selling when wisely Christmas of legend and of our own childhood becomes 
planned. We will have to exert unusual effort this year the ideal one. 

to maintain harmonious customer relations. In a year We should, of course, plan to devote some share of 
when there will be less time on our hands than ever, our display space to Victory displays. A War Bond is 
promotional efforts will require more careful thought the perfect answer to the customer who is unable to find 
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| than ever, so that planning had best be started early! the gift she wants because of merchandise shortages. 
| As far as promotional themes go, we do not have to A Bond as a gift certificate—redeemable after the war— 
| spend time this year searching for unique and sophisti- (Please turn to page 141) 
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Are Your Repair Prices Right? 


It’s a simple thing to make up your own “master price book”’ 


showing the time and material costs for all common operations 


in repairing different watches: good-bye. pricing by guess! 


by L. D. STALLCUP 


ROM time immemorial, we watchmakers and jewel- 

ers, for various reasons, have arrived at the charges 
we made for watch repair service, in either an arbitrary 
or a more or less haphazard manner. 

We may well take a lesson on this point from the effi- 
cient manner in which a good automobile repair shop 
determines the charge that it will make for the services 
it performs upon your car. For, although the era of the 
automobile service man is short compared to the many 
years that watch repairing has been an industry, these 
automobile service men have made some great advance 
over our practices—at least, as far as their business 
methods are concerned. 

For example, you take your car to an automobile shop 
to be repaired. The shop foreman examines it and finds 
what repairs are required. Then, he turns to his “mas- 
ter price book’’—a volume in which is set forth the 
length of time required and the cost of the material 
needed for performing almost every conceivable servic- 
ing job or combination of jobs of every popular make 
and model of car. From this book, he quickly quotes you 
a fair and correct price for the job which neither over- 
charges the customer, nor leaves the repair shop in a 
financial hole. The test of actual experience has demon- 
strated that the plan gives complete satisfaction to 
everyone concerned. 

Why don’t we watchmakers adopt a similar procedure 
and prepare for ourselves a “watch repair guide’’? 


EASY TO MAKE YOUR RECORD 


It’s simple to do—every jeweler or watchmaker can 
prepare his own without too much effort—and we urge 
you to do so. Here is a pattern to follow which you can 
vary to suit your individual needs: 

Rule off and letter a number of sheets of a loose-leaf 
notebook following the style shown on the opposite page. 
In the left-hand column are written or typed each of the 
common operations involved in a watch repair job, with 
spaces opposite for filling in the length of time and the 
cost of the material required for each of those operations. 

The top entry is for cleaning only, which is, of course, 
the job most frequently encountered. 

Directly under this are the various subsidiary opera- 
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tions, such as replacing a main spring, replacing a bal- 
ance staff, and so on. This list of operations is shown 
twice, because the length of time which each one takes 
will naturally be less when the watch is already disas- 
sembled for cleaning than when the necessary disassem- 
bling has to be done specially for the particular opera- 
tion involved. 

Opposite the first listing of each of the operations, 
show the time required when the job is done at the time 
when the watch is already disassembled for cleaning. 
Opposite the second listing show the time required when 
absolutely no other work is done to the watch. 

At the top of each of the columns in which these 
figures are placed, insert the name of make and the model 
of all of the more frequently encountered brands and 
types. 

Then determine the time required for each of these 
jobs, either from your experience or from future observa- 
tions as you encounter each of them in the course of 
your daily work. 


PRICES INCLUDE ALL FACTORS 


Be sure to take into consideration, your estimate of 
the time spent in receiving and delivering for each job, 
plus the time spent in winding and regulating the work 
each day. 

In regard to the cost of materials, consider not only 
the actual purchase price but also make due allowance 
for losses, breakage, dead stock, etc.; then place your 
figures for the time and materials in their proper places 
in the “guide” opposite the operation and under the 
make and model to which this particular calculation 
refers. 

In the place where the time is shown, you may, if 
desired, use a dollar and cents figure, instead of the 
number of hours or minutes. For example, if a job re- 
quires one hour to perform, and you are paying your 
watchmaker $1 per hour, the entry for “time” may 
either “$1” or “one hour”. 

If you use the dollars and cents instead of the hours 
and minutes, you will find that you have made up a chart 
showing the cost to you of the various jobs listed. 

(Please turn to page 118) 
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How to Work Out Your Material and Labor Costs for Watch Repairs 
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I-Day Bond Sale 
Nets $250,000 


by JOSEPHINE RIPLEY 


Boston police diverted traffic so that this crowd could bid 
on alarm clocks, radios and other hard-to-get items dur- 
ing the Washington Jewelry Co.'s War Bond sale. 


This is how the jewelry store's windows looked on Bond 
Sale Day. Patriotic emblems and posters to help the staff 
sell War Bonds and Stamps. But nary a watch or ring! 





HE Washington Jewelry Co. of Boston did a quarter 
-of a million dollar business on Sept. 28th without 
selling a single piece of jewelry. 

It sold War Bonds! Nothing but Bonds and Stamps. 
Not a ring or a watch or a jewel of any kind left the 
showcase the whole day long. Jewelry customers were 
turned away—but usually not without a Bond in their- 
hands, as high-pressure salesmanship took on new mean- 
ing and purpose under this patriotic impetus. 

But little pressure was needed for the enthusiastic 
buyers that thronged the Washington St. store. Indeed, 
most of the pressure seemed to be in the opposite direc- 
tion, as salesmen raced to keep up with orders, and 
clerks typed at top speed making out the certificates. 

Outside, crowds surged back and forth around the 
grandstand that had been erected in front of the store 
as alarm clocks, radios, electric irons and razors were 
auctioned off to the highest Bond bidders. Police di- 
verted the traffic for two hours while the cry of the auc- 


And this was 
Washington Jew- 
elers' smashing 
promotion ad on | 
behalf of War 
Bond Day. Sym- 
bolically, draw 
ings of rings, jew 
elry and watches 
were crossed out 


tioneer echoed down this staid Boston street, and ‘‘con 
servative” Bostonians bid and outbid each other in a 
frenzy of patriotic rivalry. 

A portable radio sold for a $10,000 War Bond. A Jt Theat Tees War 


cigarette lighter went for a $1000 Bond. One bidder 3. oom oO WASHINGTON 


eweler,s 
ON StReer 80sToN 





paid $4500 for an electric iron, and an alarm clock 


wa 385 WASHING 


(Please turn to page 110) 
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OLE ULELL, of 
LONGINES 


THE WORLD'S MOST HONORED WATCH 





The Watch ofa first citizen* 


HEN the old gentleman pictured 

above was a young man, he purchased 
this Longines hunting -case watch in 
Ottawa. It was in 1867, the year Canada 
became a Dominion. @ Recently it came 
to our Canadian office with a routine re- 
quest for cleaning. After seventy-five 
years of continuous service with three 
members of the same family, it was in re- 
markably good condition. The grandson 


who sent it to us wrote, ‘““He used to hold 
the watch to my ear so that I might hear 
it tick. It impressed me considerably as 
something human.” @[It can be observed 
that we keep only friends we can trust. 
The experience of this ‘“‘first citizen’ of 
Canada is another eloquent tribute to the 
faithful timekeeping of Longines watches 
over the years. 


*Based on documents in our files. 


LONGINES-WITTNAUER WATCH CO., INC., NEW YORK, MONTREAL, GENEVA; ALSO MAKERS OF THE WITTNAUER 
WATCH, A COMPANION PRODUCT OF UNUSUAL MERIT. 


Sndud of Songines Viltnaue Walch Co. 


FOR NOVEMBER, 1943 


reproduced from current national magazine advertisements with 17 million circulation 
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prase. A dull leek-green chalcedony, 
the name is from the Greek word 
for leek, and sometimes is also ap- 
plied to crystallized quartz filled 
with needles of actinolite which 
make it a similar green color. 

prase malachite. Chalcedony filled 
with malachite, found in copper 
districts of the West. 

prasiéddes. Probably prase. 

prasites. A gem mentioned by Theo- 
phrastus, thought to. be identical 
with Pliny’s chrysoprase (beryl or 
true chrysoprase) or prasius. 

prasius. Prase. 

prasopal. A translucent, nickel- 
stained, apple-green colored com- 
mon opal from Frankenstein, Sile- 
sia, where it occurs with the 
chrysoprase. 

precious coral. Noble coral, corallium 
nobile or corallium rubrum, rose 
red and red in color, the only 
species generally used in jewelry, 
though there are many other varie- 
ties. 

precious garnet. Fine quality alman- 
dine, one authority; pyrope, accord- 
ing to another. 

precious metals. Metals which are 
prized because of chemical and 
physical properties (notably re- 
sistance to -corrosion, hardness, 
strength, and beauty) desirable in 
jewelry, coinage, and objects of art, 
and which are at the same time 
relatively rare or expensive. Gold, 
silver, and the six metals of the 
platinum group are usually thought 
of as constituting the precious 
metals. See also NOBLE METALS. 

precious olivine. Peridot. 

precious opal. Opal of the gem varie- 
ties, including that with the play 
of color and the fire opal. See 
COMMON OPAL, 

precious schorl. Gem tourmaline. 

precious serpentine. Rich, translu- 
cent oily green serpentine. 

precious topaz. Term commonly used 
for true topaz, to distinguish it 
from citrine quartz (topaz-quartz). 

precious tourmaline. The _ light- 
colored varieties of that mineral. 
there are manv non-gem (black 
and brown) varieties. | 

prehnite (pray’nite). A pale green to 
white calcium aluminum silicate 
with water. It is a common asso- 
ciate of the zeolites, occurring in 
pale green solid crusts in trap 
rocks, and is sometimes cut cab- 
ochon, for it is never more than 
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translucent, by collectors for use 
as a gem stone. Paterson, New Jer- 
sey, is a notable locality. H. 6-7, 
sp. gr. 2.8-3. R. I. 1.63. Also 
known as Cape Chrysolite, Cape 
Emerald. See CHLORASTROLITE; 
CHRYSOLITE. 


Premier diamond. The Cullinan. 
Premier mine. Two mines have re- 


ceived this name, the Wesselton or 
Premier mine, found in 1890, about 
four miles from Kimberley, and the 
new Premier mine, found in 1902 
in Transvaal, and the source of the 
Cullinan diamond. 


premier oillies. Typical stones of the 


Premier mine, with a bluish fluo- 
rescence visible even in daylight, 
which gives them a_ wonderful 
opalescent appearance, but the 
true body color may be distinctly 
yellow and the quality lower than 
stones which have none of the 
bluish fluorescence. Not all fluo- 
rescent diamonds can be called 
premiers, however; many _ stones 
which fluoresce in ultra-violet light 
show no trace of the bluish color in 
ordinary light. 


prepared borax. Borax pressed into 


cake form for making jewelers’ sol- 
dering flux by rubbing cake on slate 
slab with water. , 


pre-pendulum. A chronological term 


used by collectors of old clocks, dis- 
tinguishing clocks made earlier 
than 1660. 


preserve spoon. A serving spoon, a 


size smaller than a berry spoon. 
Used for serving cut up fruit and 
preserves. 


Presidente Vargas diamond. A large 


726.60 ct. shapeless diamond found 
in Brazil in 1938 on the Rio Santo 






Vargas Diamond 
(shown % actual 
dimensions) 
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Antonio, and named for the Bra- 
zilian president. It has been cut 
into a number of small stones. 





pressed amber. Poor quality amber 


and amber chips which have been 
compressed into a solid, workable 
block through the application of 
heat and pressure, in the absence 
of oxygen. It is difficult to dis- 


tinguish from the natural amber 
but according to Schlossmacher, a 
drop of ether will leave a dul] spot 
on the pressed amber and have no 
effect on the natural amber, 
Pressed amber may be clear or 
cloudy, and it may be artificially 
colored. See AMBROID. 

pressed copal. Made like pressed am- 
ber, from copal fragments and to 
be distinguished by the same 
methods as natural copal. 

pressed material. A molded synthetic 
resin. 

pressure blower. Small motor-driven 
rotary air compressor, for provid- 
ing blast for soldering, hardening 
steel, etc., in watch and jewelry 
trades, in connection with gas sup- 
ply. 

pricket. A term used in connection 
with antique candlesticks to indi- 
cate that the candle stands on a 
tapered point which filled the place 
and preceeded the socket of later 
date. It is still used in some 
church candelabra. 

prick punch. A pointed steel punch 
for marking locations for drilling 
holes, and other lay-out work. 

primary deposit. A place where min- 
erals or gems are found in the 
place where they formed, in con- 
trast to alluvial or placer which 
are derived from the primary de- 
posits and which are termed sec- 
ondary. A diamond pipe is a pri- 
mary deposit, the diamond gravels 
are secondary. 

primitive diameter. See GEARING; 
PITCH DIAMETER. 

printing chronograph. See PAPER 
CHRONOGRAPH. 

prism. In crystallography, a prism 
is an open form of two or more 
faces, in parallel pairs, which are 
parallel to the ¢ crystal axis. Thev 
always occur in combination with 
some truncating forms such as 
pinacoids, domes or pyramids. 

prisma. Highly refracting glass. 

prismatic moonstone. CHALCEDONY. 

prismatic quartz. IOLITE. 

program clock. A master clock that 
operates switches for ringing bells 
in distant rooms in schools, etc.; 
with an adjustable dial for setting 
each switch to be closed periodically 
and bell rung at any desired time, 
as a signal for assembling and dis- 
missing classes, or for timing other 
activities. 

prolonged pendulum. A _ pendulum 
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Civilian: “Mr. Jones, this lighter of mine lights up better and 
quicker ever since you got me to try RONSON Filints, Wicks and 
Fuel. I'd like a new supply, please.” 


Soldier: “You've got something there, Dad. The boys feel the 
same way about RONSON Accessories. I’m stocking up before I 
get shipped over.” 


No matter what lighter they own 


ONSON LIGHTER ACCESSORIES 


are first choice! 





There are millions of men and women who use lighters daily. These 
people know that their lighters are precious—that it’s next door to 
impossible to replace them for the duration. Naturally they want the 
kind of “Flints”, Wicks and Fuel which will make these lighters work 
better and last longer. That’s why most dealers have repeated sell-outs 
on RONSON Accessories. That’s why, by advising customers to buy 
only genuine RONSON REDSKIN*'FLINTS’, RONSON Wicks and 
RONSONOL (Fuel) and to avoid inferior imitations—you are helping 
them enjoy much greater lighter satisfaction. How much that satis- 
faction can mean to you in increased traffic, good-will and actual 
dollars and cents, we don’t have to tell you. Your experience with 
other types of merchandise will have shown you the value of stocking 
and pushing brands backed by quality and national advertising. 


RONSON¢? REDSKIN*‘FLINTS’—The distinctive “REDSKIN” 
coating is a gurantee of high quality—extra-length, tempered 
hardness, showers of sure-fire sparks, freedom from powder- 
ing and other deterioration common with inferior imitations, 
RONSON Wicks—scientifically made to produce full capillary 
action—light quickly and burn evenly. RONSONOL (Fuel)— 
ignites instantly, lasts longer and burns with a clean, strong 
flame and, if spilled, will not mar the lighter’s finish. 


Advertising and experience have taught lighter owners that the use of 
these famous dighter accessories is the surest way of getting the most 
out of their lighters. 


RONSON 
“FIVE-FLINTER” 


convenient 


“drawer.” Retail 15¢. 





RONSONOL 
LIGHTER FUEL 











Five extra-length, genuine 
RONSON REDSKIN™ FLINTS’ in 


package 
to prevent loss. ‘flints' ore 
fitted into Ingenious pull-out 


High quality, clean burning, 
pleasantly scented. Four fluid 
ounces in sturdy bottie. Retail 
25¢. 





RONSON. ? REDSKIN* 


‘FLINTS’ 

in Glass Vials 
Packed especially for men 
going abroad. Retail: 40 
‘Fints', $1.20; 100, $3.00; 
200, $6.00. 








RONSON WICKS 
Full-length RONSON Wicks each 
packed with inserter, in oen- 
velope. Retail 10¢. 





THE RONSON 


SERVICER 


Contains on Wick with inserter, 
@ Mle whee! cleaning brush, a 
4-oz. bottle of RONSONOL, 
three extra-length RONSON 
REDSKIN* 'FLINTS', and a General 
instruction Book, Retail SO¢. 





*Trade Mark Registered Press—it's Litt 





War-time production makes it urgent that 
orders for RONSON Accessories be placed well 
in advance. Send your order now... or write 
for complete information on all RONSON 
Accessories, as listed above, to Art Metal 


Works, Inc., Newark 2, N. J. 


Release—It's Out! 




















FOR ALL LIGHTERS 


ONSON 





BACK THE ATTACK—WITH WAR BONDS 


LIGHTER ACCESSORIES 
By Makers of RONSON, World's Greatest Lighter 


NATIONALLY ADVERTISED IN LIFE, SATURDAY EVENING POST, COLLIER’S, ESQUIRE, ETC. 


POR NOVEMBER, 1943 
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A JEWELERS’ DICTIONARY 
(From page 88) 


with rod extended above its center 
of suspension; used formerly ex- 
perimentally for clocks; principle 
survives in the musical metronome, 
and in Kater’s pendulum used in 
geodetic measurements. 

proportional compass. An_instru- 
ment used in drafting gearing, es- 
capement designing, etc., with 
which ratios of dimensions may be 
indicated directly, without calcula- 
tion. 

protractor. An instrument for mea- 
suring angles, either in drawing 
designs for escapements, gearing, 
etc., or for measuring or scribing 
angles directly on work. 

Providence jewelry. See GABLONZ 
JEWELRY, 

pseudochrysolite. MOLDAVITE. 

pseudodiamond. QUARTZ. 

pseudoemerald. Theophrastus’ name 
for malachite. 

pseudo hall marks. Counterfeit hall 
marks. See HALL MARKS. 

pseudojade. Any of many minerals 
which have an appearance some- 
what similar to jade, serpentine, 
californite, etc. 

pseudomorph. A natural substitution 
of one mineral for another with a 
retention of the original form of 
the primary mineral during the 
process. Malachite is frequently 
pseudomorphous after azurite; in 
other words, the crystal shape of 
the azurite is preserved after the 
mineral is all destroyed. In a 
sense, petrified wood has silica 
pseudomorphous after the wood 
material. 

pseudo-succinito. Amber with R. I. 
of 1.085 from Equilleres, Basses- 
Alpes, France; which differs from 
Baltic amber in its reaction to 
solvents. 

pudding stone jade. A variety of 
nephrite jade which shows light 
colored nodules cemented together 
by darker colored material. 

puddingstone jasper. A conglomerate 
of quartz pebbles cemented to- 
gether by chalcedony, said to be 
found in cuttable quality in Michi- 
gan. Lightly cemonted “pudding- 
stones” are common in many 
regions. 

puddling. Process for making mal- 
leable iron, preparatory to conver- 
sion to crucible steel by cementa- 
tion. See CEMENTATION, CRUCIBLE 
STEEL; IRON. 

pull-out setting. An English term for 
pendant setting. See PENDANT-SET. 

pulse-piece. A metal block, inside a 
case of a repeater watch, to receive 
blows of striking hammers, to tell 
time by touch instead of by ear. 

pulsometer. A chronograph watch 
with dial designed to show the 
number of pulse-beats per minute, 
based on an actual count of a less 
number of beats; a time-saving 
convenience used by physicians. 

pumice. A frothy, light-weight glassy 
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voleanic rock, formed during vio- 
lent eruptions when gas-filled lava 
is thrown into the air, where it 
quickly solidifies before the gases 
can escape. 

pumice powder. An abrasive, made by 
crushing volcanic rock, used in the 
jewelry and silver trades for pro- 
ducing non-polished finishes on 
metals, for a semi-dull finish on 
varnished wood, etc. 

pump drill. A drill-stock used by 
jewelers for driving various forms 
of drill points and burrs, mostly 
in stone-setting work; an interest- 
ing survival of a very ancient tool. 
the drill-chuck, on the end of a steel 
rod which also carries a fly-wheel, 
is rotated by two leather thongs 
which are wound and unwound on 
the rod by a transverse bar oper- 
ated up and down by hand. 

pump-winding. Early type of keyless 
watch winding mechanism; the 
stem is pushed and pulled in and 
out, operating a ratchet that turns 
the mainspring arbor. This princi- 
ple is partly readopted in some 
modern self-winding watches. 

punamu. Maori for “axestone” the 
general name for nephrite jade, of 
which they recognize several va- 
rieties, KAWAKAWA, INANGA, and 
KAHURANGI, 

punch. 1. A Steel instrument used by 
a silver chaser. 2. A tool, usually 
of steel for stamping, cutting or 
perforating. 

punch bowl. A large bowl usually of 
silver or glass, for serving punch 
or other liquids. 

puncheon. A figured die or punch 
used by gold smiths or silver 
smiths and cutlers. 

punch hammer. A hammer with strik- 
ing heads of brass, fibre, etc., for 
use with staking tool punches; the 
heads do not damage fhe heads of 
punches as a steel hammer would. 

punch ladle. A ladle with a long 
handle and usually with a lip on 
either side of the bowl, used for 
serving punch. 

purchase. The thumb piece of a tank- 
ard. The lid is raised by the 
thumb acting upon a protuberance 
next to the handle. 

purple sapphire. A violet corundum, 
also called oriental amethyst and 
Bengal amethyst. 

pusher. The rod with knob on end. 
for operating the center of a face 
plate, balance chuck, etc. 

push-piece. A plunger with a head 
projecting from the center of a 
watch case, operated by a finger, 
for setting watches to time, oper- 
ating chronographs or repeaters, 
etc. See CHRONOGRAPH; REPEATER. 

putty powder. Oxide of tin, prepared 
for polishing metals, glass, ivory, 
and the last stage of some gem- 
stones. 

putz pomade. Polishing paste for 
brass or other metal work too large 
for buffing on lathe; used by hand- 
rubbing, on cloth or felt pad. 


Among various formulas the « 
plest is equal parts of jewel 
powdered rouge and vaseline ni 
thoroughly by stirring by hail d A 
oither mechanical means, - 

pycnometer (pik-nom’meter). A ¢ 
fully made water bottle 
with a drilled glass stop- 
per, which permits it to 
be invariably filled with 
the same quantity of 
water, used for the de- 
termination of the spe- 
cific gravity of unset 
gems. The stone is 
weighed in the water and 
the amount of displaced 
water is thus determined, P¥cnomete 
this gives the volume of the gems 
the loss of weight in water divided 
into the original weight, gives ¢ 
density. 

pyramid. In crystallography, ty: 
pyramids (one inverted) make 4 
closed form, except in the mong 
clinic and triclinic systems, which 
truncates all the axes. Bipyramid 
is a preferable term, but is rarely 
used, generally pyramid stands fop 
the pair of forms. In the triclj 
and monoclinic systems two sets 
bipyramids, or a combination with 
some other forms, are necessary t» 
make a closed form. : 

pyrite (pie’rite). Iron sulphide, Fe§,” 
a hard metallic light yellow min. 
eral commonly found in association | 
with ores. H. 6-644, sp. gr. 4.9-527 
It crystallizes in cubes, octahedrong. 
and pyritohedrons. It has given it 
name to one of the crystal classes! 
of the isometric system, 
pyritohedral. It takes a good polish 
and makes a brilliant gem; throug! 
some curious mixup it has got inte 
the jewelry trade as marcasi 
See MARCASITE. Its other use is 
a source of sulphur for sulphuri¢ 
acid. 7 

pyrites (pie-rite’teez). A curious mit 
pronunciation and misuse, usually 
pyrite is meant. However, a nun 
ber of the metallic-looking, metal 
sulphides are called pyrites, usually 
with a prefix, like copper pyrites, 
tin pyrites, etc. ; 

pyritohedron. A twelve-faced form of 
the isometric system, character 
tic of pyrite and cobaltite. 
face of the form is pentagonal 
with one edge longer than the othe 
four. 

pyroelectricity (pie’ro-). A 1} 
nomenon related to piezoelectrici 
shown by some minerals which ¢ 
velop electrical charges ay they 4 
heated and cooled. Tourmaline ait 
quartz both show this, as well 
the piezoelectricity discussed abo 

pyroemerald. Misnomer for 
fluorite. 

pyrope (pie’rope). The magnesitt 
aluminum member of the gam 
family, but with the addition 
iron it approaches almandine. 
is red, becoming more purple a 
approaches almandine; yellow! 
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pyrophyllite (pie’ro-fill’ite). 


pyroxene (peer’ox-een). 


A JEWELER'S DICTIONARY 
(From page 90) 

shades detract from the value. The 
R. I. is 1.74 to 1.75, sp. gr. 3.68 
to 3.82, both merging into alman- 
dine. Rhodolite is a pale violet 
red variety. Fine pyropes are found 
in Africa in the diamond mines, in 
Arizona and Colorado, Australia, 
etc. Bohemian garnets are yellow 
tinged pyrope. It has been given 
many misleading names like Cape 


ruby, Colorado ruby, Adelaide 
ruby, Arizona ruby, American 
ruby, ete. 
pyrophane. A wax-impregnated, and 


thus clearer, variety of hydro- 
phane. Also called pissophane. 

A soft 
micaceous white, grayish, greenish 
or reddish hydrous aluminum sili- 
cate. It commonly occurs in fine- 
grained masses and much of the 
stone used for cheap Chinese carv- 
ings, under the name agalmatolite, 
is pyrophyllite. It is very soft and 
greasy, sp. gr. 2.8-2.9, H. 1-2. 

A group of 
rockmaking silicate minerals which 
include diopside, rhodonite, augite, 
enstatite, hypersthene, spodumene 
and jadeite. They contain silica 
with magnesium, iron, calcium, 
aluminum, lithium, sodium and/or 
manganese. Some of these ele- 
ments can replace others isomor- 
phously, resulting in one of the 
most complex mineral series with 
which a mineralogist has to deal. 
They crystallize in the orthorhom- 
bic, monoclinic and triclinic systems 
and all of their properties vary 
with the compositions. See the spe- 
cific minerals mentioned above for 
further information about the va- 
rious gem varieties and their prop- 
erties. 

x. A box or casket in which the 
consecrated wafer is kept in the 
Roman Catholic church. It is usu- 
ally made of gold or silver and is 
often richly decorated. 


Q 


aich. A small shallow drinking ves- 
sel with two handles or “ears” set 
exactly level with the brim. Of 
Seottish origin, dating back to 
the sixteenth century. Sometimes 
spelled quaigh. 


quail clock. Type of wall-clock with 


carved wood case and movement 
mechanism like a cuckoo clock, but 
with its striking imitating the call 
of quail. See CUCKOO CLOCK. 


quality marks. Symbols stamped on 


articles made of precious metals, 
prescribed by law or by regula- 
tions of government bureaus, to in- 
form and protect purchasers as to 
the quality of metals in goods of- 
fered for sale. The quality of gold 
is indicated by karat-figures. Pure 
gold would be stamped 24 karat; 


quarter chimes. 


gold alloy containing 18 parts by 
weight of pure gold and 6 parts of 
other metals is “18 karat gold,” 
abbreviated “18k”, etc. The karat- 
figure is always the number of 
24ths by weight of pure gold in the 
total weight of the article. A piece 
stamped “12k” would have 12/24 
its weight of pure gold, and the 
other half of other metal. Silver 
marked “Sterling” is .925 pure 
silver, and .075 other metal. Silver 
marked “Coin” is .900 pure silver, 
and .100 other metal. Platinum 
must be .985 pure to be stamped 
“Platinum,” or “Plat”; if alloyed 
with other metals of the platinum 
group, the piece must be marked 
showing the proportion of such 
metal, for example: ‘“Platinum— 
10% Iridium,” or abbreviations 
thereof. See also E.P.N.S.; GOLD- 


FILLED; HALL-MARKS; ROLLED GOLD 
PLATE, 
Quare, Daniel. English horologist 


(1649-1724) who invented improve- 
ments in the striking mechanism 
for watches, some of which are in 
use in repeater watches made to- 
day. 


quartation. In assaying and refining, 


the addition of silver to a gold bead 
or button in such quantity as to 
reduce the gold content to approxi- 
mately 25 per cent, or one-quarter 
of the whole. When the resulting 
alloy is “parted” with nitric acid, 
the impurities, together with the 
silver, will be dissolved. Same as 
inquartation, 

In clocks, striking 
work playing a tune that is dif- 
ferent for each quarter-hour, be- 
tween the striking of the hours. 


quarter repeater. A watch (or rarely 


a clock) that strikes time to the 
nearest quarter hour whenever a 
slide or button on case is operated, 
but that does not strike the min- 
utes. See REPEATER. 


quarter nut. A regulating device on 


precision watches and chronome- 
ters, a pair of nuts turning on 
fixed screws projecting beyond the 
balance rim, in same positions as 
quarter-screws; the nuts_ are 
turned by a wrench like a screw- 
driver with a slot cut through the 
center of its blade. See QUARTER 
SCREWS. 


quarter screws. Timing screws, each 


set at a point in the circumference 





Quarter-Screws (Marked ‘‘A’’ and ‘‘B’’) 


of a watch balance rim, 90 degrees 
from ends of balance arms; for reg- 
ulating timekeeping. 





quarter snail. In a striking oy 
watch, the four-step ao ‘ca . 
ter post that governs the fa}] , 
the rack that determines the num 
ber of quarter-hours to be struck 
when the push-piece is Operated 

quartz. Silicon dioxide, one of the 
commonest of all minerals, It 
crystallizes in the hexagonal sys. 
tem, has a R. I. of about 1.55 sp 
gr. 2.7, H. 7. It is colorless when 
pure, but is commonly colored by 
many impurities, so that it can be 
found in almost any hue. It crys. 
tallizes in large crystals, and $0 
may be perfectly transparent; anq 
it forms compact masses of tiny 
crystals and becomes translucent 
to almost opaque. With its various 
classes it forms one of the princi. 
pal gemstones, but because of its 
abundance, it never attains firs 
rank in value. For further details 
see such listings as AGATE; amp. 
THYST; CHALCEDONY; CITRINE; Jas. 
PER; FLINT; CHERT; ROCK CRYSTAL; 
ROSE QUARTZ; BLOODSTONE; CHRyso. 
PRASE; ONYX; CARNELIAN; PRasp: 
PLASMA; TIGER EYE, etc. 

quartz cat’s eye. A variety of quartz 
which has many parallel needles of 
included hornblende. It is white, 
light to dark leek or gray-green; 
when cut cabochon it shows an eye, 
like a true cat’s eye. It is found in 
Ceylon with true cat’s eye, and in 
numerous other localities. 

quartz-crystal clock. An instrument 
that makes use of the electrical 
phenomenon known as the “piezo 
effect,” by which a current passed 
through a piece of crystal ground 
to a particular form, will produce 
oscillations in the current of high 
frequency and uniformity, which 
are stepped down to be utilized*for 
timekeeping. See PIEZO-ELECTRIC EF- 
FECT. 

quartzine. A special variety of chalee- 
dony, recognizable only under the 
petrographic microscope. 

quartz topaz. More properly, topaz 
quartz, a trade term for citrine. 

quartzoid. A crystal shape character- 
istic of quartz which has crystal- 
lized at high temperature, unlike 
common quartz. It consists of two 
hexagonal pyramids, base to base. 

quatre-couleurs. Kind of decoration on 
gold goods, a design roughed out 
in pieces of gold of various colors 
soldered on plain gold background, 
these then engraved or chased 
into final form and finish. 

quatre-foil (katt’er-foil’). Design. A 
conventional representa- 
tion of a flower with four x 
leaves; an ornamental fo- 
liation with four lobes, or & 
foils. 

Quebec diamond. Quartz crys- i 
tals. 

Queen Anne. Silver design. A 
style or period, simple in uit 
design and _ undecorated 
except with flutings as a rule. 
Named after Queen Anne who 

reigned in England, 1702 to 1714 
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F topaz, November birthstone, G. F. Herbert-Smith says, “It is a general idea that all 
yellow stones are topazes, and all topazes are yellow; but neither statement is true’’—so 
the following information concerns real topaz. It does not refer to “Oriental topaz,” which is 
yellow sapphire, nor to topaz-quartz, which is citrine. Source—Principally, Brazil and Siberia. Com- 
position—F luo-silicate of alumina, colorless, or yellow, blue, green, red or sometimes pink, though 
many pink topazes owe their color to the heat-treating of Brazilian yellow stones. Topaz is 
durable, having a hardness of 8. How cut—Step-cut; also brilliant cut in front and step-cut 
in back. How mounted—lIn a wide variety of attractive styles such as those above, creations 
of Sol P. Kaufman, jewel stylist of 562 Fifth Ave., New York. 
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bi ditat, November's fog and snow, 
Should prize the topaz’s amber hue,— 


Emblem of friends and lovers true. 


—Anonymous 





STONE HEADQUARTERS 


OR NOVEMBER, 1943 





Whether you are looking for a precious Topaz from Brazil or 
Ceylon, or need an assortment of Topaz Quartz or Citrine, 
the Nathan collection includes a large variety of sizes, shapes 
and colors, and consequently covers a wide prize ran oe Ie 









No matter what stone you want, precious, semis 
or synthetic, you will always find a comple 
Stone Headquarters. 


S. NATHAN & CO 


WP 
610 Fifth Avenue, New York 20) 
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Jewelers have worry enough, without insurance worry 








by GEORGE GORDON, 
insurance broker 


Including, by courtesy of the 
Jewelers Security Alliance, 
material from "The Detector'' 


Why Jewelers’ Block Insurance? 


A comprehensive “all risk’? policy, open to jewelers in every state, 


protects against losses at a cost as little as $125 a year; 


most stores’ records can now qualify them for this sound coverage 


ORE and more jewelers everywhere—retailers, 

wholesalers or manufacturers alike—are becom- 
ing educated to the fact that the one type of insurance 
to cover stock in trade and the one type of insurance 
which furnishes the broadest coverage in a single con- 
tract is the “Jewelers’ Block Policy.” : 

One of the difficulties which a great many small 
jewelers used to have in applying for such a_ policy 
was their lack of bookkeeping records, which are im- 
portant in making up a proposal for a Jewelers’ Block 
Policy and in settling a loss when one occurs. Recently, 
however, more jewelers have been paying attention to 
adequate records, and these jewelers should have no 
difficulty in making a proposal for a Jewelers’ Block 
Policy. Certainly, with such a policy, they can rest 
comfortably in the knowledge that their business is pro- 
tected against losses peculiar to the jewelry trade, in 
the best possible manner and without the confusion 
of separate types of insurance falling due at different 
times and the gaps in coverage between such types of 
insurance. 

Outstanding among the merchants in this country, 
the jeweler, whether retailer, wholesaler or manufac- 
turer, is the only merchant who is privileged under state 
regulation to purchase in a single policy an “all risk” 
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cover. Other merchants not in this category find it 
necessary to buy protection separately; fire, burglary, 
hold-up, sprinkler-leakage, strikes, riots and such other 
specific insurances as are necessary for their protec: 
tion, including registered mail, registered air mail and 
other forms of coverage on sendings. 


WHAT BLOCK POLICY MEANS 

For many years a comprehensive “all risk’’ policy 
was obtainable only at Lloyds’, but in 1925 the New 
York legislature made it possible for licensed com- 
panies to write what is generally known as the “Jewel- 
ers’ Block Policy.” Other states followed, thus open- 
ing the American market to jewelers everywhere in the 
U. S. A. for.this unusually broad form of coverage. lt 
is true the basic policy contains certain specific excl 
sions, such as risks of infidelity, damage to property 
while actually being worked on, war, ordinary mail, 
parcel post, loss of property while being worn by the 
assured or members of his family, loss or damage occa 
sioned while merchandise is in unattended automobiles, 
and by floods or hurricanes. 

Some of these usual exclusions may be covered by 
the policy for an additional consideration. These até 

(Please turn to page 104) 
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Yes, and at least 
one Indianapolis 
jeweler used to 
give away blan- 
kets. But that was 
before the city's 
Jewelry Advertis- 
ing Standards 
Agreement 
cleaned _ house 













With Us Again? 


**Never in our town.” Indianapolis 
jewelers say, after several years 


of honor-in-advertising benefits 


by ROGER BUDROW, financial editor, 


The Indianapolis Times 


NDIANAPOLIS jewelers know that “24-karat” ad- 

vertising pays. 

No longer plagued by cut-throat merchandising prae- 
tices that existed during the lean days of the depression, 
they are determined to uphold their Jewelry Advertising 
Standards agreement which has lifted the level of 
jewelry advertising in Indianapolis to a place where it 
is attracting nation-wide attention. 

This fortunate situation did not always exist nor was 
it easily achieved. Sporadic attempts at eliminating 
exaggerated claims were made by the old Indianapolis 
Jewelers Guild. 


The big hurdle was topped, however, during a stormy 


session one afternoon in the fall of 1935. This meeting 
was called by the Indianapolis Better Business Bureau, 
with the approval of several leading jewelry merchants. 

Some scoffed, saying that the jewelers wouldn't even 
show up, and if they did, they were “one group that 
could not be gotten into a common agreement on stand- 
ards of legitimate advertising.” The skeptics were sadly 
wrong. 

To the surprise of nearly everyone, including T. M. 
Overley, executive secretary of the Better Business 
Bureau, every known jeweler in the city was represented 


at the meeting, with the exception of one pawn shop _ 


owner who said he was unable to attend but agreed to 
co-operate with the decision of the group. 

The skeptics were wrong on the second count, too 
It took four hours of heated discussion but before the” 


meeting was over the jewelers had talked over in detail, : 
and adopted, a fundamental set of advertising standards : 
covering the advertising of diamonds, watches, precious” 


stones, the use of terms, comparative prices, contest ad- 
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vertising, credit check advertising and other merchandis- 
ing methods. 


HAVE KEPT PLEDGE 


While a few of the jewelers present did not entirely 
agree with some of the standards adopted and approved 
by the majority, they had agreed in advance to abide 
by the majority decision. They have kept their word. 

Briefly, the code bans inaccurate, deceptive or mis- 
leading advertising, either in text, illustrations or lay- 
outs. It restricts superlative claims and prohibits com- 
parative price advertising of diamonds and most watches. 

It provides that discontinued patterns or models must 
be so advertised, and rebuilt merchandise, rejects, sec- 
onds or reconditioned articles must be so described. It 
prohibits “bait advertising,” contest features not ap- 
proved by the Better Business Bureau and bans credit 
checks, discount coupons and the like. 


FAKE AUCTIONS OUT 


Only auctions ordered by the courts may be advertised 
and no free trial offers are permitted. No advertising 
is allowed for “free” merchandise when actually nothing 
of value is given away unless the customer buys other 
merchandise. 

Also prohibited are the advertising of “blue” diamonds 

r “perfect” gems or “full cut” diamonds, unless they 

contain 58 facets. The term “solid gold” cannot be 
used unless the jewelry is in fact of 24-karat gold. 
Jewelry advertised as platinum, rolled gold plate or 
gold filled must comply with Federal Trade Commission 
rulings and with the National Stamping Act. 

The number of working jewels in a watch must be an 
actual count; cylinder movements, if used, must be men- 
tioned, and a full description of the metal or metals in 
a ring or mounting which is not gold or platinum must 
be given. 


HONOR IN ADS 


How has this idealistic program worked out? A 
glance through the pages of the three Indianapolis daily 
newspapers is evidence enough. No longer are there any 
“one-cent, or free gift sales,’ “premium sales,” “$1500 
diamonds for $500,” “perfect” and “perfectly cut’ dia- 
monds, “solid gold” merchandise instead of gold-filled 
or gold-plated, “ivory” instead of composition or cellu- 
loid products. 

Many instances could be cited where the adoption of 
these standards meant a loss, if only temporary, to in- 
dividual stores. In one case, a store had $500 worth of 
printed circulars stamped and addressed, ready for dis- 
tribution, offering discount coupons which were a viola- 


Bait, premiums, exaggerated trade-in offers, discount coupons 
and other deceptive advertising are ancient history in Indianapolis. 
Now is a logical time for jewelers elsewhere to protect themselves 
and the public against a virulent post-war “borax” epidemic. 
The Better Business Bureau will help work out self-regulation for ads 





tion of the new code. 
and junked. 

Other jewelers discontinued types of sales promot 
that had been perennial with them. In another instans 
a dealer for a nationally-known watch refused to put. 
a premium promotion sponsored by the watch ma 
facturer, which involved several pages of advertising, 

The adoption of the code was followed in 1941 | 
some refinements and a few interpretations, but int 
main, they are the original standards. 

There have been some violations. It would be f 
to suppose otherwise. In one case the branch store, 
a large mail order house advertised comparative pri 
on diamonds. This store had been opened after | 
agreement was made and did not realize it had viola 
the code. A telephone call from the Better Busing 
Bureau, advising the store of the code, brought an 
mediate change in the advertising. 

In another case, a jewelry store changed manag 
and the new manager made a misstep, also due tog 
fact he was unaware of the code’s provisions. Ang 
telephone call fixed that up. q 

But one store, under new management, persis od 
“going its own way.” This threatened the whole ag 
ment because all merchants felt they “had to meet 
petition.” The Better Business Bureau turned 9 
heavy guns, after reasoning and persuasion failed, 
Bureau devoted the entire issue of its monthly bul 
to the advertising of that store, to reprints of lette 
complaint written to the store by the Bureau, and 
general rebuke for breaking the code. Although 
limited circulation, the bulletin of censure had its ef 
and the offending store’s advertising was prom 
brought in line with that of the other merchants. 

In recent years, the newspapers and radio sta 
have asked the Better Business Bureau to check all pi 
shop advertising copy for the month immediately j 
ceding the Christmas holiday. This places all 7 
shop ‘copy on a preview basis whereby it is checkec 
inaccuracies and questionable practices or violation 
the code. 

Eight years of reliance on the code have brought} 
two things. First, jewelers are convinced that the Be 
Business Bureau is competent to “police” any infract 
of the code. It has community prestige, the neces 
staff to constantly be on the watch for violations | 
being somewhat on the “outside” of the jewelry bus 
itself, is able to serve as an independent arbitrator, 

The second conclusion is that the newspapers, 
radio stations welcome the high advertising ethics 
the assistance of the Better Business Bureau. It a¥ 

(Please turn to page 114) 
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New For Sale at 820,000 Keystone 
Genuine Oriental Pearl Necklace 
107 Pearls—Approximately 400 Grains 


— Mayo, better known to theatre-goers of three 
decades ago as ‘Princess Bonnie,” left the stage when she 
married Colonel Elverson, owner and publisher of the Phila- 
delphia Inquirer, and her natural taste for jewels was indulged 
by him, frequently without regard to cost, so that, during 
her life, she acquired a number of rare and unusual gems. 


Among these was this string of gorgeous genuine oriental 
pearls— weighing approximately 400 grains and containing 
107 lustrous pearls. The extraordinary price at which it is 
now being offered represents*a rare opportunity for an in- 
vestment of permanent value. Mr. Elverson originally paid 
$125,000. for this necklace. 


We will gladly send the necklace on memorandum to 
responsible jewelers. 
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Buy now from a large selection of bunch rings, semi-studs | 


snd sets purchased from the surplus stock of one of Phila- | 
Jelphia's leading department stores. | 
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DIAMOND MERCHANTS 
Wholesale Jewelers 
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WHY JEWELERS' BLOCK INSURANCE? 
(From page 96) 


the risks of riots, floods, and hurricanes. The other 
exclusions cannot be eliminated. Many of the risks 
covered under the Jewelers’ Block Policy are prac- 
tically un-insurable in any other form of coverage. 
Among these are shoplifting, penny-weighting, loss 
from an employee or principal while in transit, acci- 
dental breakage and other hazards incidental to the 
trade, including damage to merchandise such as drop- 
ping a piece of jewelry, etc. 

It is the practise of some jewelers to divide their 
insurance patronage among different brokers or agents 
in an endeavor to cement friendship or spread good- 
will. While this practise may have some trade bene- 
fits, such benefits are overshadowed by the resultant 
lack of protection which jewelers obtain in a Jewelers’ 
Block Policy. 


NOT COMPLICATED 


Contrary to the general belief, a Jewelers’ Block 
Policy is not complicated. The property insured is the 
usual stock of any jeweler, plus any similar merchan- 
dise that may be delivered or entrusted to him by other 
dealers or individuals not in the trade. However, with 
respect to the property of other dealers which is en- 
trusted to him, the policy covers the jeweler only to 
the extent of his legal liability. Under the terms of 
the block policy, all property is covered anywhere in 
the United States, Canada, Hawaiian Islands and 
Alaska, and while in transit or being carried within 
such limits. 





There are no available statistics from which it might 
be ascertained as to what percentage of jewelers in this 
country carry Jewelers’ Block policies, but it has been 
estimated that there are many hundreds of jewelers 
particularly small retailers, who have not availed theas! 
selves of this cover. It is safe to say that that all 
jewelers in the large cities have been educated to the 
advantages of the Block Policy and do, in fact, carry 
this type of insurance. The fact that these leaders jp 
the industry have seen fit to carry this type of insurance 
should influence the smaller dealer everywhere. The 
policy is just as much an advantage for the smaller 
dealer as for the larger one. The question of cost 
may have had a bearing on the decision of the smaller 
merchants, but to use the small merchants’ own argu- 
ment, “A fine piece is always more expensive than a’ 
poorly made article.” This certainly applies to insur- 
ance, as well as anything else. The jeweler today has 
enough worries without adding the worry of insufficient 
or inadequate insurance. 

Retailers, particularly, have benefited by a revision 
in minimum premium requirements, as is evidenced by 
the existing minimum premium of $125. This very low 
minimum charge is available to the jewelers in towns of 
25,000 or less population. In towns of a higher popu- 
lation, the minimum premium is $150. 

In cases where the minimum premium charge is ex- 
ceeded by application of the underwriters’ rate sched- 
ule, there is always the question of protected devices, 
such as electric wiring and adequate safes, where the 
property insured is kept after business hours, all of 
which play an important part in the final premium. 
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Window displays are another important factor, par- 
ticularly after business hours and with respect to such 
display, underwriters point out that it would seem to 
be a questionable business practice to permit valuable 
jewelry to be displayed at night, which is only an in- 
vitation to window smashers, who can make a quick 
getaway without running the peril of entering upon the 
premises or burglarizing a safe. 


NO CO-INSURANCE 

Of inestimable value to the jeweler, the policy con- 
tains no co-insurance or average clause and conse- 
quently he makes no contribution to losses in case of 
under insurance, as is the case of ordinary specific fire 
and burglary insurance. This is a most distinct ad- 
vantage to the merchant with a fluctuating stock, and 
is of special value in the jewelry trade, where fluctuat- 
ing inventories are of frequent occurrence. The average 
dealer is too occupied with his business to pay much 
attention to this important clause. Absence of the co- 
insurance feature in the Jewelers’ Block Policy enables 
the assured to obtain such insurance as he sees fit with- 
out regard to the aggregate value of merchandise on 
hand. His principal concern is only to have a sufficient 
total of insurance to cover any possible single loss. 

In addition to the stock in trade, it is permissible 
in the following states to insure furniture and fixtures 
against the risks of fire, burglary and theft. These 
states are Colorado, Iowa, Kansas, Nebraska, New 
Mexico, North Dakota, Ohio, Oklahoma, Tennessee and 


Wisconsin. Texas also permits the inclusion of furni- 
ture and fixtures under the cover, but only against 








PENDANTS 
BROOCHES 
BRACELETS 
EARRINGS 
RINGS 
LINK BUTTONS 
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burglary and theft. Even disregarding furniture and 
fixtures entirely, there is no other form of complete pro- 
tection on stock in trade for the jeweler outside of that 
granted under a Jewelers’ Block Policy. 


EXPERIENCE RECOMMENDS IT 


The writer, with more than a quarter of a century 
of experience specializing in jewelers insurance fe- 
quirements, is of the opinion that no other forms of 
coverage give the jeweler that necessary protection 
against the hazards of the trade. It is therefore jn- 
cumbent upon all jewelers to study this policy, as g 
more comprehensive contract is not available in this 
country. 

Incidentally, all of the companies that write Jewel- 
ers’ Block contracts give a reduction in premium for 
membership in the Jewelers’ Security Alliance. 


SEVEN PRE-CHRISTMAS ADS 
(From page 79) 
published on Thanksgiving Day, starting: 
“For that which we are... for that which we have .. 
but above all for that which we may be in a world we 
are helping to free of tyranny and despotism, this day 
are we alive with a new and clearer understanding of 
thanksgiving.” The fifth and last paragraph hoped that 
this Thanksgiving may be for us, safe in homes that are 
the envy and yet the hope of a war-torn world, a day 
of rededication. 
It was signed, like all of the rest in the series, “Ralph 
Roessler, Jeweler.” No street address, no telephone 
number, no commercial slogan. 
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42 WEST 48th STREET 


MANUFACTURERS 
O. J. Somers Co. 
DIAMOND IMPORTERS 
NEW YORK 19, N. Y. 
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Next, on the Sunday after Thanksgiving Day, ap- 
peared “The Immortal Investment,” in tribute to Amer- 
ica’s fighting men. One paragraph said, “Their immor- 
tal investment dwarfs anything we can do—but it does 
not nor will it render ineffective our efforts behind them 
in our war. We can buy Bonds, we can find our places 
in the war program, and, above all, we can carry on that 
our fighting men may return to a land always worth 
fighting for.” 

Advertisement No. 3, scheduled in the middle of the 
first week in December, pointed out that time measures 
war and that timing wins it. Readers were advised to 
give their watches the care they deserve and against 
buying a new watch, “unless your need is imperative, 
unless your need is as great as your boy’s at war.” 

A week later came some sound remarks on “Lux- 
uries, Necessities and Patriotism,” in which it was 
pointed out that: 

“In certain respects, ours is a luxury business; in 
others, it is most vital and essential. For instance, where 
it could conceivably be a luxury for you to buy a dia- 
mond today, by the same token it is a necessity for the 
man in service, for only through an engagement ring 
can he prove the full measure of his devotion to that 
girl waiting so faithfully at home.” Likewise, 

“Where it might represent vanity for you to replace 
a serviceable watch with a smarter, newer model, it is 
imperative necessity that your boy in service have the 
time-piece he needs.” 

The second Sunday in December was occasion for a 


public letter to Private Joe, praising him for the things 
he’s doing and the victories he and his buddies are win- 
ning. Down towards its end, the letter said: 

“And we’re hoping now to provide the diamond for 
that girl your folks told us about. We think we wil], 
probably, because we just sort of feel you’d want hers 
to be a ‘diamond from Roessler’s’. So, till then, don’t 
you worry. We'll be here waiting to serve you. And 
she’ll get the best . . . for the ‘best’ girl of the best 
doggone fighting man in Uncle Sam’s Army.” 

Another advertisement, sixth in the series, counseled 
on the Sunday before Christmas: “Be of Good Faith . , . 
The Stars That Shone Over Bethlehem Will Shine 
Again Tonight.” It said, in part, that ours is a great 
nation, great in peace, glorious in war; that we are that 
nation; you and I and the millions like us who have 
pledged to the rest of the world peace and the freedoms 
men live by and will die for. It said that oppression 
cannot fetter justice, that tyranny cannot conquer lib- 
erty, that bestiality cannot subjugate decency. 

The Roessler campaign reached its peak on Christmas 
day, when the seventh advertisement declared that this 
Christmas is consecrated to justice, liberty, freedom, and 
mercy, the elements of the righteous peace we will win. 

“In the shadows of this Christmas twilight,” it said, 
“look into your heart. Find there determination and 
decision . . . for you and I have much to do to earn this 
victory our fighting men are winning. 

“Resolve to sacrifice cheerfully. Resolve to labor 
longer thankfully. Resolve to merit the bright 
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heritage that is yours as an American. Pledge anew 
this Christmas Day to face the future unafraid, confi- 
dent in the right, confident in the might, confident in 
the strength and the power and the glory that is your 
America. 

“Be firm in your faith this Christmas Day. Believe... 
and it shall come to pass. For from Him whose birth we 
commemorate, from Him do we draw our strength. Our 
victory is His; our triumph His alone. Our praise to 
Him .. . this consecrated Christmas.” 

Of course, this was a wholly professional job of 
advertising, and few jewelers are as talented advertis- 
ing men as they are merchants of diamonds, silverware 
and watches. Mr. Roessler fortunately enjoys the 
cloest possible relationship with a skilled advertising 
man—his eldest son, Ralph Roessler, Jr., of Campbell, 
Ewald Co., Detroit, and it was during a few days that 
the latter spent home at Marion that Mr. Roessler, Sr., 
outlined his ideas for the Christmas series and that 
Ralph, Jr., put these ideas into words. 

With reasons for this morale-building, good will- 
building, prestige-building type of advertising even 
more obvious this holiday season than last, perhaps the 
Ralph Roesslers—father and son—have developed a 
pattern that can be followed by other jewelry stores in 
November and December of 43. 


1-DAY BOND SALE NETS $250,000 
(From page 86) 


brought $2500. One little woman who looked as if she 
didn’t have a dime in her purse bid $3200 for a set of 


silver, opened up her pocketbook and handed over the 
cash! 

Stars of the stage and radio, appearing locally, eon- 
tributed their talent for the occasion, and songs were 
auctioned off to add to the excitement—and incidentally 
the day’s business. re 

Attractive young women passed among the crowd 
selling Stamps, and a War Stamp booth outside the store 
supplemented their efforts. 

In fact, the only suggestion that the Washington 
Jewelers sold jewelry was the sign above the store. 
Every piece of merchandise had been removed from the 
windows and replaced by patriotic posters, flags and 
bunting. There were large signs reading: “Nothing but 
War Bonds will be sold here today” and “No money in 
the world can buy jewelry here today .. . and no money 
in the world can buy a safer investment than Bonds,” 

When these Boston jewelers do a thing, they do it 
right, and they say they never felt as right about any- 
thing as they did about this Bond Sale Day. ; 


“Why, it must have set us back a couple of weeks in 
our office work here,” they observe happily, as if pleased — 


with the idea. And they are, for they feel that their 


sacrifice was compensated many times over in the $250,-— 


000 that was raised to “back the attack.” 

Hyman Siegal, president of the company, was de- 
lighted with a complimentary letter from the National 
Association of Credit Jewelers. 

Another letter, from the Treasury Department, con- 
gratulated Mr. Siegel on the success of his project and 
suggested that retail jewelers throughout the country 




















..- by Jean Ritz-Woller 


Beautifully designed earrings of 14 Kt. 
gold, studded with precious and semi- 
precious stones . . . styled in the modern 


trend . . . fine craftsmanship and finish. 
Available for immediate delivery. 


Also a complete stock of Rings, Clips and 
Pins . . . featuring genuine colored stones 
. . . Topaz, Aquamarine, Amethyst, Star- 
Sapphire, Star Ruby, Emerald, etc. 


Write for complete information. 


JEAN RITZ-WOLLER COMPANY 


220 WEST FIFTH STREET 


LOS ANGELES 13, CALIFORNIA 
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MAGIC TRANSFORMATION 
WINDOW DISPLAY FOR 
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DIAMOND RINGS 
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An example of the DRAMATIC and 
EFFECTIVE sales material provided to 
authorized KEEPSAKE jewelers... . 


The display first appears as on the left (without light) are furnished with each 
in the above illustration. A concealed display as shown below. This display is 
light flashes and the display is in- just one detail of the complete mer- 
stantly transformed showing a soldier chandising, selling and advertising set- 
in the colorful setting of a tropical com- up provided to Authorized Keepsake 
bat zone. Four other changes of copy Jewelers. 


Tee finest Got of oli far a Wedding Aaniversery, 
Birrinsdey, orhwoy ethene Gilt Comat. 
. 





(*I Came Here to Talk for Joe” copyright MCMXLII by Shapiro, Bernstein & Co., Inc. By Permission) 





A. H. POND CO., INC., 214 S. Warren St., Syracuse 2, N.Y. 
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Genuine “Trublak”’ 


(TRADE MARK) 


BLACK 
ONYX 


RINGSTONES 


ANY SIZE +« ANY SHAPE 
ANY QUANTITY 


’ Flat Top, Buff Top 
Single or Double Bevel 


PLAIN, DRILLED, SLOTTED 


Made to Order 


Solid all through Black honey-dyed color, su- 

perb finish, accurate uniform size, unqualifiedly 

and permonently guaranteed. None finer made 
anywhere. 


Adolf Meller 
Company 


Operating 
America's First Complete 
Cutting Plant for 
Black Onyx & Synthetic Ringstones 


400 Charles St., PROVIDENCE, R. I. 


VWintmum quantity required per size 


and shape... 300 pieces. 


VO JOBBING ..;NO RECUTTING 
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might be interested in following suit during the Fourt] 
War Loan drive in January. 

Those who choose to follow in Mr. Siegel’s footste 
will have to hop fast. Grass found little encouragemes 
to spring up beneath his Coupon 18’s worth, as he swun 
his campaign into action. Decision to have the Bond 
Day was made in a split second, and there Was no 
moment to be lost as they rushed to get ready before the 
end of the Third War Loan Drive. 

First a brief, three-paragraph letter was mailed to 
all customers, wholesale houses, and friends of each 
official of the company, and signed personally. It ex- 
plained the day, its purpose, and appealed for business 
—Bond business—on Sept. 28. 

These letters were followed up by personal calls, ‘Th 
company personnel went out in teams and canvassed 
hundreds of firms and friends, bringing between $30,099 
and $40,000 in Bond orders. Other hundreds were con- 
tacted by telephone. No company officers were too } 
or too important to make their own calls and their own 
solicitations. 

Striking advertisements were placed in the papers, 
One of these attracted particular comment. It read: 
“Nothing but Bonds will be sold at Washington Jewel. 
ers, Tuesday, Sept. 28.” Below it read: “We Were 
Wrong! We thought we knew values . . . but Bonds 
are the greatest value of all. We thought we offered 
bargains . . . but Bonds are the biggest bargain yet. We 
talked about dependability . . . but Bonds are the world’s 
most dependable investment . . . a share in America, 


Yes, we were wrong ... but you be right . . . buy Bonds, 
Help us make this a big day . . . Buy Stamps and Bonds 
here ... bring victory near!” 


Another advertisement featured the auction and Bond 
Show. It pictured an auctioneer with an alarm clock in 
his hand, crying, “An alarm clock—precious as a dia- 
mond! What am I offered?” A list of articles obtainable 
by Bond bidders followed. 

Permission was obtained from the Treasury Depart- 
ment for the Washington Jewelers to become an issuing 
agent for the Government so that there might be no delay 
in delivery of the Bonds. 

Public enthusiasm ran high as a result of this ener- 
getic build-up for the sale, and mail orders began coming 
in even before the 28th. In fact, so eager were prospec- 
tive buyers to join the Bond parade that one man sta- 
tioned himself at the door an hour before opening time 
in order to have the privilege of buying the first Bond of 
the day. 

Preparations such as these take time and planning, 
but everyone in the organization was wholeheartedly be 
hind the affair, and its success proved the worth of the 
effort. 

Besides slipping a quarter of a million dollars into the 
pocket of Uncle Sam, this Boston jewelry concern has 
generated a good will that can not be measured in money 
value and has, in addition, sponsored an undertaking 
that reflects credit upon the whole industry—a mighty 
important factor in times like these. 





FOR A SIMPLE CHRISTMAS TRIM, frame 
quilted material and stab pins into the area, clips cal 
dangle, strings of beads hang, etc. 
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DIAMONDS 





No. Kl1—Keystone $230.00 No. ig oe $84.00 No. pag oe $74.00 


27/100_Ct. Diamond Fine Diamond Fine Diamonds 
14 Kt. Yellow Gold Wedding Ring Set 14 Kt. Yellow Gold Wedding Ring Set 14 Kt. Yellow Gold Wedding Ring Set 
Cut Enlarged to Show Fine Detail Cut Enlarged to Show Fine Detail Cut Enlarged to Show Fine Detail 


MATCHING WEDDING RING SETS 


in a varied assortment of designs and a wide range of prices to meet your every 
requirement in this line. 





No. K103 No. K108 No. K94 No. K96 
Keystone $94.00 Keystone $196.00 Keystone $300.00 Keystone $600.00 
1 Fine Diamond 3 Fine Diamonds 40/100 Ct. Diamond 76/100 Ct. Center 
14 Kt. Yellow Gold 14 Kt. Yellow Gold 14 Kt. Yellow Gold with 6 Fine Diamonds 


14 Kt. Yellow Gold 


ALLEN’S is well equipped to take care of your every diamond requirement, 
whether a loose diamond of any size, or mounted in one of our many handsomely 
designed mountings. Our buyers have provided for the unusual demand of this 
season and you will not be disappointed if you order your diamonds from 


ALLEN’S. 


In all other lines of jewelry store merchandise you can confidently expect to get 
what you want if it is available. Under present market conditions it requires the 
facilities of an organization like ours to keep the legitimate channels between 
manufacturers and the jeweler open. 


BEN. ALLEN & C@O., INC. 


SILVERSMITHS BLDG. 
10 SO. WABASH AVE. CHICAGO 3, ILL. 


POPP POSS SS SSS SSCS S OO CCOCCCC000000000000 00000000000 0300003020000eeeeeeececs 
PSSPSSPSPSPSSSPSSSPSPSPSPSSSSSOSGSOSSOSOSOGSSSSGSSSGSOSSSSSSSSOSSSSSSSSSSSSSSCSSSSSOSCSCSOSHSOOOS 
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WILL BORAX BE WITH US AGAIN? 
(From page 100) 


advertising they are reluctant to carry and it prevents 
their having to take up such matters with their own 
customers, the jewelers. 

As for the attitude of the jewelers themselves— 

A. S. Rowe, prominent in the old Jewelers Guild, says 
‘We don’t have to give away blankets or canaries to sell 
a ring now and we won't ever return to such bribing to 
get business.” 

Silas B. Reagan, president of the Baldwin-Miller Co., 
wholesale jewelers, says the code also works to the ad- 
vantage of the wholesaler because it promotes public 
confidence in the jewelry stores. 

Sol Blickman of the Rogers Jewelry Co. says “The 
Indianapolis public now knows that the conservative 
jewelry advertisements mean just what they say. We 
are all helped by such confidence.” 

Indianapolis jewelers have proved the value and prac- 
ticability of voluntary self-regulation. They have dem- 
onstrated that where there is a concerted willingness to 
cooperate for the common good, then governmental regu- 
lation becomes unnecessary. 

Yes, Indianapolis knows 24-karat quality advertising 
pays. 

The text of the Indianapolis standards of jewelry ad- 
vertising follows: 

“For the purpose of raising the general plane of ac- 
curacy of jewelry advertising in the City of Indianapolis, 
the following regulations, designed to eliminate from 


jewelry advertising the most common types of confidence 
destroying copy, are adopted by the jewelers of Indian. 
apolis. The Better Business Bureau and the advertising 
media are asked to prevent the publication of any copy 
which violates any of these regulations. These regula- 
tions shall apply to all advertising of jewelry stores ang 
to the advertising of jewelry and silverware by stores 
other than jewelry stores, and to watch repairmen, 


oP 


‘1, No inaccurate, deceptive or misleading adverts. 
ing shall be permitted. 

“2. No inaccurate, deceptive or misleading cuts 9, 
lay-outs shall be permitted in jewelry advertising. (a.) 
Shapes of watches and other articles of jewelry must 
be accurately depicted. 

“3. Superlative Claims—Unrestricted Statements: 
Claims of superiority, the use of unqualified superlatives, 
exaggerated and unrestricted statements in the descrip- 
tion of merchandise, values, policies, or to describe a 
sale or promotion, etc., such as ‘The Greatest Jewelry 
Sale in Indianapolis’, “The Most Astonishing Price Re- 
duction in the City’, ‘The Best Jewelry at any Price’, 
‘The Lowest Prices in Town’, etc., shall not be used in 
jewelry advertising. 

“4. No comparative price advertising of diamonds 
shall be permitted. No comparative price advertising of 
watches shall be permitted in jewelry advertising except 
in the case of nationally advertised watches. Nationally 
advertised watches, for the purpose of this rule, shall 
mean watches which have been advertised at a price, by 


General 





ancy Cut 


jamonds 


Matched Pairs and Single Fancies in all sizes our speciality. We also carry 
a large stock of Mellee, Marquises, Emerald Cuts and Round Diamonds. 


Call on us for your needs. 


We wish to notify the trade that we buy estates consisting of diamond 
mounted platinum and gold jewelry and colored stones. 


Lous liurren § 


BOE FIFTH AVENUE NEW YORK 


Telephone MEdallion 3-4822 
Chicago Representative: Mr. George Pilzer, 31 N. State St. 
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Star Sapphires 


RUBIES ¢ STAR RUBIES ¢ SAPPHIRES 
CAT'S EYES °¢ EMERALDS e_ PEARLS 














We have a large stock of Precious Stones, — mounted and unmounted from 
which to make your selection. Let us cooperate with you on your special calls. 


We are in the market for Diamond Jewelry and can offer good prices on any small , 


or large pieces which your customer may desire to dispose of. 


- JEROME RICHHEIMER 


608 FIFTH AVE. NEW YORK 20, N.Y. 
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name, by the manufacturer, in at least two states and 
for at least six months. 

“5. Discontinued patterns or models of any or all 
merchandise must be so advertised. 

“6. Any merchandise which is used, rebuilt, re- 
conditioned, factory rejects, seconds, etc., must be de- 
scribed as such in advertising. Any article advertised 
and not otherwise qualified, is assumed to be and must 
be new, perfect merchandise. 

“7. Bait advertising. The practice of offering mer- 
chandise through advertising which the customer is not 
given a fair opportunity to purchase, is bait advertising, 
and is prohibited. 

“8. No contest advertising which is not approved by 
the Better Business Bureau shall be permitted in jewelry 
advertising. Any contest disapproved by the Better 
Business Bureau shall be passed for publication when, as 
and if, at a general meeting of the jewelry advertisers 
who are parties to these regulations, a majority vote in 
favor of passing the contest advertising for publication 
is obtained. 

“9. It is agreed by all jewelers that they will not 
use any so-called credit checks, discount coupons, or 
other similar devices purporting to allow unearned dis- 
counts on the purchase of merchandise. It is agreed that 
in the event any such credit check or discount coupon 
should be considered, and before it is distributed, it will 
be submitted to the Better Business Bureau for determi- 
nation as to whether such check or coupon is within the 
limitations of this agreement. 






FINE JEWELRY 
CREATIONS 


ARRY 





“10. ‘There shall be no advertising of a jewelry 
tion permitted except such auctions as are ordered 
the courts and such auctions as are required by the 
governing pawn shops. q 

“11. There shall be no free trial offers made | 
jewelry advertising. : 

“12. There shall be no advertising of merchandige 
or anything of value as ‘free, ‘given away,’ or ‘given 
with,’ when it is necessary to buy another article to get 
the ‘free item.’ There shall be no advertising of 40- 
called ‘2 for 1’ combinations wherein it is represented 
that two articles are given for the price of one; » 
wherein it is represented that two articles are being 
given for the price of one plus a nominal charge for th 
second if the first is purchased. This paragraph meay 
that all jewelers have agreed not to use premium Offers 
in merchandising or business stimulating schemes, 

“13. The exact copying of advertising, or phrases 
used first by a competitor, which copy is used in gych 
a manner as to mislead or confuse the consumer, js 
prohibited. 

“14. The term ‘solid gold’ shall not be used in &. 
scribing jewelry unless such jewelry item shall in fag 
be 24-karat gold. 






“II. Diamonds 


“1. The use of the descriptive term ‘blue’ in any 
manner or in any combination in advertising diamond 
is prohibited. 

“2. The word ‘perfect’ or any other word or expres. 
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glows in the dark! 


CREATIONS 





(and more on the way!) 


Pins, Earrings, Necklaces, Hair Ornaments, Flowers. The greatest sensation in 
the manufacture of Jewelry in 50 years! Nationally advertised in all the better magazines. 


luminous plastic earrings 
9 styles (only 6 shown). 8 styles at 60c a 
pair. 1 style at 70c a pair (large). 
Here’s how we featured them in 
Vogue, Esquire, Mademoiselle, House 
Beautiful, etc. 


HOUSE OF GIFTS, ratte 
IMPORTANT! 


Government restriction of Plastics makes 
replacement of these plastic earrings impos- 
sible, so if sold out on any particular style, 
allow us to substitute another style 
those available. THANX! 


ACHIEVEMENT IN TECHNICOLOR! 


luminous plastic butterfly 
$1.20 each ~ ie 


May be worn on a dress -% 
or coat or in the Hair. - 
$to 4 inches in size. In- 
laid with real feathers ~ 
on the wings. No two 
alike, 


s Jewelry of our manufacture is harmless 
hemical. Exposed momentarily for 


ows in the dark for long periods. ¢ 


. 


FOR IMMEDIATE DELIVERY 


luminous gardenia flowers 
(FABRIC) 


Single Gardenia (as illustrated) 60c 
each. Double Gardenia & Bud (not 
illus). 1.20 each. (Can be used in the 
hair or on a dress or coat.) 


luminous gardenia tiaras* 
(NOT ILLUSTRATED) 


With 2 Gardenias on Tiara—1.35 each 

With 3 Gardenias on Tiara—1.90 each 

With 4 Gardenias on Tiara—2.45 each 

*Tiara is made of steel with an outside 
casing of Plastic. Imported from 
France several years ago. We have 
entire supply left in the U. S. 


luminous velvet flowers on a 


comb with earrings to match 
(NOT ILLUSTRATED) 


$1.85 per matched set 
Very smart, very unusual and very 
limited in supply! ... 


luminous pine cone earrings with 2 
matched hair ornaments on combs 


(@olaiiellilmalemaclelitiiimmslaterd slitelae) 


5 seconds to ordinary ele 


1 be recharged in tt 


HOW TO ORDER 


ctly from this advertisement. Write or type clearly. Enclose your 
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aterials is too acute. We do not make ( 


| payment, net. We do not open accounts even to rated fir 


©.D shipments Try t 
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ng of equally attractive value 


A 


your order AIR MAIL to save 


me leeway, so if sold out of a parti 


(Ol cel-1am lela mmiolamilelilolen, 


jlar item we can give y 


Ye ship all orders by parcel post PREPAID. We can make immediate shipment; 
ten within 24 to 48 hours; at the very latest within 3 days. 


KEEP IN TOUCH WITH US REGULARLY AS WE IV: ALWAYS PUTTING OUT 
MANY NEW, ORIGINAL AND ATTRACTIVE NUMBERS 


FoR NovemsBer, 1943 








exotic tropical shell jewelry 
from Cuba and the Bahamas 


luminous tropical shell necklaces 
2 Strands, White Only, (3 styles) 
90c each 


Earrings to match 60c a 
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DOVE STYLE HORN STYLE CuP STYLE 


luminous tropical shell earrings 


8 Exquisite Styles 


HORN SHELL LACE HORN SHELL GAR FISH SCALES 
(White) 


60c a pr. 


(white) (White or Multi) 


60capr. 60ca pr. 


DOVE SHELL 
(white) 


60c a pr. 


RICE SHELL 
(White or Multi) 


70c a pr. 


CuP SHELL 
(white) 


60c a pr. 


luminous tropical shell pins 
7 Gay Styles 
75c¢ each 


DOVE SHELL GAR FISH SCALES 
(White or Multi) (White) 


RICE SHELL 
(White or Multi) 
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LACE HORN SHELL 
(White or Multi) 

















Because 


which we have no control we 
are not able to guarantee deliv- 


ery of all models of ALTON 


of conditions 


over 





watches. However, all ALTON 
watch orders will receive our best attention, 
and we will supply whatever possible. 


We urge our customers and friends to be 
patient with us during this uncertain period, 
until we are again able to fill all orders com- 
pletely and promptly as in years gone by. 


W. & G. DIAMOND RINGS AND SETS 


Matched set in 14K. yellow gold. 
Solitaire has two side diamonds and 
-25 Carat center diamond. Wedding 
ring has five fine diamonds. 


Grade 
a AA 
D858—Set—Retail .$197.50 $218.25 


Keystone Price ... 158.00 174.50 
D859—Solitaire— 
eee 153.75 174.50 
Keystone Price ... 123.00 139.50 
D860—Wedding Ring 
—Retail ....... sek 45.00 
Keystone price .... 36.00 





Matched set in 14K. yellow gold. 
Solitaire has two side diamonds and 
-15 Carat center diamond. Wedding 
ring has five fine diamonds. 


Grade 
A 
D870—Set—Retail .$131.25 $146.25 


Grade 
AA 


Keystone Price ... 105.00 117.00 
D871—Solitaire— 

DEE” ¢3.00beeee 87.50 102.50 
Keystone Price ... 70.00 82.00 
D872—Wedding Ring 

—Retail ....... aes 45.00 
Keystone Price ... 36.00 


Prices and quality of W. & G. Diamond 


Rings and Sets are the same as in 194]— . 


no advance in price, no reduction in quality. 


SEND FOR THE W&G DIAMOND CATALOGUE 
FOR READY REFERENCE 


Weksler & Goodman. Ine. 


Oyrisatiitiaias of Keystone, tar. Belove. and 


[.D. Watch Cases 


> South 


Walhash Ave. 





Ww) 


Chicago 


Hlitrois 
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sion of similar meaning in describing diamonds, rubies 
sapphires, or emeralds shall not be used. ¢ 

“3. Any diamond described as ‘full cut’ must Contain 
58 facets. (a) Double cut—32 facets. (b) Single eut— 
16 facets. 

“4, All stones, precious or semiprecious, offered for 
sale are assumed to be genuine unless qualified by the 
word ‘simulated’ or the word ‘imitation.’ Such qualify. 
ing words must be used immediately adjacent to the 
words so qualified. (In advertising, the type used must 
be large enough so as to preclude the possibility of the 
reader being misled.) The use of the word ‘birthstone’ 
as a general term is specifically allowed without qual. 
fication. 

“III. Watches and Other Jewelry 

“1. Any jewelry described as platinum, rolled gold 
plate or gold filled must comply with the rulings of the 
Bureau of Standards on such merchandise. 

“2. Where jewels are mentioned in watch advertis- 
ing, the actual number of working jewels must be stated, 

“3. If any cylinder movement watch is advertised, 
the fact that it is a cylinder movement must be mep- 
tioned. 

“4, If any ring or mounting is advertised which js 
not gold or platinum, a full description of just what 
metal or metals it is made of, must be given. ~ 
“5. Where an advertisement offers to accept mer- 
chandise in trade, or ‘trade-ins,’ on the purchase of new 
merchandise, such advertisements shall make no mention 
of any specific amount or percentages, to be offered for 
such trade-ins; and it shall be presumed from such 
advertisement that before any merchandise is acceptable 
in trade, it shall be subject to an appraisal and allov- 
ances made on the basis of such valuation. 

“These regulations shall not apply to so-called cos- 
tume jewelry, when such jewelry is described as such. 
For the purpose of this exception, costume jewelry shall 
be jewelry which is made of material other than goll, 
silver, platinum, and precious stones.” 


ARE YOUR REPAIR PRICES RIGHT? 
(From page 84) 

From this, it is a very simple matter to determine your 
cost of performing any of the services tabulated for any 
of the models listed, by simply adding the cost of the 
time required for the work to the cost of the materials 
involved. 

Example, a 16s, 15j Elgin, and you are paying your 
watchmaker $1 per hour. The watch needs to be cleaned, 
and have a staff and one balance wheel replaced, # 
refer to Section I: 

Cleaning Only 


Time, 114 hrs. @ $1......... $1.50 
I i ds aril hk eiees fi ered ih 25 
Staff 
ee Serrrrerirr rer 50 
I ii ool ae sin eh aw gta 40 
Balance Jewel 
| SS eee ee eres 50 
0 PPro ee .60 
$3.75 


Now, Mr. Watchmaker, that job will cost you 3.75! 
So if you want to make a legitimate profit on your wateh 
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THE WADSWORTH WATCH CASE CO., INC., DAYTON, KENTUCKY 
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A Medieval Lapidary 
from Hortus Sanitatis 


The work of the Lapidary has always required 
the skill of experts. That’s why you should 
seek the services of an established and reliable 


firm, with a background of experience. 


For cutting, engraving, encrusting, 
drilling, or any special orders, consult 


Ry 
Lapidaries Inc 


71 Nassau Street e New York 7, N. Y. 





























ST. CHRISTOPHER 
POCKET PIECE 


H..<’s a brand new gift for 
your soldier or sailor boy—a gold 

St. Christopher pocket piece designed 
especially for members of the armed forces and their 
loved ones—with the universal symbol of protection 
against all hazards and dangers. 
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As featured by a prominent New York 

jeweler—available in LIMITED QUANTI- 

TIES at $12.50 wholesale. Illustration 
actual size. 


* Registered 
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repair department, you must charge the customer some. 
where around $6 at least for it. Do you? 

Or again, let us say the same 16s 15j Elgin ig in for 
a mainspring, only. Refer in this case to Section II 





eee Sf eee $1.00 
CE  sviei esa neta .50 
$1.50 


That $1.50 is your actual cost (if the mains 
doesn’t break!) 

Can you show a profit on it if you let it go out for } 
than $2.50? 


GUIDE 


These “time” items may at first appear a bit excessive 
but stop and think of the many minutes required cul 
day in winding the jobs in the mornings, regulating them, 
putting them away at night, taking care of the “come 
backs,” as well as the many hours spent in receiyj 
estimating and delivering the jobs. And you will see that 
a man must be fairly rapid to stay within these average 
limits and to accomplish it day in and day out. 

Again we urge you to make yourself one of these 
charts. It will show you where legitimate profits ar 
escaping you. 

When a job comes in, examine it carefully. The time 
thus spent will pay you well. Determine what repairs 
must be made, and the material required to make them, 
Turn then to your guide where you can instantly find 
your cost of this job. Add your overhead and a fair 
profit, and you will have a fair and reasonable retail 
price to charge your customer. 

The system is not a mere theory. It is already in use 
in several watch repair shops and every one of them 
reports that it has proved eminently satisfactory to both 
their customers and themselves. 





BACK-TO-NATURE DECORATIONS 
(From page 81) 


get all the benefit of the attention value. 

A simpler kind of “frosting” may be developed by 
cutting snowflake silhouettes out of silvery white paper 
and pasting them in scattered patterns over a newly pol 
ished window. To make the flakes, you fold squares of 
paper into three folds and then snip out any kind of in- 
tricate lacy pattern you choose into an eight-sided de- 
sign. Use colorless nail enamel to attach the flakes to 
the glass. 

For your music department, you might ask your florist 
to make a swag of laurel and drape it in a garland over 
a blank wall space. Within the loop of the garland you 
can tack up sheet music of Christmas carols. This is4 
decorative treatment that really captures the soul of the 
glad season. 

Then, to take away the stark look of mirrored panels, 
you could frame them with a rope of cedar and paste 
paper cutouts of soaring angels or gently falling frost 
crystals right on the glass. 

Yes, it is possible, war or no, to present a gay 4 
pearance to your public despite the blackout on you 
usual sources of supply. This year, more than ever be 
fore, Christmas will be what you make it. Your. florist 
can help you make it a success. 
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STERLING FLATWARE 


—new or used; any silversmith, any 























AIR CORPS MARINES ° ° . . 
We are the creators of exclusive and distinctive quantity ; active, inactive or obsolete. 
ve designs in quality rings in a wide variety of styles. 
. ENGAGEMENT RINGS Send for Our Offer 
me WEDDING RINGS We Pay Transportation 
ng 
1 4 ,. A on 
; Cy é 
Be ; = Reference: Jewelers’ Board of Trade 
se 
ire 
JULIUS GOODMAN & SON 
* 77 Madison Ave. 
m Memphis Tennessee 
nd KEYSTONE JEWELRY & MFG. CO. Julius Goodman Joseph A. Goodman 
a 64-66 NASSAU ST., NEW YORK CITY 
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1. To win new customers: ---- 





2. To increase sales volume: - - 


3. To dominate competition - - - 


4. To widen your trading area- 


5. To make more money - - - -- 
































Plan to remodel your store 
with a new Pittco Store Front! 


it 
. SEND FOR FREE BOOK 
u 
a 


PITTCO 
| sloue fini 


rf PITTSBURGH PLATE GLASS COMPANY 


2311-3 GRANT BLDG., PITTSBURGH, PA. 


tT Pirrssurcn’ stands for Lualeity Glabs ated hint? 
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JEWELERS : 


Sell Schools, Clubs, Hospitals, Lodges, etc. 
Samples loaned. Write for illustrated folder. 
Thousands of designs. Ask for special folder on 
Service Star Pins, Rings, etc. Also Rings for 
Army, Navy, Air Corps, Marine, Coast Guard, 
etc. Mfrs. for over 30 years. 


METAL ARTS CO., Inc. 


740 Portland Ave., Rochester, N. Y. 











From Uniforms to What? 


Certainly not to a Government dole, those 8,000,000 ex-soldiers! 


great potential salesmen will come out of this war, and the 


emphasis on vocational training should be “re-employment in selling” 


by HENRY J. TAYLOR 


N the confused discussions about who is to supply 

post-war jobs, the Government or the people’s own 
enterprises, the words imply a choice where there is no 
long term choice. The Government does not, and cannot, 
supply jobs—any more than the nozzle of a hose sup- 
plies water. 

If this truism seems uncompromising, it is only for the 
purpose of establishing a fundamental approach to a 
better discussion, without getting bogged down in the 
obvious ability of any central government spending 
agency to hire people at the expense of other citizens, 
and to commit those citizens to debt for that purpose. 
But, as there is an obvious limit to the feasibility of this 
in the course of time, and remembering always that the 
Government itself is a spender and not an earner, the 
truism stands. 

No one has been able to measure the dimensions of 
our post-war reemployment problem. There are too many 
imponderables. The degree to which technological labor- 
saving improvements will affect the picture is at best a 
guess, as highly uncertain, for example, as is the number 
of women who will wish to continue working in factories 
after their men come home. These variables are so great 
that the present tendencies to reduce them to a mere 
mathematical formula may be more misleading than help- 
ful. Broad factors, many of them psychological, will ap- 
ply to this question and it is impossible to put a slide rule 
on them now. But, limiting the matter to the question of 
reemploying the men who are now in our armed forces, 
and looking at the dimensions of that problem, a few 
factors emerge: 

The year 1940 was America’s record year for peace- 
time physical production. The U. S. Department of Com- 
merce states that 46,000,000 people were at work. Since 
then, such normal unemployment as existed has prac- 
tically disappeared and the available manpower has been 
increased by 4,500,000 workers of school age, of over-age, 
and by women. 

In this and other ways, the number of people at work 
today has increased from 46,000,000 to 50,800,000 in 
spite of the fact that there are 10,000,000 more men in 
our armed forces now than there were in 1940. 

Leaving a substantial standing Army, Navy and Air 
Corps for peace-time, 8,000,000 men should return from 
the armed forces. The problem centers in what they will 
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do to earn their living for themselves and their families, 
and to contribute their share to the maintenance of the 
government, when they get back. 


HIGHEST PEACE-TIME EMPLOYMENT 


The problem is neither as large nor as agonizing as 
it might appear. This is one way of saying that the dif- 
ficulties are evident, but not insurmountable. The first 
encouraging feature is that many companies, large and 
small, are actively conscious that the problem will exist, 
Throughout our country, all types of businesses are pre- 
paring now for the conversion period. Programs with 
which every business man is familiar are already under 
way. While none of these programs can contribute the 
answer to soldier re-employment, they are contributing 
a new approach which is a distinct advance over any- 
thing in our previous history. Some companies will 
overdo their expansion plans and, sadly enough, go broke, 
Others will under-do them and miss their market. But, 
right or wrong, industry is thinking in terms of work, 
and not in terms of idleness, after the war. 

These companies are testing themselves along the fol- 
lowing lines: 

(1) What engineering, designing or development 











THE AUTHOR—Heury J. Taylor, author of "Men 
in Motion," for many months a leading non-fiction 
best seller, has served in 17 countries as war corre- 
spondent for the North American Newspaper Alli. 
ance. He writes also for Life, Reader's Digest and 
the Saturday Evening Post and analyzes world af- 
fairs for the Blue Network. Mr. Taylor here dis- 
cusses the post-war economic problem presented by 

- the millions of men in uniform who will be returning 
to civilian life for jobs and opportunities. 

THIS SERIES—This is the first of a series of ar- 
ticles by distinguished writers which will appear in 
The Jewelers’ Circular-Keystone and other maga- 
zines, whose combined circulations exceed 500,000 
and who are members of Business News Service, the 
press syndicate recently organized to serve leaders 
in the business paper field. Carefully prepare to 
avoid propaganda or partisanship, each article will 
cover a subject of wide and timely importance to 
the nation's business economy. 


—_——— 4 
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work must we do now on new products before 
they can be put into quick production? 

How should we project and gear up our adver- 
tising and merchandising to create profitable 
markets for us at maximum post-war produc- 
tion at lower prices? Are we prepared to at- 
tract our share of the pent-up demand for 
goods and services at the earliest possible mo- 
ment? 

What types of personnel shall we need from the 
armed forces, and how shall we train them? 
Will additional working capital be required for 
our estimated post-war volume? 

(5) What will the market be? 


(2) 


(3) 
(4) 


Treating all this in terms of reemployment, the rock- 
bottom fact is that, based on the most careful estimates 
which educational and other research foundations have 
supplied, the conclusion is remarkably unanimous: With 
bold preparation now, on a company-by-company basis, 
for plant expansion, new products, new designs, wider 
marketing, better training, business can hire more persons 
now in peace-time work than in any previous peace-time 
period. 

Local and regional groups everywhere are enlisting 
members of the community to explain ways and means 
of reestablishing post-war reemployment on a company- 
by-company basis. Volunteer speakers are outlining care- 
fully prepared plans to interested groups such as clubs, 
service organizations, trade associations, and so forth. 


ONE CITY'S PLANNING 


Take the city of Peoria, Ill.: On Nov. 16 last year a 
group of Peoria business men named a steering com- 
mittee for such activities. Within one month the chairman 
reported on the initial survey of the 1940 employment in 
Peoria, the present employment, and the first estimate on 
post-war employment made by Peoria employers. The 
results: 45 companies, large and small, employing over 
97 per cent of the employees in the community, estimated 
that they would employ over 30,000 workers at the end of 
the war against approximately 22,000 in the peak peace 
time year of 1940. Whether they are right or wrong, this 
is the way American communities are thinking—and that 
is very important. 

But, most important of all, this is also the way the 
men in our armed forces are thinking. 


MILLIONS OF RICKENBACHERS 


In the last war our Army was trained to march and 
shoot. It was a dug-out Army. It was drill-bound, mud- 
bound and hide-bound. But what conditioning are our 
men receiving today? In the special classifications 
alone, millions on millions of vital Americans, tough- 
minded, clear-eyed, and clear-headed, are zooming and 
banking in 400-mile-an-hour planes, bracing themselves 
against the spray of their P.T. boats, pressing the throt- 
tles of amphibious tanks, whirling onthe miraculous 
carriages of anti-aircraft units, and jumping from the 
sky by the tens of thousands. They are diving in long- 
range submarines, scouting in mountains and valleys in 
fast moving columns, learning to live on the land. Thou- 
sands of Davids with “bazooka” guns are slaying Go- 
liath tanks. Millions on millions of vital Americans are 
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doing everything under the sun that encourages self. ' 
reliance, initiative, and a sense of personal flexibleness, 
They are being conditioned in the spirit of enterprise, 
Under the surface of the war, this is occurring on g 
scale so vast and with such an impelling effect that we 
here at home have no idea of the virtuous impact this wil] 
have when these men come home. In the last war we 
had a few Eddie Rickenbachers. In this war, in the 
sense of the free human spirit, which is the mainspri 
within any nation, we are making new Eddie Ricken- 
bachers by the millions. And yet the existence of this 
overwhelming fact seems over-looked in the post-war 
discussions I have heard. 


NO "SELLING APPLES" 


When the men I have seen overseas in this war return 
they are not going to be thinking in terms of selling 
apples on the corners. They are going to be thinking in 
terms of “Let’s step out and go places.” This is the 
great bulwark on which the attack on our reemployment 
problem can depend. Men are the essential element of 
the problem, and these men within themselves will con- 
tribute more to the solution of reemployment than any 
other single factor in the American scene. 

If the political climate in Washington is such as to 
discourage or discount their individual enterprise these 
men will see to it that such climate is changed, make no 
mistake about that. If this seems visionary, you have 
only to talk with our men overseas as I have to learn 
their impatience with any men and measure which show 
any prospect of retarding them in the future. It is im- 
possible to over-emphasize this. These men are not 
going to bow in gratitude and wring the hand of Wash- 
ingtonians who promise them some subsistence aid. All 
the deep-throated talk along these lines, which carries 
a distincly defeatist tone as it drifts overseas, leaves 
these men very cold indeed. 


SKY-THE-LIMIT MENTALITY 


It is significant to me that in all the discussions I have 
had with our men in the war areas, I have never once 
heard a single man suggest the hope for an adequate 
Government “dole.” They simply are not thinking that 
way. And when they return they will not act that way. 
The men I have seen are not going to rake leaves—and 
will not appreciate any political ballyhoo which offers 
them only the opportunity to do so. If they go back to 
their old jobs they will do their old jobs better than 
ever before. Their sights have been lifted and they 
will be working for promotion. Countless others will 
swell the ranks of small business in an astounding way. 
I can’t begin to tell you the number of ideas these men 
have for going into business for themselves. That some 
will succeed, and some will fail, is natural and elemen- 
tary. But the point is that they are adventure-minded, 
enterprise-minded, sky-is-the-limit-minded. We simply 
are not aware of this fact at home. 

Vast numbers of these men will make the best sales- 
men we have ever seen in this country. They will have 
the out-look for it, the temperament for it, and here is 
where their sky-is-the-limit-attitude will be most impor- 
tant and useful to all. 

It seems to me the current discussions about Govern- 

(Please turn to page 134) 
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Right now, our factory production 
of sterling silver flatware is sold out 
for the balance of 1943. New stock 
orders can be accepted only for de- 
livery next year, and then only in the 
six patterns and six so-called “place 
setting” pieces noted above. 


We are not making any sterling 
hollow ware, silver plated flatware, 
or silver plated hollow ware. 


Naturally, nobody regrets this situ- 
ation more than we do. But, because 
by far the larger part of our facilities 
are committed to the production 
of more than one hundred vitally- 
needed items for the Army and Navy, 


Illustrated are the six sterling flatware patterns 
Reed & Barton is making today. Note also that 
only the six “place-setting” items are available 
at present— dessert knife, dessert fork, tea spoon, 
individual salad fork, cream soup spoon and 
butter spreader, with the dinner size knife and 
fork added in the Francis First pattern. 


The 
Current Situation 


Oil 


Nilverware 


we know that every patriotic jeweler 
will understand the situation. 


Let us hope that the gallant fight 
our boys are making — including the 
two hundred and fifty fine lads from 
Reed & Barton — will hasten the 
day when we can resume full pro- 
duction of silverware. Then we will 
once again give our jeweler friends, 
upon whose friendship and patron- 
age this business was built and main- 
tained for one hundred and nineteen 
years, the prompt and efficient serv- 
ice to which they are entitled. 


The harder we all work now, the 
sooner will that day arrive. 


: Llnid “Ly fades 


SILVERSMITHS 





TAUNTON, 
FoR NOVEMBER, 1948 


MASS. 


ESTABLISHED 1824 
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THEY’RE NEW 














@ Floral finery in sterling silver, offered by Winia 
Miller Harriman, 225 Fifth Ave., New York. Approxi- 
mate retail prices: Bracelet, $13.50; brooch, $13.50, 
and earrings, $4.50 a pair, all of sturdy construction. 





e Popularly priced flower spray and screw-back ear- 
rings to match, set with stones in a choice of six 
colors, are made of gold-plated sterling silver. Manu. 


@ Leather writing : 
suns, canal ele datas factured by Irving Sacks, Inc., 264 Fifth Ave. N. Y. 


insignia, and blue with 
Navy insignia, com- 
plete with writing 
paper, envelopes and 
space for photograph 
and card _identifica- 
tion, $3.95. U. S. Lug- 
gage & Leather Prod- 
ucts Co., 29 W. 34th 
St., New York, N. Y. 





@ Ten diamonds and ten natural rubies are set in 
the two-tone gold caze of this watch, fitted with a 
Bulova movement, which retails at approximately $630, 


@ Satin-lined black From Metro Jewelry Co., 21 W. 46th St., New York. 


suede handbag, ac- 
cented by an orna- 
ment of lucite, gold 
and jet, retails at $65. 
From Harry Rosenfeld, 
Inc., 16 E. 34th St. The 
bracelet and earrings, 
of plastic cabochons 
set in gold-plated 
sterling, retail at $30 
a set. Jewelry and 
ornament were cre- 
ated by Zegoray, Inc., 
225 Fifth Ave., N. Y. C. 





@ Two of eight styles of 


watches now offered in pal- @ Revellon Pearls, 385 Fifth Ave., New York, offer 
ladium by Longines-Witt- this hand-knotted single strand replica of Oriental 
nauer Watch Co., Inc., 580 pearls with 14 karat gold clasp, to retail at $22. 
Fifth Ave., New York. The Matching earrings, of Revellon replicas mounted 
six styles for women are dia- in 10 karat gold, are offered to sell at $15 a pair. 


mond paved; the two for 
men, the “Diamond Jubi- 
lee" series, are in bothsquare 
and rectangular designs. 


@ This graceful rose does nature one better by being 
14 karat rose gold; the balance of the bracelet is 10 
karat natural yellow gold. $40. From a new series by 
Somers-Ernst Co., Inc., 42 W. 48th St., New York. 
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ave today 





for silver tomorrow 


Have YOU, like most jewelers, found that your stock of 
silver is slowly diminishing, as the demand continues and re- 
placements are slow? And have you, as many have, discovered 
the sensible and logical way to strike a balance? 


We've heard of jewelers who are making doubly sure that 
they will be in the flatware business when this war is over 
by buying War Bonds with the money paid them for the 
silver bought from their shelves. In this way their “inven- 
| tory” remains constant — the stock of War Bonds increases 
as the stock of silver shrinks. 


The War Bonds are earmarked for the purchase of silver, 
when silver is again available. They are also following the 
same procedure on watches and other items that they can’t 
replace now. Their customers’ War Bonds will be ready to 
buy the items the jeweler does not have on his shelves to- 
day. It all comes out even! And in the meantime they help 
to win the war as they make the world’s best investment. 
The Towle Silversmiths, Newburyport, Massachusetts. 


‘Towle 
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Needed: A Jewelry Trade Council 


War Production Beard executive seconds the motion for a 


trade-wide council or federation, to erystalize industry views 


and to advise the administrators of Government regulations 


by W. S. MURPHY, 
Chief, Silver-Gold Section, WPB 


T the conference of the National Wholesale Jewel- 
ers’ Association held in New York in June, Har- 
ley H. Noyes of Oneida, Ltd., suggested that the jewelry 
industry form a united council or federation which would 
adequately represent manufacturers, wholesalers and re- 
tailers alike. Mr. Noyes’ suggestion would seem utterly 
sound .. . and bring to light the possibility of improve- 
ments in our silver controls which could be accomplished, 
directly or indirectly, through such a council or fed- 
eration. 

I believe we have convinced the industry that, while 
war-time necessity compels us to maintain certain con- 
trols over the industry, we are anxious to be liberal in 
our policies wherever possible. There is always, how- 
ever, the difficulty that even liberality in general and the 
correction of numerous special hardships through ap- 
peals still do not go far enough. We encounter many 
cases containing some merit where it becomes very hard 
to provide relief which might be in order were it not for 
its applicability to numerous other cases with less merit. 
There is, secondly, the very human expectation that re- 
lief in these extraordinary cases constitutes a relaxation 
of our basic controls with the danger that more may be 
lost than gained by providing the relief. Yet in this 
event we are left in the position of being constrained to 
deny relief which might be wholesome. 

I am, therefore, wondering if it might not be possible 
for the industry to work out some special procedure by 
which it might assist in this direction. Certainly a coun- 
cil or federation, such as Mr. Noyes contemplates might, 
through contact with the Consumers Durable Goods Di- 
vision or with the members of our Silver Distributors 
Industry Advisory Committee, be of great assistance. in 
this respect. Specifically, the presentation of some of 
these cases, after clearance through such an organization 
or through some alternative device, would help to screen 
off those cases which were extraordinarily meritorious. 
Possibly the industry itself, segments of which are in a 
favorable position, could solve a good many of the prob- 


128 


lems or make some direct contribution to them. I have ip 
mind several situations of this character: 


(1) A short time ago, the post exchanges were con- 


ducting business on a scale and in a manner whieh 


seemed to us to constitute unfair competition with 


retail jeweler or silversmith. Notwithstanding the pre 


cedural and compartmental limitations under which 
must work, we made, I believe, a contribution toward 
sound solution of this problem. It was, however, ve 


difficult to obtain a clear and comprehensive picture of 
In fact, we wert” 


the entire industry’s point of view. 
quite surprised at the divergence of views within ¢ 
industry itself. 

(2). The abnormal importation of silverware 4 


jewelry from Mexico has been a difficult and delicate” 


matter. We have, I believe, made some contribution to 
the correction of the situation, althcugh by no manner of 
means as much as we should have liked. This situation 
had its genesis in the lack of any clear-cut policy within 
your industry and we are not vet certain of the ultimate 
results. 

(3) We receive a good many comments about black 
market operations, but, to the best of my recollections, 
have received only one authentic report from the indus- 
try. Certainly there must be hundreds—possibly thou- 
sands—of cases which your industry could bring to our 
attention with benefit to everybody except to the pare 
sites who can operate only because there is general good 
faith and observance. , 

(4) We have received appeals from companies in yout 
industry indicating a great degree of hardship; but 
hardship of a kind which we felt could not properly be 
corrected by special allowances of silver. A genuinely 
sound policy as advocated by your indutry—one which 
takes into full account the inevitable limitations on gov 
ernmental assistance and advanced in the necessary give 
and-take-manner—would be extremely helpful in this 
respect. 
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Neat Webster has a couple of definitions for Design — both inter- 
esting to the jeweler. 
The first, “to create or produce, as a work of art,” concerns Watson 
Sterling silver. The lovely designs of Watson silverware, inspired by 
museum masterpieces and produced by master silversmiths, have 
the perfection that has proved its worth to generations of fine silver- 
lovers. The substantial sales of past and future stand firmly on this 
foundation of lasting popularity. . 
The second definition, “a plan formed in the mind of something 
to be done,” is no less important. Applied to salesmanship, it charts 
a definite course of future profitable business for the jeweler. In 
keeping with this design for sales, the Watson Sterling advertise- 
ments in LIFE are aiming at a demand which you will be able to 
supply fully, once the restrictions of war are lifted. 

woRKS Twe WAYS one both Designs in mind — the lasting popularity of Watson 
Sterling — and the plan for future sales which will bring volume 
profits to you after Victory. The Watson Company, 8113 Watson 
Park, Attleboro, Mass. Makers of flatware, holloware, dresserware, 
novelties and souvenir spoons. 
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(5) In restricting the so-called nonessential opera- 
tions of silver suppliers and manufacturers, we are, of 
course, indirectly restricting the operations of retailers. 
It is possible for us to obtain some harmonization of our 
controls through the Consumers Durable Goods Division. 
The industry itself, however, could be extremely effec- 
tive in taking steps which would equalize benefits or 
restrictions to a great extent. It is particularly galling 
to know that some retailers find themselves, as a result 
of our controls, in an especially favorable position and 
that others are not receiving articles in anything like the 
proportion which they could normally expect. 

(6) The case of the jobber is particularly difficult, 
since most of them have no silver quota under our order. 
A comprehensive industry policy could probably help to 
relieve considerable hardship in this direction. 

(7) Numerous unique situations come to our atten- 
tion, requiring an inordinate amount of time and yet 
compelling the utmost consideration. One of these re- 
cently involved a hopeless cripple who, for many years, 
has received findings and other parts from manufactur- 
ers and soldered these findings by hand. We shall prob- 
ably be able to provide the necessary relief but in doing 
so, we are fearful that the principal benefit may be to 
others who are entitled to no special assistance. It should 
be possible for the industry to assist in this kind of case 
while preventing the abuses we fear. 


NEW SOLDIERS GIVE SERVICE PINS 


An unusual specialty which has been found to attract 
soldiers, civilians, wives, mothers, sweethearts and in 
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fact almost any person is the “Family members in 
vice” display case at Montgomery Jewelry Co., Mon 
gomery, Ala. ’ 
I’, Dreher, manager of this progressive store, } 
up a line of “star pins,” lockets, etc., in this claseigs 
tion largely as the result of conversation with soldi 
visiting the store. ‘We found that almost every ge 
vice man who has a brother in service, or a mother 
wife back home wants his family members to weap 
bit of jewelry signifying that one or more members 
helping win the war,” he explained. “The soldier hi 
self is the best customer, particularly where he may | 
one of three or four brothers in service. They wa 
lockets, clips, pins, compacts, etc., with small serpy 
stars in various combinations. Every new enlist 
particularly, is anxious to be remembered this way 
will make the sending home of the appropriate pig 
of jewelry one of his first acts.” 1 
Mr. Dreher keeps a large selection of these gery 
pins in a display case just inside the front entrance 
the store—some 30 choices in price ranges from $1, 
to $15 on a white satin background. Much of 
case’s contents are visible through the door, and m 
samples are shown in the windows at all times. h 
a soldier still thinks of his mother first in connect 
with armed service is shown by the fact that conser 
tive lockets outsell all other service-star items. 
Though soldiers account for the largest volume) 
sales in this bracket, they’re by no means the only¢ 
tomers. “We suggest these to every man, woman @ 
child who enters the store.” Mr. Dreher smil 
“since there are almost no families who now have 








Gclden-hued Dirilyte flatware, centerpiece, candelabra, peppers and salts, 


with blue and white Wedgwood, delphinium and roses. 






Dai of a’ 
Dirilyte D 


a 


There is no doubt that after the war, people’ 
be eager for new things. New conceptions 4 
beauty and utility will be manifest. This trend 
will make today’s fast-growing enthusiasm for 
Dirilyte grow even faster. 


hs 


Golden-hued Dirilyte flatware has a new beauty 
of color, line and brilliance. It dramatizes table 
settings in a literally breath-taking way, making 
even the simplest linens and dishes distinctive 
And it is tremendously practical. It is vey 
hard, scratch-resistant, and, though costing # 
more than good plate, it is SOLID, with nothing 
to wear off! 


From the many enquiries we are now receivilf 
we glimpse the dawn of great days for Dirilyte 
Write us now concerning our plans and yous 
for the post-war sale of this beautiful flatwat 
and hollowware. 





AMERICAN ART ALLOYS, INC 
KOKOMO, IND. S| 


THE JEWELERS’ CIRCULAR-K 








a oa 
_~ 70 THE PORTS 
OF THE WORLD 

























d 
) 

uaking } Buy War Bonds ready t PE | 
nctive : 
$ vel] 
ing 00 
othing 
-eiving, 
irilyte 2 
Be FOR 50 YEARS P4 . = eS 
at manufacturers of ‘ 

pit Sires SILVER »¥2 COMPANY 
NC. | 


St Bror NovemBer, 1943 = 








representative somewhere in uniform. Mothers invari- 
ably respond well to the suggestion, some, asking for a 
particular type of locket with several stars for all 
members serving, and for engraved names on the 
lockets.” 

A large part of the daily traffic to the case comes 
about through enthusiastic suggestion by one customer 
to another. ‘We can expect to sell scores of these pins 
with every new group of soldiers inducted. near our 
city,” Mr. Dreher summed up. 


WIDE-AWAKE JEWELERS ARE SITTING PRETTY! 
By The Observer 


ho England the entire country is a giant war work- 
shop—23 million out of 45 million persons are di- 
rectly in the war effort. Here something like 60 per cent 
of the industrial capacity of the U. S. is now devoted to 
war production with 52 million people of our 136 million 
with their shoulders at our speeding war-wheels. Per- 
centage-wise, John Bull is far ahead of Uncle Sam’s all- 
out effort—even though our figure includes 16 million 
women, largely “new” to war work. 

Over there most newspapers are confined to four 
pages, while yours as you've noticed are still normal- 
sized and full of display ads of which there are none in 
Great Britain where they have waited four months for 
even a classified ad to be inserted. 

In England 25 per cent of all retailers are out of 
business for the duration. Here jewelers are showing 
increases over 1942—even with shortages of merchan- 
dise. Out of 25,000 clothing manufacturers over there, 
















23,000 are closed up, while here we can get all we 
except for vests with double-breasteds. Even the cuff, 
our trousers have been restored. They look shabby M 
we all look like ‘‘swells,” for you can dress if you ha 
the dollars. 
In the first half of 43 the U. S. national ines 
reached the rate of $143 billion a year—an all-time hj 
and more than four times the size of our 1933 low, « 
though one out of every five families now has less mon 
than they had to spend before the war, and one out 
three has only the same income. Government employe, 
farm workers’ and soldiers’ pay are up about 20 per ¢ 
since last November. 3 
In the second quarter of 1943 individual savin 
being generated at an annual rate of $37 billion—wh 
is more than our total national income of exactly 
years ago. Think that over! Bank deposits are over ¥j 
billion, the public’s pocket holds more than 17 bij 
and convertible War Bonds to the total of 16 billion 
133 billion total. 4 
Production of goods for civilian use is to receive an 
creasing break from here out. Most of this will be! 
creased materials for laundries, bakeries, ete, | 
greater allowances for some consumer goods are alg 
the offing, including some of the goods you sell, suc 
clocks, lamps, watches, pens and pencils. WPB : 
insist on standardization, simplicity and concentration 
lower-priced lines which will be allocated to areas y 
population increases have stepped up. 4 
With 214 million additional people needed in war 
ful jobs and due to go on the payrolls before July, 
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THE AMERICAN PLATINUM WORKS 


Precious Metals Since 1875 
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AN IMPORTANT PART 
OF YOUR POST-WAR PICTURE 





@ The many novel and radically different products 
now on the drafting boards of plants busily turning 


» * * pf out war goods for our Armed Forces will be an im- 

» * * portant part of your post-war sales picture. 
." the x Here at Benedict, with the stimulus provided by 
* Mie the ever-growing needs of a nation at war, new 
* M ” processes and new methods are constantly being 
x ow * developed. These, added to novel materials and 
x urre * fresh designs give us confidence to predict that the 
x rine . HOLLOW-WARE line to be offered you soon after 
‘ R ADO * the dawn of Peace will surpass your expectations in 

0 * beauty, in serviceability and value. 
* wok ' 


* 
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when our military services will reach 11,300,000, how 
can a jeweler fail to not only make money but increase 
his gross? The jeweler who combs the marts for mer- 
chandise, steps up his service departments and makes 
lasting friends of the unfamiliar faces he now sees out- 
side his counter will not merely survive but can better 
his position between the time he reads this and the time 
the Axis submits to our demand for unconditional 
surrender! 


——_—_— 


FROM UNIFORMS TO WHAT? 
(From page 124) 


ment vocational training, and even such plans within 
business groups, are top-heavy with training for pro- 
duction. The value of vocation training for production 
is evident. But it is a case of cultivating the cultivated 
end of the garden while the weeds abound at the other 
end. The real bottle-neck in vocational training will 
not be in production. It will be in selling. The dis- 
posal of our new production will be a bottle-neck in 
our economy. Admittedly, our productive plant is large 
enough to supply the tools, and the personnel require- 
ments for general production on modern machines do not 
demand too elaborate training anyway. But, as the 
crux of the problem is to sell and distribute the output 
of these plants in the post-war world, the emphasis in 
vocational training should be put on reemployment in 
selling. That is the side of the equation which needs 


‘ who propose to employ them, than to hitch a Wagon of 





to be bolstered, for on it the support of all jobs ial 
ultimately depend. 

Nothing can be more useful to these vital Americans 
who are now in the armed forces, or to the companies 


vocational training and post-war jobs to the selling stay.” 
The conditioning of the men in our armed forces ig 
making them sales-minded, whether they realize jt full 
or not, and in this their fitness converges with the basic 
need of our post-war economy. 

Great salemen are coming out of this war—by the 
hundreds and hundreds of thousands. Our men wil] hit 
the target for production and sales jobs alike as 
hit the target for war. And in this fact is the mog 
promising single ingredient for a better world at home 
and abroad. Nothing will stop our men when they 


come home. (Copright 1943, BNS) 





Do You Seu. jewelry for individuals, for estates 
for banks? Gimbel’s, New York, does. Recently, for 
a special War Loan drive, the store set aside, for the 
period announced, its usual brokerage fee and advertised 
it would sell jewelry without charging one penny for 
selling it if the sellers would turn the cash into We 
Bonds. Gimbels stood the full cost of handling, jp. 
suring, displaying, advertising and selling jewelry o 
the condition customers would buy War Bonds with the 
cash advanced the moment it was received. For those 
who couldn’t come in person, the store offered to take 
care of all details if the jewelry were sent in. 
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We are proud of the significance of the Church 
trademark, respected as it is by both the trade 
and the consumer, alike. 











Member of American Gem Society 


CHURCH & COMPANY 


Manufacturing Jewelers 
336 Mulberry St., Newark 2, N. J. 
West Coast—G. H. OTTO, 209 Post St., San Francisco, Calif. 
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A Craftsman’s Masterpiece 


This beautiful example of the silversmith’s art was created by one of America’s leading 
silversmiths and was presented to an outstanding political figure many years ago. In 
workmanship and artistry it is comparable to many famous museum treasures. The 
compote top, including a ruby glass bowl, may be removed and both pieces used for 
serving. It has been kept in perfect condition throughout the years. 


There are 690 ounces of sterling silver in the piece. It measures thirty inches high 
and the bowls are fifteen inches across. With it is included a solid mahogany table 
with a. plate glass revolving top, a fitting pedestal for an inspired work of art. 


Now offered for sale at about one-third the real value—$3500. Keystone 


H. HORWITZ CO. 


36 South State St. 7TH FLOOR, NORTH AMERICAN BLDG. Chicago, Il. 
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PERFORMANCE 





You owe it to yourself and 
to your customers to help 
them “cash in’ on their 


OLD GOLD 
SILVER « PLATINUM 


Discarded, obsolete jewelry is just 
like cash. Most people have old 
tings, pins, chains, watch cases, 
spectacle frames, bracelets, etc. 
You are the logical one to buy or 
send it on to us for purchase. 


Dee check is sent promptly 
and your lot is held intact 


subject to your approval. 


TuReoe me AS J. 


DEES CO. 


TECLOMD. efalr. 
REFINERS MANUFACTURERS 


5S E WASHINGTON STREET, CHICAGO - 


















i & YOU’D LIKE TO make a terrific 5 

Bond and Stamp world, try this stunt developed } 
Spear’s in Pittsburgh. Get permission from your a 
fathers for a perambulating “bond wagon” with y 
snappy m.c. and some beauties to sell stamps. Send ‘a 
wagon cruising about town, making a “pitch” on Ps 
portant corners. The snapper? Offer everybody 
buys a Bond a chance on the free Bond you 


each day. This is a real attention-getter! 
* * * 


Plash in the 


who 
give away 


To Jeweters Wuo Are thinking of inaugurating 
victrola and record department, here’s a timely way to 
give it a good send-off. Devote a quiet portion of your 
section to a “listening room” where shoppers, people 
in service and others may sit and listen to records for 
a delightful few moments without obligation. One of 
the largest libraries in the country has such a room 
dedicated to the city’s most famous music personality 
and provided by popular subscription to honor his 
memory. 
* * * 

Ir’s AN Oxtp Custom but it works. For years now, 
Burdine’s, Miami, has served afternoon tea to all em- 
ployees during the rushy few days before Christmas 
when customer pressure is always heaviest. Employees 
appreciate this courtesy and never have abused it. They 
may leave the floor at staggered intervals between § 
and 5 for a cup of hot tea in a restful spot. Naturally, 
this relaxation time is limited so that service to cus- 
tomers will not suffer during this store-provided tea- 


time. =e 


Here’s A Happy Tuovenrt for the Christmas season, 
All you do, is prepare a set of sheets, each headed by 
the name of a man from your staff now in Service. When 
customers inquire for one of these Service Men, invite 
them to write a few words and sign their names. Many 
people who would not write a personal letter will write 
a brief greeting on such a sheet. When there arte 
several messages ready for a given lad, the store sends 
him the sheet. 

: * * * 

Gone To Make last-minute changes in your Chris- 
mas windows just before Dec. 25? W. & J. Sloane, 
New York City, does this. In front of neutral colored 
curtains, the store hangs a large holly wreath with a 
green cardboard center saying in white letters, “Santa 
at Work.” Below the wreath a red “danger” lantern is 
hung such as is used on torn-up streets. Effective! 

* * * 

Here’s A Simpte, attention-getting display idea 
Frank’s, Pittsburgh, Pa., hung 14-inch velvet strips im 
various colors from window ceiling to customer's eye 
level where the color ended in a matching jewel set i 
a pin, ring, or clip. 










+ + 


Have You Tuoveut Or Tus? Thousands of m 
are going in the services every week. Many have | 
safe place in which to store their valuables. You hat 
safety vaults. Why not offer to store their precious 
pieces for a low fee, or even gratis? Yours will be 
of the first places they'll visit when they return. 
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IN WAR OR IN PEACE — 
GREEN SELECTRO-PLATERS DO THE JOB 


Before the war, the Bulova Watch Company was 
engaged solely in the manufacture and distribu- 
tion of fine watches. Now all of its American 
facilities are devoted to . . . . . . (s-h-h-h) 


In making these war products, as in making 
watches, the Bulova plants use a wide variety of 


Green Selectro-Platers 





War needs come first, of course, and all the 
Selectro-Platers we can make are needed now 
for the production of war materials. If you 
are doing such work, of a high priority 


rating, you can obtain a Selectro-Plater now. 


And, although for the present our entire 
capacity is being devoted wholly to war-time 
needs, when the war is over we shall again, 


as in the past, be able to provide you with the 
One of a wide range of rectifier equip- 
ment in sizes and types to fit every plating 
need. This is a 6 Volt, 25 Ampere Unit. your peace-time goods. 


finest. in plating equipment for producing 


W. GREEN ELECTRIC COMPANY, INC. 


GREEN EXCHANGE BLDG., 130 CEDAR ST., NEW YORK 6. N. Y. 


ENGINEERS 
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JEWELRY PALLADIUM—ITS HOW, WHY AND WHEREFORE 


ALLADIUM in jewelry is such a live topic in the 

industry just now that a clear understanding of what 
the metal is and what can be done with it is something 
everyone who manufactures or markets jewelry should 
have, says W. A. Burnette of Baker & Co., Inc., New- 
ark, N. J. 


An important characteristic of all the metals of the 
platinum group—platinum, palladium, iridium, ruthe- 
nium, rhodium and osmium—is their extraordinary resis- 
tance to the action of chemical agents which discolor 
most other metals readily. In plainer words, all of the 
platinum metals, including palladium, have remarkable 
resistance to tarnish. 


Palladium has a brilliant white color, very close to 
that of platinum, but like platinum, it is too soft, in its 
pure state, for jewelry. Much research and experiment 
have demonstrated that when alloyed with ruthenium, in 
exactly the right amount, it acquires a hardness com- 
parable to 5 per cent iridio-platinum—and other attri- 
butes required of a jewelry metal. So alloyed it becomes 
jewelry palladium. The Brinell hardness of jewelry 
palladium annealed at 900 deg. C. (1652 deg. F.) is 90; 
that of 5 per cent iridio-platinum annealed at 1000 deg. C. 
(1832 deg. F.) is 90. 


Observe that both the metals in jewelry palladium are 
of the platinum group and that no other is present; both 
have the characteristic high resistance to tarnish. For 
this reason jewelry palladium is itself immune to discol- 


oration by anything with which jewelry is likely to come 
into contact. 

The jewelry palladium of today is really a fine 
jewelry metal, for besides its untarnishable quality, it ig 
easily workable,*has the necessary hardness and, because 
it is not springy, settings made of it hold diamonds 
securely. 

Not only is jewelry palladium performing a great 
service for the industry in these days of restrictions, but 
it is a metal with a future. There is no doubt that it has 
achieved a permanent place. Evidence of this lies in the 
fact that it is not a newcomer which must prove itself, It 
has been used for years for the settings and ornaments 
of two-tone jewelry with entire satisfaction; now it js 
enlarging its field of usefulness. Manufacturers of na- 
tional importance are making important pieces of it and 
this implies their complete confidence in it. 


REPAIRS; SIZING OF RINGS 


The retal jeweler will want to know if he is going to 
run into difficulty when sizing rings and making repairs, 
The answer is that the operations are as simple as they 
are with gold or platinum. Injury to the finish is avoided 
by covering plain rings with boracic acid solution, ex- 
cepting at the soldering points where borax for fluxing 
should be used. The ring is then cooled in air and 
pickled in a 25 per cent solution of sulphuric acid in 
water. 





$3.00 
. $3.75 


ARMY RING 
With Gold Crest 


AIR CORPS RING.. 
With Gold Crest 


WAC RING 
With Gold Crest. . 


$3.00 
$3.75 


pre-W 


$3.00 
i. $3.75 





cr /, f, / J. 
Srtremely Sleavy Sterling Selt Dilves 


PRESTIGE RINGS 


Cheated for the Pighting Forces of Uncle Sam 


Im The six rings illustrated are the real McCoy, 
ORI @2M artistically wrought, authentic in detail; a las- 


MARINE RING 
With Gold Crest 


$3.00 
+ Seite 


NAVY RING 
With Gold Crest 


f./.. 









ting joy to the wearer, a lifetime good-will 
builder for your store. You owe it to your 
customers - and yourself - to feature the 


“REAL McCOY” for the duration. 


All Prices Net 
M°COY JEWELRY CO. iises< su cna 
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TANK RING 
With Gold Crest 


$3.00 
$3.75 
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the 
oldest 

and 
aca 
_ CASH 
BUYERS 





of 
JEWELRY 


STOCKS 


Always a 


usually the 
highest one 








reliable offer, 





fathut? 
Cash! 


Not promises, not part-payments, not propositions, 
but cash on the dotted line! cash within twenty four 
hours! that’s what we mean when we say we’re Cash 
Buyers of Jewelry Stocks. And this holds true, 
whether we’re talking of a small stock or a half mill- 
ion dollar business or even more. 


What does it mean to you? Simply this. When you’ve 
once decided on going out of business, you'd like to 
do so quickly, efficiently, with as little fuss and both- 
er as possible, so that you can be free to go on to 
the next thing on your life’s schedule and plan. 


Ours is such a way of doing business, though you 
need not accept it on our say-so alone. You get our 
offer speedily (we’re expert enough to give it speed- 
ily). And while we don’t rush you or fear competition, 
once you decide to accept our offer, the details are 
arranged in short order, the check in your hands. 


For further information from us, or from men who 
have been on the other side of our transactions, write, 
phone, or wire Gordon Brothers. 











WRITE, WIRE, OR PHONE coRDO 
18 Province Street, Boston, Mass. 




















FoR NovemBer, 1943 














To the Right Man 


An Experienced 
SALESMAN 


If you’re looking for a big opportunity 
offering an immediate and postwar future 
and if your earnings have been $20,000 
Orwmieppaqmmmely. . . + «' «6 « 


CSTDUTANL EEL SOU OUT TEATS 








We Have a Position 

















Open Beginning 
January 1944 


Representing 


TRU-ART 
DIAMOND 
RINGS 


Your territory will include large and 
small towns in three midwest states where 
over 175 excellent accounts are active 
with this well known line. If you are 
the man we need, these accounts will be 
turned over to you in full. 


Write us all particulars now. 


TRUSART 


Lciddtred, 





A.M. Cohen Co., Inc. 


551 FIFTH AVE. 
NEW YORK 17, N. Y. 
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Rings set with diamonds can be easily sized, Without 
injury to the stones, if the stones are first complete} 
covered with a paste made of boracic acid and aleshal 
The ring shank is covered with a boracic acid solution as 
with a plain ring. After soldering, allow to cool in the 
air and then pickle in the 25 per cent sulphuric acid 
solution. 

Articles made entirely of jewelry palladium o 
jewelry palladium and platinum require platinum solde; 
melting at about 1200 deg. C. or 2192 deg. F., but solder 
of higher or lower melting point may be used as circum. 
stances warrant. For jewelry palladium and yellow gold 
any good grade of gold solder may be used. All joints 
should be filed slightly with a file, not an emery stick, to 
expose clean metal. In polishing, the treatment igs as 
with platinum—a good grade of bobbing compound and 
white rouge for the finish. Clean wheels and buffs are 
required. 

Summing it all up, it seems that the jewelry industry 
has acquired a precious metal which will be of greater 
and greater value to it as time goes by. The buying pub- 
lic is quickly learning about it. It is mentioned in the 
daily press in all part of the country; gossip columns 
often contain references to it; fashion commentators and 
fashion magazines describe jewelry made of it; its name 
is becoming more and more a word in common use by ths 
general public. 


CHRISTMAS WINDOWS THIS YEAR 
(From page 77) 


istic, glitter-decorated Christmas tree in the center of 
the background, flanked by a pair of spotlighted shad- 
owboxes into which were set huge Uncle Sam hats 
glittering in red, white and blue. Lighting was directed 
toward the rear of the window, so that the rings showed 
up clearly and still dimout regulations were observed. 

Here are other Christmas display ideas used with 
success ‘by jewelers last year: 

Plumbs, Des Moines, Ia., featured “Wedding Rings 
Made in Fairyland.” This depicted a miniature pro- 
duction assembly line, with tiny gnome-like figures turn- 
ing out rings. The process started with one of the small 
men supervising a large smelting container; then 4 
small pulley track moved on to what was evidently a ‘ 
stamping machine, from which the rings emerged, still 
on the assembly line, ready to be shipped away. The 
dwarfs were grouped around the stamping machine, and 
at other places along the line. The rest of the display 
was of engagement rings. The window was given 4 
Christmas touch by holly wreaths at the base, with a 
huge red candle at the back. 

Helzberg’s, Des Moines, created interest-compelling 
Christmas windows by placing in each a large reproduc 
tion, in color, of Santa, in a circular frame. Next to 
each large Santa was a card on which was lettered some 
of thee most important gift possibilities shown in the 
particular window. 


- A GOOD SEND-OFF FOR CHRISTMAS is to frost 
your entire window panes except for an irregular space 
free in the center through which people may gaze 
Recipe for frosting: stale beer and epsom salts. 
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YOUR CHRISTMAS WINDOWS 
' (From page 83) 


will answer many a gift problem—-patriotically. 

Christmas is always a time for hospitality. This year 
it is more than ever so. Service men and women will 
be entertained in many homes this Christmas—nonethe- 
Jess warmly for being far away from their own homes. 
And there will be gala parties for those lucky ones at 
home on leave. Show table setting arrangements of all 
kinds both in the window and in the store... for cock- 
tail party, punch party, buffet supper, informal dinner 
and so forth. Gaiety and friendly informality should 
be the keynote of their decorations. 

We have grown accustomed to Christmas windows 
crowded with merchandise. This is a matter of custom 
and not of necessity. There is always the problem of 
having to pull merchandise out of the window to show 
and to sell, often disrupting the appearance of an entire 
display. This year that difficulty will no doubt be more 
troublesome than ever. Some New York department 
stores solved this problem by leaving all merchandise 
out of their windows and arranging dramatic tableaus 
of one kind or another—notably Lord and Taylor’s bell 
windows. Indeed the greatest competition for attention 
was among windows that had nary a trace of merchan- 
dise in them! Of course any such display must make 
up in “comment” value what it lacks in merchandise 
appeal and these windows made up more than generously 
for that lack. Such a display must be dramatic and un- 
usual for more than the fact that there is no merchandise 
in it. If you can achieve such an effect, this is the year 
to do it! 

However if you stick to merchandise display, you may 
show a minimum of merchandise and achieve a dramatic, 
attractive effect by its arrangement. The display 
sketches shown here were designed to be effective with 
little merchandise and show how such arrangements can 
be achieved. 

To win the women’s hearts and put ideas in the heads 
of the men, show little Christmas trees decked with 
diamond rings and pins as in the accompanying sketch. 
The little trees are cut from folds of heavy green paper 
or light weight green cardboard. Notches as indicated 
in the diagram will support rings. Brooches may be 
pinned through the tree. A few trees of various sizes 
may be shown as a central grouping in your window or 
your whole window may be filled with them, depending, 
of course, on the amount of merchandise you wish to 
show and the size of your window. White velvet or 
duvetyn sprinkled with Christmas snow should cover the 
floor and steps or elevations on which the trees are 
shown. A giant “gift card” against the background 
reading “To Mary with Love from John” carries the 
gift idea. The dark green of the trees will afford a good 
contrast for the diamonds. Window background should 
be white or pale blue. 


For your Victory display, fill your window with gay 
gift boxes each bearing a War Bond. Copy on the star 
against the background reads “Gifts for the Future.” If 
you wish, each Bond may be labeled with a phrase such 
as “For Your Victory Watch”, “For your Victory Tea 
Set,” etc., and attached to a gift package of suitable size 

(Please turn to page 148) 
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DOMINOES 


Retail 75c. 

Rock maple, finished in 

ebony, smooth and highly 

polished, clearly and accur- 

ately spotted. Pocket-size 

456"x45e"x%e". Complete 
with full instructions. 


§C339N68—Dominoes. $ 88 
6.00 doz. less 2%.. NET 








CHIP SET 


Retail $1.50 
100—%” interlocking, un- 
breakable plastic chips in 
four colors. Complete with 
one deck of fine quality gilt 
edge playing cards. Pocket 

size 454”"x45e"x%". 


12.00 doz. less 2%.. 















C339N63—Checkers. 


339N61—Chip Set. 5] | 76 
NET 


WRITE US FOR COMPLETE ASSORTMENT 


A .G. BEGKEN 
AMERICA’S LEADING WHOLESALER 
BOX I CHICAGO 90, ILL. 


CHECKERS 


Retail $1.00 
Solid wood, walnut finished 
playing field, with compart- 
ment to hold pegs. Pocket 
size 456”"x45"x7%2". Com- 
plete with pegs and instruc- 
tions. 


8.00 doz. less 2% $784 
GIN RUMMY SET 


Retail $1.50 
Consists of 2 section gumwood 
tray, walnut finish, gin rummy 
score pad, pencil, 1 deck of 
fine quality gilt edge playing 
cards, latest instructions and 
official scoring rules. Pocket 
size 6”x4%"x15e”. 


“tomer Sor $1176 
NET 


12.00 doz. less 2%. 





Go. 
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Display window style show. A model, with only her hands vis- 
ible, demonstrates a series of handbags to sidewalk shoppers 


A “SIDELINE” to many jewelers means a line of 


gadgety merchandise that is put off to one side in 


the dingiest corner of the store except during the Christ- 
mas gift season when it’s played up for bleary cus- 
tomers who have reached the stage where “anything 
goes.” Actually, a “sideline” can be built into a four- 
star attraction. Doubting Thomases will now raise a 
clamor that sidelines tear down a jeweler’s prestige, 


distract the customer from the real purpose of the 
store, and so on and so on. 

But it can be done. Harken to the story of how 
Lambert Bros., New York City retail jewelry firm with 
a reputation for quality and fashion, turned a “side- 
line” into a top feature with real custom pull. 

Up to a year ago Lambert’s had always supplemented 
its extensive gift department with a few ladies’ hand 
bags. The bags weren’t given special promotion—they 
were just an incidental line and if a customer wanted 
one, well, there they were. 

But then Mrs. Lauretta Darling, manager of the 
gift department, had an idea. The name of a really 
good jewelry store on the top of a gift box is an im- 
portant part of the gift the jeweler sells, she believed. 
The giver likes the prestige, and the receiver is flat- 
tered. She also knew that every woman loves to re- 
ceive a handbag as a gift, but handbags have always 
been the special forte of the department store. Why 
not combine the expensive atmosphere of the jewelry 
gift with the handbag’s mass popularity? she asked her- 
self. 

If Lambert’s made a speciality of handbags priced 
within the limits of the average purse, Mrs. Darling 
reasoned, wasn’t it possible that people who usually 
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Handbags Are 
A 4-Star Hit 


As traffic-builders in 
Lamberts’ gift department 


by JEAN L. TAYLOR 











Lamberts’ handbag advertising shows only one- style 
at a time, usually priced at $5 or slightly higher 


turned to department stores for gifts could be won over 
as new customers? 

So Lambert’s began a special promotion job on hand- 
bags—promotion which now brings new customers into 
the store daily. 

Mrs. Darling does all the buying for this department 
herself. She knows the bags must have real chic—not © 
mere “cuteness” or “glamor,” if the store is to put™ 
them over on a prestige basis. The bags are classic iff 
design, with clean lines and no complicated fuss. Riell 
leathers are stressed in the more expensive bags. In the 



















(Please turn to page 146) 
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We have received a large shipment of the finest finished Ladies’ Handbags 
Billfolds 


Cigarette Cases 


feather goods from England, made for us in world- 


famous English workshops. 





Zip Tobacco Pouches 


We shall do our best to distribute this choice merchandise Writing Cases 
! 


fairly and equitably among our customers. Leather Picture Frames 
Jewel Boxes 


Pass Cases 


LARGE STOCKS ON HAND 
Shoulder Strap Bags 


Immediate Delivery for WACS, WAVES 
DOMESTIC AND IMPORTED MERCHANDISE Empty Utility Kits 





U.S. LUGGAGE & LEATHER PRODUCTS CO. 


29 WEST Seth STREET mew YORE 1. HY, 
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New Giftwares 


Five-piece hostess set of ceramic tea tiles with color- 
ful underglaze decoration wholesales at $21.60 a dozen 
sets. A. Stanley Brussel, 225 Fifth Ave., New York. 


Hand-painted Staffordshire "Cat" tea pots are novel 
importations from England at $48 a dozen wholesale. 
"Old King Cole" tea pots at $48 a dozen and "Toby" 
tea pots at $42 a dozen have identical faces on both 
sides. From Tedman Importing Co., 225 Fifth Ave., N. Y. 


New plastic fabricated products recently introduced 
under the name "Varco."' The pak-holder wholesales 
at $32.75 a gross; card holder at $42, and bill holder 
at $42. Packed six dozen to a carton for prompt de- 
livery. Flag Products, Inc., 220 4th Ave., New York. 


One of a series of recently designed fruit plates on 
American translucent china. Four assorted fruit cen- 
ters are available with assorted pastel borders and 
gold edges. $18 a dozen wholesale. Hanging bracket 
costs $12 a dozen. Fondeville & Co., 149 Fifth Ave., N. Y. 


Hand-decorated bottles 6 
Marianne are offered in 24 vi 
color combinations; I1'/-i 
wine bottle costs $18 a de 
Il-inch liquor bottle $15 
dozen. Minimum order, | doz@ 
assorted. From Claude M. Sp 
ling, 225 Fifth Ave., New Ye 


a 


Hand-engraved sterling’ silver iden- 
tification tags are now available for 
immediate delivery in scotch, rye, 
bourbon, sherry, port, brandy, etc. 
Minimum order one dozen at $13.20 
a dozen wholesale. Available from 
Fanny Morse, 225 Fifth Ave., N. Y. 
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Srice 


Product 





INI OD 8 3DIN M ONIAYMI 










Youll find this Grice tatel on the finest Crystal 


Perfume Bottles Vanity Sets NTol | elate Mt] 0) o-16: 
Powder Jars Bathroom Bottles Decanters 
Perfume Trays Cigarette Lighters Crystal Clocks 
Hand Mirrors Cigarette Boxes Vinegar Cruets 
Purse Flacons Ash Trays Crystal Table 
Atomizers Bud and Flower Vases Accessories 


This IRICE label has national acceptance as a mark of Beauty 
in Fine Crystal. We are featuring it in Vogue and House & 
\h Garden. Show it to your customers with confidence and pride. 


(| Thank you sincerely for your cooperation and understand- 
ing. For our part we are doing all that we can to serve you. 


rice 


IRVING W. RICE & CO., INC. 15 W. 34th ST., NEW YORK I, N.Y. 
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HANDBAGS, A 4-STAR HIT 
(From page 142) 


less costly purses Mrs. Darling buys fine fabrics—she 
never substitutes inferior or imitation leather when good 
leather is unobtainable in a lower price bag. For style 
she goes right to the top designers—one of them does 
an exclusive line for Lambert’s. 

The handbags are displayed on open shelves at the 
far end of the gift department, which covers the store’s 
entire second floor. When a customer gets off the 
elevator, rows of smart handbags are the first thing 
that catch his eye. To reach them he’ must walk the 
whole length of the floor, between counters displaying 
crystal, silverware, and other gifts. “I put the hand- 
bags there for the same reason that the druggist puts 
his prescription department in the back of the store,” 
Mrs. Darling said. 

First step in the promotion program was a handbag 
fashion show. A large picture frame was placed in a 
corner show window—a spot attracting the passerby on 
two busy uptown streets. In the frame was a well- 
lighted shadow box. Behind the frame, so that only 
her hands were visible from the street, stood a model. 
She showed handbags of all styles and prices by plac- 
ing them in the shadow box through the top. The bags 
were opened bythe model to show the interiors, and 
displayed to show careful workmanship. With each bag 
she also placed in the window a card giving description 
and price. On her wrists and fingers she wore appro- 
priate jewelry. 


In its advertising Lambert's pushes inexpensive }, val 
“We find many people who are drawn into the stops 
by the offer of a good-looking bag at a reasonable price 
end up by buying a, slightly more expensive bag,” Mrs. 
Darling said. Two distinct price ranges sell best 
bags at about $7.50 and at $15. 

Flashy appeal of a “bargain” is out, however, Leal 
bert’s keeps the ads simple—stresses style and quality, 
Such words as “sleek,” “slim,” and “distinctive” key- 
note the copy. Layouts show one bag at a time, usually 
at $5 or slightly higher. 

Lambert’s stocks de luxe bags from $22.95 up to 
$75, but doesn’t advertise them. These luxury haan 
sell to Lambert’s steady customers in the high-prigg 
market, who come in regularly for all their gift buy 
ing. All advertising is aimed to win the medium ineogs 
customer. . 

Lambert’s chooses mainly the evening papers for jg) 
newspaper advertising. Handbag ads appear on 
average of twice a week in each paper used. “Wp 
don’t play them up too much because, after all, we 
a jewelry store and we want the public to think of 
first as a jewelry store.” Mrs. Darling smiled, 
ads sometimes appear beside Lambert’s jewelry andj ]] , 
silverware advertising; occasionally run separately in fj} ' 
a different part of the paper. 

Radio plays an important part in Lambert’s advertis- 
ing. Spot announcements are used twice nightly over 
a New York City station. Lambert’s comes on the ait 
during the 6 o’clock dinner hour, and again around 8 § 
o'clock. The first spot is scheduled immediately before 





Our Peace-Time Price is Unchanged 





Seal Forces 


Come First 
* 


REGENS 
Go To 
War 





REGENS LIGHTER 
“VICTORY MODEL" 


RETAIL PRICE $1 


Please send us name and 
address of any person or 
firm asking "black mar- 
ket" prices. 


* 


For Your Quota of Regens — 
Lighters Which May Be ~ 
Available Now or Later— 
Ask Your Responsible Job- 
ber — or Write Us Direct. 








The sale of REGENS “YELLOW FLAME” FLINTS to fit any lighter is NOT 
RESTRICTED in quantity:—36 Envelopes to Display Card; 3 Flints to the Envelope; 


to Retail at 5 Cents. 


REGENS LIGHTER CORP. 


4-20 47th AVENUE 





LONG ISLAND CITY 1, N. Y. 
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HOW TO SHAVE? 


With my unusual, overseas model of course 


BELLO BLADE SHARPENER 























My hollow grinding-stropping (all 4 edges at once) abrasiv-strop 
(no leather in the rolls) gives 50 plus CONSTANT COMFORT, fast, 
clean shaves per double edge blade. Established in 1928. HE 
MAN'S GIFT! SERVICEMAN'S GODSEND! 


Col. J. Joy, Texas, says: “3 blades, 15 years. One 
blade—a 1917 paint scraper gave perfect shaves after 
belloizing.” 

Col. D. B. Greenwood, Ft. H. G. Wright, N. Y., 
“most satisfactory sharpener I ever saw.” 

Col. L. D. Boothe, Radford, Va., Ordnance Wks., 
“only sharpener the least bit efficient.” 

Admiral ...... (name on request), “have used Beilo 
10 years.” 








and A Man’s Tray, fine Walnut or Oak, interesting natural graining 
y A and cabinet work construction in serviceable sizes—alcohol resistant. G 1 ( t), “blad 
In h aa name on request), ades now as 
12 x 13 $3.50 eac 12 x 18 $4.50 each good as new, a handy useful companion, the further 


’ 


one goes from home the more it is needed.’ 


Ttis- ORDER at $2.97 each wholesale ($4.95 retail). Circulars and mat 

with 6; transportation paid on 12s and over. A free BELLO loaner 
over for your store or local barber shop for every 36 ordered. Or 
. air write for particulars. 






| " AT TWENTY: SIXTH STREET Still available after Army, Navy, Treas. Dept. (Int'l Red Cross) needs 
fore MUrray Hill 5-1636 NEW YORK CITY. my, Navy P ss} n 




































No. 17 No. 32/95 


(Shown actual size) 

















Persian Pins 


No. 17. Mother-of-pearl, elaborately and delicately hand 
painted, with sterling safety-catch. Assorted designs. 


$24.00 doz. net 


Nautch Bell Rings 


No. 32/5. Sterling silver, with cluster of little bells that 
really jingle. 








Spode FLORENCE 


The fortunate bride who receives 
Spode dinnerware is always a prospect 
for additions to her set. 


Sole Agents and Wholesale Distributors 
COPELAND & THOMPSON, INC., 206 Fifth Ave., New York 














$9.00 doz. net 


IMMEDIATE SRY f.0.b. 
DELIVERY AMik:) N. Y. City 
of Kashmir, India, 


225 Fifth Ave. New York 10, N. Y. 
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the Néw York T'imes newscast, the second immediately 


LONDON NEW YORK after—thereby catching an audience of the type the 


store wants as customers. Handbags are plugged over 


S J SHRUBSOLE the air on the average of twice a week. 
. . No special training was needed to make Lambert’; 


Antique English Silver saleswomen experts in handling and selling bags, ‘Ty, 
took to it like that duck you hear so h a 
19-21 W. 57TH ST., NEW YORK PLAZA 3-8066 ’ so much about, “ 


guess it’s just because all women like handbags anj 
enjoy handling them and showing them,” Mrs, Darling 


I 





Member: Art & Antique Dealers’ League of America 





saic 
Lambert’s plans to keep up its handb 
NEW ARRIVALS FROM ENGLAND as a steady affair, if war shortages aes ‘Net ene 
include the line proved a popular one and a money-maker yit 


quick turnover—it wins casual customers into the ranks 


VICTORIAN PLATED WARE of regular clientele. 


Entree Dishes, Trays, Tea services, Cake People who are drawn to Lambert's to purchase on}; 
Baskets, Urns, Kettles, C’Labra, Soup Tureens, a handbag (and department sales proves many are) look 
Coffee Pots. around the store and make other purchases. Next time 


they want to buy jewelry or gifts of any sort they re. 


Ola Sheiteld Plate turn to Lambert’s. 


same as above in a higher price bracket made 

















prior to 1830. 
YOUR CHRISTMAS WINDOWS 
Old English Sterling Silver (From page 141) 
Spoon, Tongs, Ladles, Creamers, Tea sets, to hold the “phantom” gift. A variety of wrappings | 
Flatware, Salts, Salvers, Teapots, etc. may be used, but a consistent color scheme, such as red, | 
a he eama green or gold; blue, green and white; red and white; 
Many fine Victorian sterling silver gold and green or silver and blue, should be carried 
hand chased Tea and Coffee services through all of them. Background may be white or may 
; —— repeat one of the colors in the papers. If your window 
No catalogue—each piece individual is small, one of the simply patterned papers could be 
: used to cover the background. 
Christmas hospitality is dramatized in the third sketch, 





Service for dinner, buffet supper and a punch and egg 
F O 7 by O N E S T R E T U R N S nogg party are shown on separate elevations, each 
wreathed with holly roping. A curved compo board 
IN background is painted blue with white candles sketched | 
roughly against it. Elevations should also be blue with 
a white floor. Natural green holly roping may be used 
S W ‘a a ~ or roping dipped in silver would be attractive with the 

blue background. A pale green background with natural, 


or gold roping and dark green floor would also be effec- 
‘7 I L i N G S tive. Color scheme chosen will depend on the colors in 
china and glassware merchandise used for the display. 

S C R A b HAVE STUDENTS COMPETE IN WINDOW TRIM 


Here’s stint another timely, conversation-inciting 
G O q D p L A T | N U M Christmas idea. Arrange with every one of your local 
high schools or colleges for a team of two students to 

. pair off to trim each one window or one counter. Or 

invite as many schools or teams as you have windows 
J OSEPH B. COOP ER & SON or counters available for the purpose. Their names and 
' pictures should appear in the window they’ve done and 


there should be a ballot box in which customers are to 
cast a vote for the best trim. The prize? A war bond, 











Refiners & PRECIOUS of course. A Duluth, Minn., specialty shop found the 
Smelters METALS idea full of publicity-producing angles. 

IF YOU SEEK TO REFRESH your silver section, 

OFFICE: why not put an arch over it with the words, “Among 

FACTORY: 26 JOHN STREET, the Things That Last” and invite, through your ad- 

BROOKLYN, N. Y. NEW YORK CITY vertising, the public to come see your outstanding col- 











lection of worthwhile things in life. 
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* $3,000.00 Reward 


ut. “] 
gs and 


Jarli e e * 

= For information leading to recovery 
‘a of the following items of jewelry: 
ranks 

_ par ee Qeecer fine yt 95 gradu- 
) Took at arls, wei - ins. in ; 
a} «6§1000.00 eee Tina eee. 


a Reward 


(refer to 158796) 


“| $1000.00 

















tier, #646. 


This was lost on July 31, 1943, between Bar Harbor and 
Northeast Harbor, Maine. 


PEARL NECKLACE, fine quality, 67 gradu- 
ated oriental pearls, — 414.08 grains, platinum 





rite; Reward snap with one marquise diamond, about 1.50 carats. 
‘= wee ts nel , This was lost on September 20, 1943, in New York City. 
ndow 
a be LADY’S SAPPHIRE RING, | Rectangular 
| sapphire 96 carats, (approximate size | 1/16 inches by 
Vf, inches) 2 Kite shaped diamonds 3.10 cts., 2 Kite 
al $] 0 0 0 0 0 shaped diamonds .50 cts., 16 baguette diamonds 1.45 
a ° cts., e small round an a ner too — 
hed | may have #51405. (This sapphire looks blue in day- 
a Reward light but appears to be of a purple color in artificial 
used (Refer to 159193) light.) 
a This was lost about the 18th of August, 1943, between 
Fee-| Denver and Colorado Springs, Colorado, or Dallas, 
oi Texas. 
lay. 
IF ANY OF THIS JEWELRY IS BROUGHT TO YOU FOR 
ing APPRAISAL OR OFFERED FOR SALE, PLEASE PHONE OR 
. TELEGRAPH US AT OUR EXPENSE. 
he IF OFFERED UNDER SUSPICIOUS CIRCUMSTANCES, 
and NOTIFY LOCAL POLICE DEPARTMENT, REFERRING THEM 
vs TO THIS ADVERTISEMENT. . 
nd, 
the 

ALBERT R. LEE & CO., Inc. 
. 90 John St., New York 7, N. Y. It is suggested that this adve 
ng tisement be kept available 
d- Tel.: BEekman 3-0280 ready reference. 
I. 
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STAc() Product 








No. 104 Writing Kit 


Attractive simulated leather writing case with 
snap closure. Sturdily bound and _ stitched. 
Complete with writing paper and envelopes in 
bellows compartment, year ’round calendar and 
place for favorite photograph. Size: Open 101%” 
x 14%”. Colors: Khaki and saddle combina- 
tion—Brown and saddle combination. 


For Immediate Delivery! 


$14.40 per doz. net 
STATIONERS SPECIALTY COMPANY 


19 West 21st Street New York 10, N. Y. 
Write for New Catalogue 





BEAUTIFUL NEW MAHOGANY 
AND TROPICAL WOOD 


CHIP NECKLACES 


GENUINE HAND-CARVED woop PINS 








s 
ADORABLE 
BABY FIGURINE 
MINIATURES 
* 
ANGEL 
CANDLESTICK 
IMMEDIATE ee 
e 
DELIVERY and other unusual 
FOR TROPICAL JEWELRY 
CHRISTMAS 





SEND FOR CATALOGUE 


CHICK POWELL 


COMPANY 
836 S. W. First Street 
Miami 36, Florida 





Originators of Famous 
WORRYBIRD 
and other fast-selling items 
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"I'M THE JEWELER EVERYBODY LIKES" 
 pttemapea I’ve learned to leave the conduet of this 


war to the Army and Navy and not criticize their 
actions with my customers nor enter into debates with 
them about the war and politics. 

Because my prices for merchandise and service have 
always been right; I’ve never sought to take advantage 
of circumstances or conditions and I’ve never been fool 
enough to give away something for nothing in an gt. 
tempt to “lick’”” my competitors. 

Because I’ve taken the trouble to get acquainted with 
my regular customers and learned to talk about their 
favorite subjects with them—but only after | have 
learned enough about these subjects to discuss them, 

Because I’ve always kept abreast of information op 
gems and jewelry and made myself enough of an author. 
ity to answer correctly most of the questions put to me 
by my customers. 

Because I’ve kept everything spotlessly clean and 
gone out of my way to display my merchandise attrac. 
tively; I’ve found extra decorative touches pay and 
make my merchandise more attractive to my customers, 

Because I never run my business “in competition” ; 
I conduct my business as though it were the one and 
only jewelry store in town and never enter into “feuds” 
or “business quarrels” with my competitors. 

Because I have protected my good name religiously, 
realizing that when my customers purchase merchandise 
from me they are also buying part of the reputation of 
my name as a jeweler. 

Because neither my staff nor myself ever “kid” a cus- 
tomer about anything; we know everybody is sensitive 
about certain things and, while something may be a 
“joke” once, it becomes a “bore” when often repeated, 

Because I respect the privacy of my customers in | 
their purchases and the uses to which these purchases | 
are put as well as the knowledge of their personal affairs 
I acquire as their jeweler. 

Because I have always discouraged the business of 
“objeetionable people” such as “drunks,” “loud-mouths,” 
etc., as I know my other customers don’t want them in 
the store while they are doing business. 

Because I never try to “slip over something” on my 
customers, as I know one such instance can lose me the 
best of customers. 

Because I’ve consistently urged my salespeople to 
remember the little likes and dislikes of customers and 
cater to them. 

Because I am considerate of the problems of salesmen 
and never become “tough” with them over problems 
that are difficult for them to solve. 

Because I give extra attention to the comfort of my 
customers while they are in the store by providing good 
lighting, ventilation, equipment, etc. 

Because I remember to congratulate or “treat” my 
best customers upon important occasions or when they 
have been singularly honored. 

Because I treat my employees as “human beings’; 
never correct them or “‘bawl’ em out” before customers 
or each other and always try to figure their “angle” 
before making any rules or corrections. 

Because I never talk with one customer about another 
customer except to say something I am sure is compli- 
mentary ... and see to it that my employees do the same. 
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PRACTICAL GEMMOLOGY 


by Robert Webster, F.G.A. 


A handy reference book and guide to gem 
testing written in the form of a series of les- 
sons. This newest importation from Britain 
covers in succession crystallography, physical 
properties, specific gravity, light, measurement 
of refractive index, color in gem distinction, the 
gem species, synthetic gems, imitation gems, 
composite stones and artificially induced color, 
styles of cutting, practical gem testing, the 
pearl, coral, amber, jet, tortoise shell, ivory, un- 
usual gemstones and ornamental minerals. A 
useful feature is the summary of important 
highlights at the end of each lesson. and a few 
questions, the correct answers to which are to » 
be found at the close. 


Other information and pertinent hints make 
this book a “must” for the gemologist’s, 
jeweler’s and gem student's library. 


Price $2.00 Postpaid 


THE JEWELERS’ CIRCULAR-KEYSTONE 


100 E. 42nd St. 56th and Chestnut Sts. 
New York, N. Y. Philadelphia, Pa. 











JEWELRY REPAIRER’S HANDBOOK 


By J. G. KEPLINGER 

An invaluable book intended principally for that 
vast group of workers who have learned their 
trade in stores, but who desire to know something 
of the best and latest methods used in the large 
jewelry repair shops. Well written and easily 
read, this book covers virtually every phase of 
jewelry repairing. 


PRICE $1.25 POSTPAID 
. THE JEWELERS’ CIRCULAR-KEYSTONE 





100 E. 42nd St. 56th & Chestnut Sts. 
New York 17, N. Y. Philadelphia 39, Pa. 











H. WILLIAMSON (S.A.) LTD. 


CLONMEL CHAMBERS—ELOFF ST. 


JOHANNESBURG 
SOUTH AFRICA 


DESIRE TO CONTACT PROSPECTIVE PURCHASERS OF 

POLISHED GEMS FROM OUR FIRST DELIVERIES AND FOR 

THE FUTURE UNDER THE USUAL SOUTH AFRICAN PUR- 
CHASE TERMS 


For references inquire of Fenchurch Export 
Corporation, One Broadway, New York City 
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N THE WEE SMALL HOURS... 


You’re doing a lot of thinking about 
your future -and so is Kawneer! 


Funny how our most serious thoughts about the future come 
at odd times, when we're alone, often in the wee, small 
hours of the night. 

When you're thinking ahead—and who isn’t these days— 
remember that Kawneer executives and designers are think- 
ing ahead, too, and working on your problems. Remember, 
too, that the new store fronts they develop will be mighty 
helpful to you—for they will be planned to make it easier 
for you to meet post-war selling conditions. Kawneer, store 
front leader since 1905, will again render valuable service 
to the merchants of America when the war is over. THE 


KAWNEER COMPANY, NILES, MICHIGAN. 
KaWwmeeP STORE FRONTS OF TOMORROW 
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NEW DEVICE OPENS ! 


any size 


WATERPROOF WATCH 








NO MORE “SETS OF WRENCHES"—NO MORE DELAY IN REPAIRS 


Here is the solution to one of the watchmaker’s greatest 
problems. With this new device, any and every size water- 
proof case can be opened with ease. No more buying 
extra wrenches, no more expensive delays. You get into 
any waterproof immediately. Device comes complete . . . 
ready to use. 


PRICE MONEY BACK GUARANTEE 


$1.50 each to all Marshall open ledger ac- The reputation of the “largest and foremost 
counts. Under the existing conditions, please supply house in the world” absolutely guar- 
do not ask us to open a new account for this ; ; 
item. Others please send $1.60 each to cover 
cost of insurance and postage. 


antees this device. If you are not satisfied that 
it will do just as we advertise, your money will 
































DO NOT ASK US TO SEND ORDERS C.O.D. be quickly refunded. 
MAIL THIS COUPON 
Date - 
C. & B MARSHALL CO. 
Box 7737, Chicago 
Please send me .... ... new devices for opening waterproof watches. 

Name 

Address 

City 

State 
Chicago. ¥ \NEZED, ey Kansas City 
Dallas ._ Los Angeles 
Detroit ge oF MADSH ALL CO. New Orleans 
Milwaukee A GREATER VALUE == A GREATER SERVICE Minneapolis 
Columbus Pittsburgh 
Houston BOX 7737, CHICAGO Oklahoma City 
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Fewer Waterproofs for Retailers 
Is Chief Effect of Wateh Freeze 





WPB Speedily Approves 
Most Requests to Free 
Other Types for Sale 


Just how the watch-freezing order 
works, what the reasons are that 
brought it about, and what its effect 
is going to be on the watch business 
are questions that have been in the 
forefront of the minds of every retail 
jeweler, every wholesaler, and every 
importer ever since Sept. 9th when 
the order was issued. Those ques- 
tions have now been completely and 
oficially answered in an exclusive 
interview by The Jewelers’ Circular- 
Keystone with executives of the War 


Production Board. 

First of all, they confirmed the belief 
that waterproofs are going to be much 
scarcer from now on as far as the retail 
jeweler is concerned. This is because 
the greater part of this class of goods 
will be diverted to essential war-time 
needs, and their distribution will be han- 
dled by Government agencies to insure 
that the watches will go to the users 
whose need for them is greatest. 

On conventional type watches, how- 
ever, unless something unforeseen occurs, 
the jewelry trade can safely count upon 
receiving about as many as they have 
been getting during the past year, and 
that there will be no great delay or 
dificulty in obtaining them. 

Applications from importers to release 
their frozen inventories have been and 
are being promptly put through—usually 
within a very few days from the time 
they are received. Of the 252 firms who 
had made such application up to October 
20, 239 had been granted the desired per- 
mission at least to the extent of their 
supply of ordinary watches. The re- 
maining 18, which are the more recent 
ones, are all in process and presumably 
will go through shortly. No applications 
have been or are being delayed longer 
than the time required for the necessary 
checking and answering of the specific 
questions that may arise in some cases. 


73 PER CENT “UN-FROZEN" 

Of the total quantity of watches in- 
cluded in the combined sum of the inven- 
tories of all the importers who have made 
applications, 73 per cent have been re- 
leased for sale in any way that the 
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importer desires. Nineteen per cent 
have been allocated for sale for essential 
purposes only, and may be sold only to 
designated Government outlets, and the 
importers have been required to hold 
the remaining 8 per cent as a reserve 
against possible future needs. 

These percentages of course are not 
uniform with all importers, as WPB 
does not want anything other than men’s 
service watches or movements that are 
suitable for waterproof casing, and some 
firms had very few of these in stock. 
However, this is expected to even out 
over a period of time, and WPB expects 
that in the course of a year’s business 
no one firm will have more than 25 per 
cent of its total supply diverted from 
its normal channels of sale. In some 
instances, the percentages may be con- 
siderably higher on some one or two ship- 
ments. This is especially likely on the 
first shipment or two, because of the 
piled up back-log of essential needs. 
However, this will be compensated for 
by a correspondingly lower diversion for 
those particular importers on future 
shipments. 

Also it is probable that the year’s per- 
centage will run somewhat higher in the 
case of those houses that specialize in 
waterproofs, because of the fact that the 
essential uses need that type of watch. 
On the other hand, the importer who 
brings in few or no cased waterproofs 
will have at least a part of his move- 
ments of appropriate size diverted from 
regular channels for waterproof casing 
and sale to essential users. 


EQUAL TREATMENT FOR ALL 

In short, WPB is trying to spread the 
load as equitably as possible. It spe- 
cifically does not want to put any one 
out of business, nor even at a competitive 
disadvantage. However, the inevitable 
impact of diverting from customary 
channels of sale the quantity of watches 
needed for essential uses—estimated at 
between 800,000 and 1,000.000 per year— 
is bound to be considerable. 

It must be remembered, too, that this 
quantity must all come out of the mid- 
dle price brackets. Pinlever, cylinder 
and Roskopf movements are not suitable, 
which is why they were exempted from 
the freeze order; while at the other end 
of the scale, the very high price watches 
are not desired because of their cost. 
A watch which the importer sells at from 
$27.50 to $30 is about the top that is 
wanted. 

Nevertheless, the picture is not too 
gloomy, since ladies’ watches, very low- 





priced goods, and very high-priced ones 
will not be affected at all, and most of 
the men’s models in even the medium 
price brackets will be released. Cer- 
tainly the total supply will be cut much 
less than many of the jeweler’s other 
lines have been. 

The reason for the order is, of course, 
pretty generally known by now. For 
nine months, WPB tried to obtain the 
necessary supply without having to re- 
sort to forcible action. Several plans 
were tried, such as the voluntary pledge 
arrangement with importers under which 
each importer was to pledge himself to 
set aside for essential needs a certain 
percentage of the watches of the desired 
type out of each shipment. 

That plan failed because of the failure 
of all but a small minority of the im- 
porters to co-operate. Of the 200 con- 
cerns which according to WPB records 
are actively engaged in the business of 
importing watches, only 80 made any 
pledge whatever. Of those 80, only 
80 pledged as large a percentage as the 
arrangement called for, and of the 30 
adequate pledges only 12 in fact came 
through with actual deliveries of the 
quantities that they had promised. In 
short, only 12 of the total of 200 im- 
porters—six per cent—really co-oper- 
ated on this voluntary basis. 

Therefore, since voluntary co-opera- 
tion failed to get results, and the 
watches had to be provided, WPB had 
no alternative but to clamp down with 
an official order. 

First step in the process was to 
“freeze” all inventories in importers’ 
hands, and to require that inventories be 
submitted before any watches could be 
sold. Out of these, a portion has been 
set aside for essential uses, as described 
above, and the balance released for gen- 
eral sale. 

The same procedure is of course to be 
followed on future shipments. Some 90 
importers have already made these sup- 
plementary applications on new lots of 
goods that have arrived since they first 
apvlied. These second and third appli- 
cations have likewise been promptly 
handled. 


STATEMENTS CHECKED 


Incidentally, importers should bear in 
mind, when making their reports, that 
WPB has available complete data from 
the Custom House as to the goods deliv- 
ered to each importer, with the result 
that all statements can be _ readily 


checked. 
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Trade Asks WPB to Relax Gold-Palladium Orde, 


Advisory Committee Now 
“Fairly Optimistic" 
At Prospect of Relief 


Urged by all sections of the in- 
dustry to work for liberalization of 
WPB’s Order L-45, restricting the 
use of gold and palladium in jewelry 
manufacturing, the Industry Ad- 
visory Committee has continued its 
efforts in that direction. While no 
definite decision had been made by 
WPB up to the time that this issue 
went to press as to how much, if 
any, relief would be granted, com- 
mittee members who discussed the 
matter with Washington, are mod- 
erately optimistic over the prospects 
of a fairly substantial liberalization 
of the order very shortly. 


Early in October, the panel of the Ad- 
visory Committee submitted to H. L. 
Stiles, Chief of Section 5, Jewelry, in 
WPB’s Consumer Durable Goods Divi- 
sion, a complete and_ well-reasoned 
presentation of the case, text of which 
follows: 

“The Precious Metals Jewelry Manu- 
facturers Industry Advisory Committee 
respectfully submits the following for 
your consideration. 

“The principal reasons given for the 
restriction on the production of karat 
gold goods are (1) manpower, (2) cop- 
per and (3) conversion to the war 
effort. 

“(1) Manpower—It is estimated that 
70 per cent of the craftsmen in the in- 
dustry affected by Order L-45 are em- 
ployed in New York and Providence, 
which are classified as No. 4 and No. 2 
labor areas respectively. It is also the 
opinion of this committee that any al- 
lowed increase in karat gold jewelry 
production could be absorbed through 
longer working hours by those now em- 
ployed in the industry. 

“(2) Copper—The industry recognizes 
that copper is still a critical metal. It 
has up to now had to get along with the 
copper and alloys that were held by its 
manufacturers. It is proposed that any 
additional copper which may be needed 
for an allowed increase in production 
would be obtained from supplies of 
copper not now available for war pur- 
poses. 


FEW NEW WAR ORDERS 

“(3) Conversion to the War Effort— 
The facilities within the industry which 
could be utilized for the war effort have 
been largely converted. Changes in char- 
acter and serious recessions in the volume 
of war orders being handled in these 
plants are seriously affecting their oper- 
ation. Very few new orders for war 
work are in sight for the limited facili- 
ties available in the jewelry field. Can- 
cellation of war orders in plants partially 
converted to war work combined with 
the 50 per cent limitation on precious 
jewelry production present serious eco- 
nomic problems because price ceilings 
prohibit increase in prices to take care 
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UHA HAS NEW PROGRAM TO PROMOTE CRAFT 





Members of UHA met at national headquarters Sept. 19-22 to formulate a definite plan to 

advance legislation upholding high standards for the watchmaking craft. The conference 

was called at the special request of the various state licensing boards. Delegates banqueted 
in the Crystal room of the Cosmopolitan Hotel, on Sept. 21. 


° ° ° 


Conference Deals With Six-Point 
Plan; Includes Standard Rules 
For Apprentices, State Boosters 


A six point program to promote na- 
tion-wide high standards for the watch- 
making craft was adopted by the United 
Horological Association of America at 
its national conference Sept. 19-22 at 
headquarters in Denver, Col. 

The program aims at: 

1) National apprentice standards to 
assure skilled training. 

2) Promotional work for state legis- 
lation. 

3) An educational plan. 

4) Rehabilitation of war veterans by 
watchmaker training. 

5) Establishment of uniform, sensible 





of higher cost of production on the re- 
duced volume. 

“Hardship is being suffered by the 
manufacturing industry covered by 
Order L-45 by reason of a production 
restriction (50 per cent of 1941) without 
a corresponding benefit to the war effort. 

“Order L-45 has not caused any ap- 
preciable transfer of jewelry craftsmen 
to war industries. In some localities it 
has resulted either in the discharge of 
workers, mostly unsuitable for war work, 
or cutting the working hours of others 
from 52 to 35 hours per week. This 
considerable loss of overtime pay coming 
at the time when withholding taxes went 
into effect is keenly felt by workers, 
especially @lderly craftsmen, some of 
whom are unwillingly obliged to turn to 
black market employment to suppement 
their take home pay. 

“The unlimited supply of gold, the 
negligible amount of copper needed as 
an alloy and its availability, the ease with 
which workmen can produce karat gold 
goods in small bulk but of large value 
at home, coupled with a ready demand 
above ceiling prices, has created a serious 
black market. Transactions in volume 
are reported. The extent of this illicit 
production cannot be determined, but is 
so large that it is diverting considerable 
business from normal into very question- 
able channels. Detection is most diffi- 

(Please turn to page 187) 
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guarantees on new watches and on re- 
pairs. 

6) Proposed national UHA expan- 
sion program to promote the above. 

Under the association’s proposed ex- 
pansion program, which must be voted 
upon by each state group before it is 
adopted, state associations would receive 
concrete aid in furthering legislation. 
The national office would supply legal 
advisers to states working for licensing 
and apprentice standards laws, and 
these states would also receive cash 
grants for promotional work. The money 
would come from a special fund set 
aside for the purpose. 

Under the proposed program finan- 
cial and legal aid would also be granted 
to states already having such laws, 
should the laws ever be attacked. 

A model set of apprentice standards 
was adopted as officially approved by 
UAA—each state may use the model 
in working out its own set of standards 
where there are already apprenticeship 
laws and in working for state appren- 
ticeship legislation. 

Under UHA’s veterans’ rehabilitation 
program, servicemen would be placed 
for instruction with individual watch- 
makers or would receive training from 
recognized watchmaking schools. Al- 
though no definite outline has yet been 
made, a government representative pres- 
ent at the session indicated that Wash- 
ington not only approved the idea but 
might finance the project. 

Agreed upon as a UHA national 
aim was a maximum guarantee of 9 
days on all new watches and watch re- 
pairs. Said UHA Secretary Orville R. 
Hagans, “The American watch factories 
arein accord with the association’s recom- 
mendations that new watches should not 
carry a mechanical guarantee in excess 
of 90 days. Many manufacturers and 
importers of Swiss watches are in ac 
cord and it is felt all will cooperate. 
Thus our industry shall erradicate one 
of the worst traditional evils yet ™ 
practice, unwarranted and unreasonable 
guarantees.” 

“Results of the conference will surely 
be felt by the entire industry.” Mr 
Hagans declared, “and we hope fot 
everyone’s cooperation so as © 
strengthen every branch.” 
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oPpA Gets Injunctions Against Watch Wholesalers 


—_—_— 


Some Importers Prefer 
Freezing Own Stocks 
To Preparing Prices 


Cracking down again on black- 
market doings in Swiss watches, the 
Office of Price Administration on 
Oct. 15 got court action in the form 
of permanent injunctions to force 23 
New York wholesalers to comply 
with OPA regulations requiring them 
to keep satisfactory records of their 
ceiling prices. At the same time it 
was disclosed that some of the watch 
importers against whom injunctions 
were issued in August and Septem- 
ber have decided to close shop rather 
than comply—thus freezing their 
entire stocks of Swiss watches. 


As JC-K goes to press, OPA is con- 
ducting an investigation of the 29 im- 

rters already enjoined from selling 
watches until they keep proper records, 
to see if they are complying. Just how 
many may go out of business rather 
than risk OPA action on watch sales 
that they made prior to the issuance 
of injunctions against them will not be 
known until OPA’s investigation is com- 
pleted. But OPA officials said that sev- 
eral had already come to their attention. 

Meanwhile, OPA also is continuing its 
investigation of New York retailers and 
promises action in the near future 
against those who do not keep proper 
records of their ceiling prices as re- 
quired by GMPR and the Import Regu- 
lation. 


WHERE ARE CEILING PRICES? 

Reason for OPA’s asking injunctions 
against watch dealers is that it is im- 
possible to tell whether dealers are sell- 
ing at or below price ceilings unless and 
until they have their price ceilings prop- 
erly established as required by law. Deal- 
ers who have been selling at over their 
established maximum price ceilings are 
liable to triple damages—that is, they 
can be sued by the government agency 
for three times the amount of the dif- 
ference between their proper ceiling and 
the actual sale price. 

If dealers choose to sell no watches 
rather than prepare lists of their ceiling 
prices (the court has ordered them to 
cease from selling watches until they 
have prepared them) their watch inven- 
tories may be permanently off the mar- 
ket. That these watches might be sold 
by back-door methods OPA thought un- 
likely—dealers who might sell against the 
provisions of a court order would be 
subject to imprisonment for contempt 
of court. 


COURT GRANTS INJUNCTIONS 

The following New York City whole- 
salers on Oct. 15 consented to perma- 
nent injunctions preventing them from 
selling watches until they have properly 
established price ceilings according to the 
provisions of GMPR, and the Maximum 
Import Price Regulation. The injunc- 
tions were signed by Federal Judge 
Simon Rifkind. Acting as attorney for 
the OPA was Arthur G. Warner, head 


FOR NOVEMBER, 1943 





of the New York district industrial ma- 
terials enforcement unit. 

Martin A. Sherre, 100 Canal St.; 
Hyman Dworkin, doing business as H. 
Dworkin, 405 Lexington Ave.; Adolph 
Winkler, 48 W. 48th St.; Sol Fried, 
Ralph Pichel, William Zucker and Alfred 
Bondy, doing business as the Select 
Watch Co. 149 Broadway; Oswald 
Marchand and Mathilde Marchand, doing 
business as O. Marchand, 15 Maiden 
Lane; Samuel Nudelman, 66 Bowery; 
William DeNatale and Joseph DeNatale, 
doing business as DeNatale Jewelry Co., 
65 Nassau St.; Louis Hausner, doing 
business as Universal Importing Co., 456 
E. 138th St.; Belenky Bros., Inc., 97 
Canal St.; Sol Fried, Henry Fried and 
Max Fried, doing business as H. B. Fried 
& Co., 149 Broadway; Benjamin Fried- 
lander, doing business as Friedlander 
Buying Service, 303 Fifth Ave.; Genze 
Kelrick and Bernice S. Kelrick, doing 
business as National Jewelers Co., 630 
Fifth Ave. 


ALSO ENJOINED BY COURT 


Also Isidore Zucker, 80 Bowery; Rob- 
ert Seltzer and Jacob Seltzer, doing busi- 
ness as Seltzer Bros., 80 Nassau St.; 
Jacob M. Soloway, 21 Maiden Lane; 
Marcel Ducommun, doing business as M. 
Ducommun Co., 580 Fifth Ave.; Josiah 
Odence, 215 4th Ave.; Julius Wolff, doing 
business as W. & R. Trading Co., 94 E. 
14th St.; Swan Watch Co., Inc., 64 W. 
48th St.; Irving Piontak, Joseph Flum 
and William Hornig, doing business as 
The Florn Co., 339 Fifth Ave.; Walter S. 
Levy and Jesse B. Rosenfeld, doing 
business as Orvel & Co., 665 Fifth Ave.; 
Maurice Cypres and Milton Cypres, do- 
ing business as Cypres Watch Co., 72 
Bowery; Phillip Sloves & Sons, Inc., 35 
Maiden Lane; and Erich W. Mehler, 604 
Fifth Ave. 

Granted an adjournment until Oct. 22 
for the hearings on their cases were John 
W. Reish, doing business as The House 
of Jewels, 607 Fifth Ave.; Morris Struhl, 
Inc., 45 W. 23rd St.; and Carol Jewelry 
Co., Inc., 9 Rockefeller Plaza. 'The court 
granted temporary restraining orders 
against these firms until their cases are 
heard. Adjourned until Oct. 29 under 





a temporary restraining order was the 
case of Harry Newburg, 15 Maiden 
Lane. 

OPA also filed complaints against 
Henry Coehler, doing business as Henry 
Coehler Co., 220 Fifth Ave.; Victor R. 
Van Wagner, 11 W. 42nd St.; and Harry 
Aranow, 74 Bowery. 

Benny Bonzoon, room 1023, Edison 
Hotel, 228 W. 47th St., importer against 
whom OPA filed a complaint in August, 
also consented to a permanent injunc- 
tion. 





Jewelry Shipped Overseas 
To Service Men Is Taxable, 


Says New Treasury Ruling 


The 10 per cent Federal Excise Tax 
applies to the sale of jewelry, watches 
and other normally taxable articles for 
shipment overseas to Service men and 
women, Deputy Commissioner of In- 
ternal Revenue D. S. Bliss ruled on Oct. 
11. His decision reversed previous in- 
terpretations by Internal Revenue offi- 
cials, who had declared that jewelry 
gifts sent to Service Men outside the 
United States, Alaska and Hawaii were 
tax-exempt exports. 

Captain Bliss stated: 

“The terms ‘export’ and ‘shipment to 
a possession of the United States’ are 
for the purposes of section 2406 (b) of 
the Internal Revenue Code, held to mean 
the shipment of articles with the inten- 
tion of permanently uniting them with 
the mass of articles belonging in a for- 
eign country or a possession of the 
United States. 

“A watch or article of jewelry pur- 
chased for shipment to a member of the 
armed forces of the United States who 
is temporarily stationed in a foreign 
country or a possession of the United 
States is not considered.to be sold for 
export or shipment to the possession 
within the meaning of section 2406 (b). 
This ruling is based upon the fact that 
the article is not intended to be per- 
manently separated from the mass of 
things within the United States. 

(Please turn to page 187) 








Shipment of Swiss Watches Expected to Leave Lisbon 
On Nov. 1, But Will Nazis Let It Reach the U. S.? 


Swiss commerce last month apparently 
was one jump ahead of the war area. 
Trucks, laden with watches and other 
exports, rumbled across France, Spain 
and Portugal, in a long haul slowed by 
repeated formalities and _ inspections. 
And Swiss and Portuguese ships lay at 
Lisbon, one of them being expected to 
leave Nov. 1 for Philadelphia with the 
first cargo trucked overland across half 
of Europe instead of to the Italian port 
of Genoa, now closed to commerce by 
the occupying Nazis. 

The truck route was put into opera- 
tion early in October as the alternative 
to shipping via Italy. The first ship 
carrying truck-delivered goods was ex- 
pected at Philadelphia about the end of 
this month. 

However, uncertainties clouded even 
the new route when Portugal gave 
Britain the use of the Azores Islands 





and transferred herself from neutrality 
to “non-belligerency” (i.e., friendly to 
and helping the Allies, but not fighting 
Germany). Though Germany gave as- 
surance that Portuguese shipping would 
be safe from U-boats and Nazi planes 
as long as it was unarmed and unes- 
corted, Portugal prepared for Nazi re- 
prisals. 

These reprisals would be certain if 
Portugal took the final step and de- 
clared war on the Axis. In that case, 
importers said, the Swiss might per- 
haps manage to ship from Marseilles or 
some other French Mediterranean port. 

The last Swiss watches and watch 
movements reaching the U. S. from 
Genoa, Italy, arrived on the Nereus 
Sept. 29, in a shipment of about 700 
cases, containing some 400,000 units. 
They had left Genoa in late August. 
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Treasury Calls for 30 Per Cent Excise on Jewelry 


Asks High Rates on Other 
Jewelry Store Lines Such 
As Leather, Toilet Goods 


BULLETIN 


The House Ways and Means Com- 
mittee voted Oct. 26 to increase the 
Federal Excise Tax on jewelry to 15 
per cent, instead of to 30 per cent as 
proposed by the Treasury. 


When on Oct. 20 the House Ways 
and Means Committee knocked out 
the Administration’s tax program, it 
was reasonable to question whether 
the proposed 30 per cent excise tax 
on jewelry might be reduced. 


But as this issue of JC-K went to 
press there was nothing tangible what- 
soever to indicate what the Committee 
would finally do. Its clerk said that at 
the first executive session Oct. 21 the 
Committee considered only personal in- 
come and corporate taxes. 


Still considering jewelry as a “luxury 
item,” the tax program presented to the 
committee by Secretary Morgenthau 
calls for an increase in the excise tax 
on jewelry from the present 10 per cent 
to 30 per cent. In addition, the program 
calls for increases in some other items 
which some jewelers stock. Toilet prepa- 
rations would be increased from 10 per 
cent to 25 per cent. Luggage, handbags, 
wallets, etc., would be subject to a 25 
per cent retail excise tax. Luggage is 
now under a 10 per cent manufacturer’s 
excise tax. 


Treasury estimates on how much an- 
nual revenue these increases would yield 
are: Jewelry, $167,300,000; luggage, 
handbags, wallets, etc., $53,400,000; 
toilet preparations $51,400,000. 

There has been such concerted opposi- 
tion to the Treasury proposal from both 
sides of the political fence that most of 
the $10,500,000,000 tax program was 
headed for the scrap heap. 

One of the alternatives which has been 
offered is the adoption of a 10 per cent 
Federal retail sales tax, estimated to 
yield about $6,000,000,000, combined with 
rigid curtailment of Government ex- 
penditures, which should yield the $10,- 
500,000.000 the Administration is asking 
for. These views have been expressed 
by both Democrats and Republicans in 
Congress. 


SALES TAX PLUS EXCISE? 


It is thought in some quarters that 
should a sales tax be enacted it would 
be in addition to the heavier excises, but 
there has also been a trend toward reach- 
ing some equitable solution for the 
trades that would be hard hit by such a 
dual burden, even though they are in the 
“non-essential” category. 

It is also admitted that because of 
Administration opposition and _ political 
implications the sales tax might be 
shelved, despite powerful support which 
is slowly gathering strength behind the 
proposal. 
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BIG CHANGES IN STATES' JEWELRY SELLING IMPORTANCE 














ARIZ. | N.ME 
43% x. 


Each state's share of jewelry sales between July |, 1942, and June 30, 1943, is shown in per- 
centages. White states account for less than | per cent; gray states for | to 2 per cent: 
black states for more than 2 per cent. Source: Bureau of Internal Revenue, Federal Jewelry 

Excise Tax collections. 


War Production States 
Gain, New York Slumps 


In Jewelry Sale Ratios 

The “geography” of jewelry selling in 
the U. S. has had many startling changes 
since eight years ago. 

Ups and downs in the relative position 
of the 48 states’ jewelry sales are strik- 
ing when you compare jewelers’ sales for 
1935 (U. S. Census figures) with state- 
by-state jewelry sales indicated by the 
10 per cent Federal Excise Tax col- 
lected during the fiscal year ended June 
30 last. 

Most of the shifting has doubtless 
occurred in the last two years, with 
comparative purchasing power rising 
where war industries and also training 
camps are concentrated, and diminishing 
in states less directly affected by the 
economic changes of the war. 

Illinois, Maryland and California—all 
great war production centers—have 
made the largest gains in their share of 
the nation’s jewelry sales. Notable in- 
creases are also shown by Washington, 
Michigan and Texas. 

Contrary-wise, New York, Massachu- 
setts and Pennsylvania show the biggest 
drop in their share of total jewelry pur- 
chases. These states, together with Wis- 
consin, Connecticut and Iowa, which also 
dropped appreciably in relative jewelry- 
selling importance, are short on war in- 
dustry. 

The “big ten” states for jewelry sales 
are now: New York, California, Illinois, 
Pennsylvania, Ohio, Michigan, Texas, 
Massachusetts, Maryland and Missouri. 

Maryland, now in ninth place, has come 
up from 18th in 1935. Illinois has moved 
from sixth to third place, and Michigan 
and Texas have pushed up one notch in 
the jewelry sales column above where 
they were eight years ago. Pennsyl- 
vania, Ohio, Missouri and New Jersey 
(now 11th) have dropped one place in 
the “Big Ten” jewelry list since 1935. 








Fhe following table shows (1) each 
state’s proportion of retail jewelry store 
sales in 1935; (2) each state’s propor- 
tion of jewelry sales indicated by the 
Jewelry Excise Tax during the year 


ending 
state’s 


June 
Jewelry Excise Tax payment. 


30, 1943, and (8) each 


States now doing a larger share of the 
nation’s jewelry business are italicized, 
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Jewelry Tar 
Collected 
Jewelry During Year 
Store “Jewelry” Ending 
Sales Sales June 
1935 1943 30, 1943 
93% 1.05% $9,201,697 
.28 -43 3,864,904 
43 56 4,913,471 
8.54 10.00 88,877,369 
1.18 .93 8,207,130 
2.11 1.60 14,100,424 
.26 18 1,582,344 
1.41 1.54 13,571,629 
1.36 1.54 13,564,592 
27 sat 2,390,802 
4.03 7.96 70,169,501 
2.16 2.53 22,231,985 
1.42 1.02 8,977,847 
1.08 .93 8,249,343 
1.12 87 7,666,187 
1.16 1.33 11,769,247 
.58 -41 3,617,025 
1.42 3.33 29,385,841 
5.42 3.93 34,505,696 
3.96 4.65 40,943,868 
1.94 1.64 13,498,836 
.31 .48 4,299,961 
2.73 2.58 22,747,147 
.39 ome 1,911,657 
81 -56 5,020,018 
14 .16 1,417,846 
.32 18 1,659,920 
2.52 4.54 22,488,908 
1 .24 2,160,824 
15.17 134,653,939 
1.31 1.24 10.916,872 
.30 15 1,346,940 
5.91 5.53 47,662,329 
1.00 92 8,172,625 
Or 1.02 9,023,610 
8.02 6.77 60,646,005 
By iy .63 5,628,627 
.56 67 5,900,365 
.30 .16 1,448,545 
1.53 1.58 13,982,596 
3.92 4.42 38,944,073 
40 46 4,072,812 
.22 12 1,055,780 
1.60 1.81 15,954,768 
1.48 2.36 20,803,932 
.70 59 5,250,659 
.05 1.45 12,821,060 
18 12 1,132,387 


THE JEWELERS’ CIRCULAR-KEYSTONE 
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retailers and OPA Discuss 
plans to Simplify Ceilings 


: the Waldorf-Astoria Hotel, 
aig 8 ee a two-day conference with 
ev tives of OPA, Oct. 20 and 21, re- 

- canvassed the possibilities for 
_ the price ceiling structure sim- 
= - more workable, and for lighten- 
ibe load of record-keeping and _ re- 
arting that now rests on the retailers’ 
shoulders. a 

Fighteen fields of retailing were repre- 
sented, one of which was jewelry, the 
representatives being drawn from the 
recently created Industry Advisory Com- 
mittee (JC-K for October—page 157). 
The general principle advocated by the 
retail groups was that the present cum- 
persome and elaborate machinery of de- 
termining price ceilings should be Te- 
laced by the simpler method of letting 
the retailer apply his traditional per- 
centage of markup to his costs for the 
various articles which he handles. With 
manufacturers’ and wholesalers’ ceiling 
rices remaining fixed on a dollar and 
cent basis, the percentage markup prin- 
ciple would accomplish the basic purpose 
of the Maximum Price Regulation, 
namely, to prevent inflation; while at the 
same time, relieving the small dealer of 
the almost impossible amount of paper 


CHARLES J. 
MICHAELS 


represents jewelers 
on Industry Ad- 
visory Committee 


work which he has to do at present. The 
suggested plan would also make the regu- 
lation much more understandable to the 
average small retailer, and thus avoid 
a great many of the present uninten- 
tional violations. 

OPA, while not committing itself to 
any course of action, appears to look 
favorably upon the suggestion. A com- 
mittee of six retailers has been selected 
to prepare a resume of the discussions 
of the meeting, and study the matter 
further with the Government officials, 
who will also discuss it with the chairman 
of each of the various trade groups to 
discover how it will work in actual prac- 
tice in each individual line of trade. 

Meanwhile, the prospects appear en- 
couraging. In the words of President 
C. J. Michaels of ANRJA, who is chair- 
man of the jewelry group, “It appears 
to be an earnest and sincere effort on 
the part of the Government to work out 
4 solution of a difficult problem in a 
manner that will be fair and reasonable 
from the standpoint of the retailer; while 
at the same time fully protectin the 
interests of the ultimate consumer.” 
Conferees for. OPA included Reagan 
FP. Connally, director of Consumer Goods 
Price Division; Alfred Auerbach, price 
executive, Consumer Household & Ap- 
parel Accessories Division; D. J. Wal- 
lace, economic advisor, and Byers 
Getchell, who will be in charge of the 
further study of the proposals. 


FOR NOVEMBER, 1943 




















NOTICE 
TO WATCH IMPORTERS 


OF NOT LEGALLY MARKED WATCH MOVEMENTS AND WATCH CASES 


For the last eighteen months we have specialized in engraving the 
- Importer’s name or the Manufacturer’s name and symbol on Swiss 
Watch Movements and Watch Cases in order that the watches may 
comply with United States Customs regulations. 
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Max Schechner, a member of our firm, was the first to use a specially constructed 
engraving machine to facilitate the marking of watch movements and cases 
without damaging the watch movement. Our large staff of experienced watch- 
makers and assistants has now been specially trained to do this work, and all 
watches engraved by us are guaranteed to be returned to vou in A-1 condition. 
Any watch that may need adjusting will be serviced by us through our 
associate firm, the Marudo Watch Company. 


We are equipped to do the work at the Appraiser Stores, the Foreign Trade 
Zones, at our main shop at 48 West 48th Street, or at your own establishment. 


SCHECHNER & WINKLER 


48 WEST 48th STREET NEW YORK CITY 
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JEWELS 


IN 
GOLD 


* 


Modern Methods of 
Production have mate- 
rially decreased our 
manufacturing costs 
and we are now in a 
position to offer our in- 
dividual creations at 


most attractive prices. 


* 


A. J. Gasse 


INCORPORATED 


Manufacturing Jewelers 


515 MADISON AVE. 


NEW YORK 


Pacific Coast Representative: 
Hubert A. Wood, 649 S. Olive St. 
Los Angeles 
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"Minimum Order $100" for Wedding Rings! What's the 
Story?—WPB Order L-45 Gets Results of Wrong Sor 


“What’s the explanation? How can 
these fellows go out after business on a 
basis that orders must be for at least as 
much as $100, when our regular suppliers 
can make deliveries only in driblets? 
How can they offer apparently unlimited 
quantities, when. Order L-45 says that 
no jewelry manufacturer may use more 
than half as much gold as he did in 
1941?” 

Those were some of the questions that 
jewelers were asking last month after 
the circular here reproduced (with the 
advertiser’s name and address blacked 
out), had been widely distributed through- 
out the retail trade. 

The text reads in part: “14 K yellow 
gold wedding rings—newest creations, 
hand-carved or chased. Unheard of 
prices, $1.75 a dwt.—Weigh any ring you 
have in stock and compare the cost of 
same with our price of $1.75 a dwt. Note 
the difference.—You save salesman’s com- 
mission, cost for long credit term, etc. 
Examine these rings at your leisure with- 
out any salesmen standing over your 
shoulder to influence you. You be the 
judge.—Make us prove to you that we 
can sell you a combination of style, 
quality, plus workmanship in wedding 
rings at a price so low that you will be 
able to greatlv increase vour profits on 
all wedding rings.—Fill in the enclosed 
order blank. We will do the rest.— 
Minimum order $100.” 

Perhans there’s some good explana- 
tion, but taking the circular at its face 
value, it can hardly help causing some 
wonderment as to whether this is one 
more manifestation of the way in which 
WPB’s gold limitation order is penaliz- 
ing the legitimate manufacturer and 
giving the bootlegger a clear field. 


PLENTY OF OFFERS 


Also symptomatic of the chaotic situa- 
tion that has been brought about in the 
jewelry industry as a result of that 
order, is the following extract from a 
letter by a typical retail jeweler to one 
of the larger manufacturers, describing 
some of his recent experiences: 

“Hardly a day passes that some sales- 
man doesn’t call on us offering us wed- 
ding rings, both ladies and men’s. Some 
of these rings are twice the price we 
have been paying you for your rings. 
These rings are not trade-marked, and 
from the color, we know that they are 
not as represented. We refuse to sell 
our customers unknown quality. 

“We have had some of these rings 
brought to us, by-service men, for repairs. 
In most instances thev have beeen worn 
only a short time and have broken, due 
to their inferior quality and construc- 
tion. 

“No person will deny that a wedding 
ring is a symbol of sacred pact, and in 
my opinion. nothing but the finest ring 
should be offered to men and women who 
are to be married, or to those already 
married who, due to circumstances, are 
being forced to separate for an indefinite 
length of time, perhaps forever. 





NORTH OHIO GUILD MEETS 
The Northern Ohio Guild of the 
American Gem Society met Sept. 14 for 
a lecture by Dr. Donner of Western 
Reserve University. Dr. Donner spoke 
on “The Natural Occurrence of Gems 
and Metals.” 




















'14K wow GOLD WEDDING RINGS 
Newest Creations, Hand-carved $1.75 


or chased. Unheard of Prices 
WEIGH ANY RING YOU HAV& IN STOCK 
and compare the cost of same with our price of 
$175 a dwt. Note the difference 


YOU SAVE — Salesman’s Commission = Cosi 
for long credit term, etc Examine these 
your leisure without any salesme 


in standing over 
your shoulder to influence you YOU BE THE JUDGE 


fngs at 


Make us prove to you that we can sell you a combina 
tron of style, quality, plus workmanship in wedding 
tings at a price so low that you will be able to greatly 
mcrease your profits on all wedding ring sales 


WD hill in the enclosed order blank We will do the res 


MINIMUM ORDER $10000 


LADIES RINGS WEIGH FROM |! DWT TO | DWTS 
MEN'S RINGS WEIGH FROM 2'- DWIS TO 3 DwTs 


| Ce ee 











“I do hope that you will be able to see 
your way clear to send us some rings 
to meet this demand. Our business, as 
a whole, has increased 25 per cent, but 
our wedding ring sales have increased 
about 400 per cent.” 

How long does.WPB propose to per- 
mit these conditions to continue? 











SUGGEST FOR 
MEN IN ARMED SERVICE 
24 HOUR 


ARMY-NAVY TIME 
OR 
NAME DIAL 
WITH OR WITHOUT 
RADIUM 
SATISFACTION GUARANTEED 


WRITE FOR PRICE LIST 


—Business Reply Envelops Furnished— 
for Mailing in Dials 


Wé&W 
DIAL REFINISHING CO. 
2617 Maple Ave., Dallas 4, Texas 











THE JEWELERS’ CIRCULAR-KEYSTONE 
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gome confusion has arisen among re- 
rs with regard to the interpretation 
‘ No. 1, since superseded by 
der No. 1, issued under the 
mport Price Regulation and 
the method by which an 
watches using imported 
determine his ceiling 


tail 
of Order 

Revised Or 
Maximum I 
determining 
assembler of 
movements must 


POPA last month called attention to 


the fact that the order affects only as- 
semblers and that a retailer who buys 
his watches from an importer continues 
to price under the applicable provisions 
of Section 8 of the Maximum Import 
Price Regulation, regardless of whether 
he purchases from an importer of com- 
Jete watches or from an assembler who 
imports the movements and assembles 
them with domestic cases. 


RETAILER COMPARES COSTS 


The retailer, in either case, determines 
his new ceiling price by comparing the 
cost of the same watch sold by him in 
March, 1942, with the cost now charged 
by the importer. He may increase his 
March, 1942, ceiling price by the increase 
in cost as charged by the importer, or, 
alternately, he may use 75 per cent of 
his March, 1942, markup, this reduced 
percentage markup to be computed on 
and added to the importer’s new price. 
OPA pointed out that importers of com- 
plete watches may only charge the higher 
price provided that their invoices to the 
retailer contain the specific statement 


COSTUME 
JEWELRY 


IMMEDIATE 
DELIVERY 


EARRINGS ® SPRAY PINS 
PEARLS ® COMPACTS 
CIGARETTE CASES @ LOCKETS 
BRACELETS ® NECKLACES 


BEAD, WOOD, LEATHER & 
FUR JEWELRY 


Retail $1.00 to $50 
WRITE FOR BOOKLET 21 


JAY KEL 


JEWELRY CO. 
307 Fifth Ave. New York 16, N. Y. 











FOR NOVEMBER, 1943 











flow Retailers Can_Advance 
Ceilings Under Import Rule 


provided for in Section 8-F of the Maxi- 
mum Import Price Regulation: 

“The invoiced imported manufactured 
goods are sold to you at a price estab- 
lished under Section 8 of the Maximum 
Import Price Regulation issued by the 
Office of Price Administration. Your 
own maximum resale price shall be de- 
termined under that section.” 


MUST INCLUDE STATEMENT 


Likewise assemblers must include this 
statement: 

“Our prices for the invoiced watches 
do not exceed the maximum prices per- 
mitted by Revised Order No. 1, issued 
under Section 21 of the Maximum Import 
Price Regulation. You may not resell 
these watches at prices higher than those 
permitted by Section 8 of the Maximum 
Import Price Regulation.” 

Retailers were warned that they can 
only increase their prices under the pro- 
visions of the regulation for any items 
for which their cost has actually in- 
creased. In other words, if a retailer has 
some watches in stock from a previous 
delivery at a lower price and now re- 
ceives a new delivery of the same kind 
of watch at a higher price, his privilege 
to increase his price is limited to the new 
delivery, which actually was invoiced at 
the higher price. 

He must continue to sell the lower- 
cost watches at the lower price. 

It is understood that the OPA is now 
considering an amendment to the regu- 
lation which will permit importers as 
well as retailers to average inventory 
costs and thus to average selling prices. 
Until this amendment is issued no aver- 
aging can be permitted under the regu- 
lation. 

OPA reminded that, under the Maxi- 
mum Import Price Regulation, import- 
ers are not only permitted to increase 
their prices where there are “permitted 
total landed costs” increases but they 
are also obliged to reduce their prices 
where there is a reduction in such costs. 
This may become particularly noticeable 
in the case of a reduction in WSA war 
risk insurance, which was trimmed twice 
during September. Naturally, when the 
importer reduces his price because of 
reduced landed costs, the retailer must 
reflect this reduction in turn ina pro- 
portionate reduction in his selling price. 


KEEP RECORD UP TO DATE 


“All record-keeping provisions of the 
‘General Max’ have beén incorporated 
in full in the Maximum Import Price 
Regulation, so sellers of watches at all 
levels will be well advised always to 
keep their records up to date,” an ad- 
ministrator of the import regulation 
said. 

As revised Oct. 18, Order No. 1 
changes the watch assembler’s pricing 
method to permit addition of the in- 
crease in cost of the imported movement 
over the cost of the same movement 
which was contained in the watch for 
which the maximum price was originally 
established. 





Bert Weider, who was in the jewelry 
business in Honolulu for 10 years, has 
now opened display rooms at the Bilt- 
more Hotel in Los Angeles. 
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CHASE 
WATEH 
C ORF. 


68 Nassau Street 


New York 7.N. Y. 
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THE MAGIC OF 
RADIUM 


PLAYS ITS PART IN THIS 
WAR SILENTLY BUT 
EFFECTIVELY IN COUNT- 
LESS WAYS. 


RADIUM WATCH DIALS 
are the special responsibil- 
ity of jewelers and watch- 
makers. Thru their sales 
efforts, each day we RE- 
FINISH hundreds of dials, 
converting them into 
RADIUM DIALS for men and 
women in military service. 


Coast to Coast Service 


KIRK-RICH DIAL CORP. 


Heyworth Bidg., CHICAGO 
220 W. 5th St., LOS ANGELES 


Allen Bldg. Clark Bldg. 
DALLAS, TEX. PITTSBURGH 
Seaboard Bldg. 150 Post St. 

SEATTLE, WASH. SAN FRANCISCO 

















Earrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—14 Kt in three 
sizes; also Bill Clips, Charms and 
Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Ear- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enam- 
aled Novelties. including 
Vanity, Cigarette and Card 
Cases are distinctive and 
have sales appeal. 


CLIFFORD A. MILLER & CO.) Inc. 


Manufacturers 


64 West 48th Street 
New York 
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Jewelers Alarm Hitler by Giving Away Precious Clocks 
To War Bond Buyers; Sales for Uncle Sam Soar 














I too, have done your hest...but © 


you've got te do MORE... now! 
Buy an EXTRA TSO lavasion Band 


LET'S MAKE OREGON FIRST AGAIN 


WEISFIELO & GOLDBERG 


Rete sins 1 hoe how Cone My 














AMERICAN DOLLARS AND SENSE are called up now... as the 3rd War 





Loan Drive gets under way. Dollars, to buy bullets for battles on fronts 





throughout the world. Sense, to realize that this war will continue until 


every Axis enemy accepts the terms of unconditional surrender! 





Here's the way two jewelry firms backed the attack with display ads in their local newspapers 
urging their customers to buy War Bonds. Granat Bros. of San Francisco stressed, in a full 
page ad, the need of hardheaded Yankee sense to realize America's need for dollars to beat 
the Axis. Weisfield & Goldberg, Portland, Ore., ran an ad showing a U. S. soldier who soid 
to readers, "I've done my best—but I'm gonna do more. You, too, have done your bes 


but you've got to do more, now! 


Out of the shortage of alarm clocks 
has come a profusion of War Bond 
sales. During the last several weeks, 
scores of jewelry stores helped the Third 
War Loan by giving away the scarce 
alarm clocks, one to a family, in ex- 
change for the purchase of a War Bond 
—as long as the slender supply of clocks 
held out. . 

Feder’s Jewelers, El Paso, Tex., ad- 
vertised the gift of an alarm clock with 
each War Bond purchased in the store 
between 9 and 10 A. M. one morning. 
When doors opened, men and women 
rushed in, mobbed the War Bond desk, 
and within a few minutes all 50 Swiss 
alarms were gone, and the Treasury 
was richer by $22,000. 

There were 400 would-be Bond Buy- 
ers in line, when Arthur A. Everts Co., 
Dallas, opened the morning after ad- 
vertising the» clock-Bond tie-up. The 
lucky first 100 were handed admission 
tickets, and walked out with as many 
alarm clocks, after buying $6000 worth 
of Bonds in $50 and $100 denominations. 

To the first 25 persons buying a $100 
Bond on two consecutive days, Mark 
Credit Jewelers, Van Nuys, Calif., 
offered as many Swiss alarm clocks. 
“This is your opportunity to get a de- 
pendable alarm clock and at the same 
time back the attack with War Bonds,” 
Mark advertised. 

And Marker Credit Jewelers, Boulder, 
Colo., found 25 purchasers of $100 
Bonds within one hour’s time. Each re- 
ceived a War Alarm with the compli- 
ments of the store. Said Lew Marker: 
“We could have sold 100 more Bonds 
if we had the clocks to give away. More 
jewelers should try it out. It makes new 
customers and good will.” 


Buy an extra $150 Invasion Bond!" 


Even in little Augusta, Kan., (pop, 
3821), Jeweler C. H. Dine, handed a 
alarm to the first person who bought 
a century bond at his store. 

Frantic bidding competed for four 
alarm clocks donated by Frederic W. 
Roedel, Utica, N. Y., to a War Bond 
auction. Each brought between $500 
and $2000 in Bond sales. 

Study of feminine psychology helped 
Leon E. Steinberg, owner of the Lou 
Kaye jewelry store in St. Paul sell more 
than $35,000 worth of Bonds in a day 
and a half. He simply handed a pait 
of nylons to everybody who bought a 
$100 certificate. He’d bought the stock- 
ings a couple of years ago to give his 
customers as Christmas presents. 

Big-space Bond ads appeared over 
jewelry store signatures, and several de- 
voted an entire business day to selling 
War Bonds—and nothing but Bonds 
One such patriotic store was Reid’ 
Credit Jewelers, Trenton, N. J., which 
advertised: “Biggest Bargain Ever. 
Guaranteed $25, $50, $100 Value—Now 
Only $18.75, $37.50, $75. Back the At 
tack. Buy Bonds—Buy Here. A Better 
Investment Than Blue White Diamonds” 
Another was Washington Jewelry (0, 
of Boston. 

Jewelry stores that made local new 
with their Bond purchases includet 
Zale Jewelry Co., San Antonio, $1 
000; same firm, El Paso, $50,000; Mor 
ton’s Jewelry Co., Richmond, $20,00 
Hamilton’s Jewelers, Inc., Col 
S. C., $70,000; Moyer Jewelry Co, 2 
troit, $2600; Kent’s Jewelers, Was 
ton, $20,000, and George N. Michop 













president of Detor Jewelers, Ltd., Hont 
lulu, $75,000. 


THE JEWELERS’ CIRCULAR-KEYSTONE 
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Army Branch Insignia 
May Be Used on Jewelry, 
put Not Sign of Rank 


insignia, including the Great 
worn on officers’ caps and 
put high on the taboo list, 
ay now be used in jewelry, the Ad- 
cet General’s Office has declared. 
rorbidden for commercial use are in- 


fi 
signia of rank. 
The insignia reproduced may be an 


licate of official insignia, the 
oe General’s spokesman _ told 
ick, or it may be a miniature or en- 
largement. However, the proportions of 
the original must always be maintained, 
he emphasized. There must be no change 
in the appearance of the original Army 
Army insignia as the cap eagle, 
crossed rifles of the infantry, the wings 
and propeller of the Air Corps, and 
similar branch insignia may be used on 
all kinds of jewelry such as tie clasps, 
rings, cuff links, for soldiers, and pins, 
pracelets, and other costume jewelry for 


Army 
geal eagle 
reviously 





B. H. MANHEIMER DIES 

Bert H. Manheimer, 63, retired former 
vice-president of Louis Manheimer & 
Bros. Inc., wholesale watch firm at 608 
Fifth Ave. New York, died Sept. 26 at 
a hospital at Martha’s Vineyard. Mr. 
Manheimer began his business career in 
Chicago. In 1910 he came to New York 
to assist his uncle in opening the New 
York offices of the business. He retired 
in 1927, having been vice-president of the 
firm for more than 10 years. 








IT'S INCREASED! 


“40% 


That’s the Dividend This Company 
Is Currently Returning on 
Jewelers Fire Insurance Policies! 


Just think! $4.00 out of each $10.00 
you pay for fire insurance is returned 
to you at the expiration date. A 
saving that you cannot afford to 
miss, especially today, when costs of 
doing business are continually rising. 
Remember, 40% current dividend on 
fire policies. 25% dividend on wind- 
storm and extended coverage. 


Plan now to take that next renewal with this, 
THE JEWELERS OWN COMPANY 
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their female fans. Insignia of rank or 
grade, such as lieutenants’ or captains’ 
bars or sergeants’ chevrons can not be 
used, however. 

Decision to allow the Great Seal eagle 


| to be used commercially is a reversal of 


the Army’s statement to JC-K a few 
months ago, when the Adjutant General’s 
Office stated that likenesses of the 
eagle were forbidden. 

The reversal is the result of a test 
case, involving the reproduction of the 
officers’ cap eagle on costume jewelry, 
which was heard before the General Staff 
last month. 

Manufacturers must still get their de- 
signs approved by the Adjutant Gen- 
eral’s Office. They must send in actual 
Specimens or photographs or drawings 
showing the insignia and how it will be 
used. 

Some 150 manufacturers, who have 
submitted designs for approval, have 
been awaiting this action by the Ad- 
jutant General’s Office. 





Jewelers Seek $350,000 Goal 
In Jewish Charities Drive 

The annual fund-raising dinner of the 
Jewelry & Allied Trades Division of the 
New York and Brooklyn Federation of 
Jewish Charities was held at Essex 
House, New York City, the night of 
Thursday, Oct. 28. The drive, as in other 
recent years, was headed by Aaron 
Sverdlik, of Robinson & Sverdlik, as 
chairman. Benjamin Lazrus, of Benrus 
Watch Co., was chairmen for the din- 
ner, and the co-chairman were: Alexan- 
der E. Arnstein, Arnstein Bros. Co.; 
Benjamin Ejichberg, Eichberg & Co.; 
Samuel P. Envstein, Bulova Watch Co.; 
Morris Guilden, Longines-Wittnauer 
Watch Co.; Mendel Haber; Henry I. 
Jacobson, Jacobson Bros.; Isidore Lip- 
schutz, Jacob H. Shaeffer, Shiman Bros. 
& Co. 

This earnest and hard-working group, 
under the able direction of Mr. Sverdlik, 
whose abilities as a raiser of funds for 
charity have been so clearly demon- 
strated in many previous drives, was con- 
fident that the goal of $350,000 which has 
been set for the Jeweiry & Allied Trades 
Division, would be fully met. 





OPA Striving to Tighten "Hold-the- 
Line" Policy; Changes Some Goods 
From GMPR to Special Regulations 


Office of Price Administration price 
policies are now undergoing a definite 
trend toward tighter control to aid that 
agency in its efforts to “hold-the-line” in 
the cost of living. 

There has recently been a transfer of 
several commodities from the somewhat 
loosely-controlled, General Maximum 
Price Regulation, affectionately known 
by OPA officials as “General Max,” to 
MPR-188, or to specific regulations 
governing the particular line of goods. 
An OPA spokesman told a JC-K repre- 
sentative that there are many regulations 
of this sort presently in the making and 
that this trend will continue, constantly 
working toward better price control. 
OPA as yet has not made public the 
list of commodities affected. 

OPA claims many businessmen were 
beginning to find loopholes in “General 
Max,” which fixes prices at the highest 
charged in March, 1942, and taking ad- 
vantage of them, causing unwarranted 
price increases. 




















FAST-SELLING 


STERLING SILVER 


COSTUME JEWELRY 


Exceptionally attractive, pop- 
ular priced, sterling pins and 
earrings that can be boxed in- 
dividually, or as “PIN AND 


EARRING SETS” with 
STONES TO MATCH... . 
Each style comes packed in 
one dozen lots — containing 
assortment of beautiful stones 
in about 6 outstanding colors 
ruby, topaz, amethyst, aqua, 
etc. 


Latest creations in various 
artistically conceived designs 
and styles in gold or natural 
silver finish. 


ALSO: GORGEOUS bril- 
liant blue white and colored 
RHINESTONE pins, earrings 
and novelties in highly pol- 
ished finishes . . . Sprays, flow- 
ers . . . butterflies, peacocks, 
poonen lovebirds, zebras, 

orses, gitaffes . . . apples, 
pears, etc., etc. 


OUR PRICES RANGE FROM 
$5.50 to $120.00 a dozen 


Also ... A complete line 
of COSTUME JEWELRY, 
Novelties, and Gift items. 


Special Selection from $25. to 
$500. sent upon receipt of 
check, or C.O.D. 


DISCOUNTS TO JOBBERS, 
WHOLESALERS & DISTRIBUTORS 


ORDER NOW FOR XMAS 


IRVING SACKS 


Costume Jewelry & Novelty Supply 
House 


264 B 5th Ave., New York 1, N. Y. 


Near 29th St 


. 750 
Phone LExington 2-Coey 














GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


GENUINE 
GARNETS 


Rounds and Ovals 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 


Special Attention to 


CUTTING 
DRILLING 


MAX STERN « co 


Importers 


17-23 John St. New York 

















Nothing so touches the heart of a 
South Sea Island native as a piece of 
costume jewelry, report U. S. soldiers 
from the Pacific area. For a gaudy, 
glittering gimcrack the dusky tribesmen 
will dig a trench or foxhole, carry sup- 
plies, or do almost any other sort of 
labor—costume jewelry gets more action 
than paper money, which has no value 
for them. 

When the boys started writing indi- 
vidual letters home to their families and 
girl friends, asking for old costume jew- 
elry, somebody decided that something 
should be done about it. Result—the 
“Baubles for Buddies for Barter” “junk” 
jewelry drive of the San_ Francisco 
League for Servicemen and the Twelfth 
Night Club of New York. 

Women’s clubs, veterans’ groups, and 
jewelers’ associations all over the coun- 
try fell into step. Jewelry has been 
pouring into these two collection centers, 
and hard-working volunteers sort the 
donations and pass them on to the Army 
to be sent overseas. 

Mrs. Walter Greaza, who is chairman 
of the Twelfth Night Club’s committee, 
says the club has received and sent out 
over five tons of glitter since May 25. 
The San Francisco League’s figure is 
even higher. 

Matter of fact, Mrs. Greaza says, the 
term “junk” jewelry doesn’t always 
apply—the club has also received high- 
priced items from all over the country, 
including one beautiful opal ring, with 
the center stone surrounded by dia- 
monds. Everything goes to the boys 
overseas, Mrs. Greaza says, no matter 
what the value. 





Army Decides Retailers May Sell 
Official Insignia Until Jan. | 


Grace period on the sale of official 
Army insignia by civilian firms has been 
extended to Jan. 1, the War ‘Department 
announced last month. Previously the 
deadline on all sales by civilian retailers, 
of the Army’s official insignia of branch 
and rank was Oct. 18. That extension 
of time being considered was announced 
in the October issue of JC-K. 

Reason for allowing retailers to sell 
until the first of the year, the War De- 
partment said, was to allow them to un- 
load insignia designed for use with winter 
uniforms, which they had stocked up on 
several months ago. The belt buckle and 
the “U. S.” insignia are not used ex- 
cept on the blouse, or Army jacket, which 
is not worn in the summer—however, the 
extension of time includes all insignia, 
not just these two. 

The Jan. 1 deadline does not apply to 
authorized uniform dealers of the Army 
Exchange Service. These dealers may 
continue to sell insignia sold to them by 
the Army Exchange Service for resale 
with uniforms. 

Civilian retail firms were notified in- 
dividually by mail of the extension of 
the insignia selling period, the War De- 
partment said. 


When a salesclerk fails to ask “How 
many War Stamps with your change?” 
he’s guilty of “absenteeism.” 


Who Says Labor Costs Are High? South Sea Islanders 
Will Do a Full Day's Work for a Few Bright Baubles 





Portland Journal ne' 

Here's a part of the costume jewelry col. 
lection of the Oregon RJA—the association | 
was one of many groups all over the cou. | ™ 
try to collect glittery "junk" jewelry for ser. 
vicemen in the South Pacific area. Curtis | 
G. Halvert, of Portland; Rene Rueff. Ria | 
secretary, and J. F. Gilray, RJA president, sh 
are shown with a part of the booty, fo 








In recognition of its efforts in a recent | 4 
city war bond campaign the J. L. Jacob- 
son Co., Omaha, Neb., has received q 
large flag. The firm came out first in a 
bond-selling competition of the city’s re- 
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Grobstein & Brasch: 


Jobers of 
Watch Cases and Dials 
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Complete Sets 







177 Canal Street 
New York City 


“A Case for Every Movemen' 
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k of Victor L’Hote, Inc., 510 
ee Are, has been purchased by 
; wr Bros., Boston. ; 

Philip F. Popolla has moved his stone 
(os offices from 10 E. 43rd St., to 
a W, 46th St. " 
ea Rubel, Parisian jewelry designer, 
has opened a retail store in the Savoy- 









TE bal, jeweler and silversmith, has 
eased a store at 719 Fifth Ave. The old 
address is 745 Fifth Ave. 

The Horological Society of New York 
met Oct. 4 for a discussion of technical 
sroblems in watchmaking. The session 
took place in the Proctor Lodge build- 
ing at 58th St. Var 
(A jewelry store within a store will 
gon be opened by Saks 5th Ave. The 
new department will be an_ enclosed 
ewelry salon, featuring higher-priced 











be jewelry. Opening will be early this 
ition 

month, ‘ 
Post As announced last month, in JC-K, 
Se the 24 Karat Club will hold its annual 
= dinner in January under the chairman- 
= hip of G. H. Niemeyer. Probable date 
mt, 


for the event is Jan. 15. The committee 
' yill hold its first meeting around Nov. 1. 
(“Jewel of Mercy” is the name of a hos- 


= pital plane purchased through the Bond 
da | sales of the Retail Jewelers Associations 
na | of Greater New York. Chairman Sam 


Jacobson was ably assisted by Phineas 
Peters, president of the Executive Board 
of the RJA’s of Greater New York, and 
Murry Max, Henry Astor, and Werner 
Gross. 

(And talking about War Bonds, Chair- 
‘man Albert Bookbinder reports that the 
lewelry Manufacturers and Wholesalers 
sion of the Third War Loan Drive 
d in a total of more than $2 million 
Bonds. Co-chairmen were Henry W. 
Sperling, Jacob Schaeffer, Herman L. 
Baskin, Leo Nathan, and Samuel Schec- 


per. 

































N. J. Horos Set Nov. 28 As Date 
Of Conference on Legislation 


| Nov. 28 is the date set for the one- 
May conference of the Horological So- 
ety of New Jersey, Harry Van Laar, 
president of the group, has announced. 
the conference will be held at 1049 Clin- 
ton St., Irvington, N. J. 

| Chief topic of the session, which has 
‘Deen streamlined because of war condi- 
ions, will be promotion of state legisla- 
(Mion aimed at keeping the watchmaking 
raft at a uniformly high standard. 
Members will hear guest speakers from 
he horological groups of Pennsylvania 
and New York. 

) Also scheduled is planning of a pro- 
gram to train wounded servicemen as 
| watchmakers, to provide them with a 
//Means of livelihood and help prevent a 
(Serious shortage of skilled members of 
| the trade. 

The annual election of officers will be 
Part of the conference activity. 

the conference committee are 
President Van Laar, Charles G. Soemer, 
William C. Smith, Charles Miller, L. H. 
ayenea, Peter Dea, and Emil Haller. 
The business session will begin at 2 
the afternoon of Nov. 28, and will be 
followed by a dinner. 


* | For Novemper, 1948 








q Kennard L. 
Josiah Wedgwood & Sons, Inc., 162 Fifth 
Ave., acted as master of ceremonies at a 


special U. S. War Bond rally sponsored | 


Wedgwood, president of | 


by the British War Relief Society and | 


recently held in War Bond Sq. 
sion was through the purchase of $1 or 
more in War Stamps. Mr. Wedgwood 
introduced such celebrities as Eric Blore 
and Dan Healy, as well as British avia- 
tors, soldiers and sailors, and several 
British war correspondents. ‘ 

q Just double the amount needed was 
collected by the New York Jewelers 
Benevolent Association in its campaign 
to pay for a hospital plane for the armed 
forces. The association bought $539,325 


Admis- | 


in War Bonds, which entitles it to name | 


not one, but two planes. One plane will 


be named “New York Jewelers Benevo- | 


lent Association.” The 
called “Daddy Hersh—Lucky 95,” a trib- 
ute to Philip Hersh, oldest member of 
the group, who passed his 95th birthday 
last July. 

@ The Associated Credit Jewelers of 
New York and New Jersey met the 
evening of Oct. 20 at the Hotel McAlIpin 
to plan a definite program to promote 
ethical installment selling in New York 
and New Jersey. The Association, which 
was the first group of credit jewelers to 
establish a code of ethics for its mem- 
bers, discussed the immediate need for 
voluntary control to avoid the threat of 
drastic installment legislation. Also un- 
der consideration was the credit dealers 
future in the postwar world. The busi- 
ness meeting was preceded by a dinner. 
@ The Jewelers Square Club went over 


the top in the Third War Loan Drive | 


with a total of $574,000 in Bond sales— 
well over the Club’s quota. In addition, 
the group has purchased an ambulance 
for the United States Ambulance Corps 
—is on its way to giving a second. On 
the ambulance committee 
Klinick as chairman; James Thiese, vice- 
chairman; and Milton Stern, Llovd Tass- 
ner, Hyman Dubrowin, Ben Rosenthal, 
Harrv Kaufman, Nat Newman. Also 
Sam Dorsky and Arthur Bergman, presi- 
dent and secretary of the club, and 
Harry Bromley. 

4 The Horological Society of New York 
met Oct. 4 in the Proctor Lodge build- 
ing. at 58 St. President Morris Klein 
and vice-president Barney Goldstein gave 
talks and demonstrations on various 
methods of opening watch cases. Mr. 
Goldstein demonstrated an opener of his 
invention that will open almost any type 
of watch case. Mr. Becker showed the 
members several of his watchmaking 
tools which he has made of simple kitch- 
en appliances. The groun also discussed 
ways of avoiding inefficiency in the post- 
war training of war veterans as watch- 
makers. Next meeting of the society 
will be on Monday, Nov. 1. 

@ Next meeting of the Retail Jewelers 
Associations of Greater New York will 
be on Nov. 21. at the Hotel Commodore. 
The meeting will he one of five scheduled 
for the year by the consolidated Asso- 
ciations of the five boroughs. Other 
dates set for meetings are Jan. 16, March 
19. and May 21. Blackmarket threats 
and wartime diffculties of getting mer- 
chandise were topics of the group’s last 
meeting, which was well attended. New- 


are George | 


second will be | ' 






EWELERS 
BLOCK 


and all other lines of 


Insurance 
in all parts of the world 
PENDLETON & BERGER 


15 WILLIAM ST. NEW YORK 
Tel. HAnover 2-1771 CABLE “PENBERG” N. Y. 
ESTABLISHED SINCE /907 














FRIEDMAN GEM CO., INC. 


LARGE FINE 
TOPAZ 


STAR SAPPHIRES 
FRCOM = 


CULTURED PEARL NECKLACES 
71-73 Nassau St., New York City 


- 











BEAD SPECIALIST 


All Kinds of Genuine Stone Bead Necklaces 


Earrings Semi Precious Stones 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 


12 John St., New York City 











“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Lis Chrisie fe 


65 NASSAU STREET NEW YORK 





SIMONS BROS. CO. 
THIMBLES 


PHILADELPHIA 





269 So. 9th ST. 














ENCRUSTERS 


STONE RINGS ENGRAVED 
@ CRESTS @ DRILLERS 
@ COATS-OF-ARMS @GEM CUTTERS 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 


BRAUNFELD & MEHLMAN 










108 Fulton St. New York, N. Y. 
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MANUFACTURER OF 


JEWELS 


Swiss and American in all sizes 
and diameters. 
Sold in gross lots to jobbers 


only—write for prices and fur- 
ther information. 


CROWN IMPORTING CO. 


116 Nassau St. New York 7, N. Y. 











“SineEnglish’ 
SILVER 


POLISH 
Cuts Polishing Time 


Tested and approved by leading silver 
houses—Amazing working qualities— 
Finest—Most Efficient Polish developed 
by latest scientific research—Sold in 
bulk for trade—retail sales. 
8 oz. bottle 50¢ Keystone list. 
Write for free sample. 


WONDER CHEMICAL CO. 


545 THIRD AVE. BROOKLYN, N. Y. 
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Ricoh MountTINGS 
of 
DISTINCTIVE DESIGN 
Write for Prices 
JOSEPH A. RICH 


Manufacturing Jeweler 
62 W. 47th St., New York, N.Y. 














REPAIRING of JEWELRY 


IN ALL ITS BRANCHES 
Also 


SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 
61 Beekman St. New York City 











WATCHES 


Swiss Lapel 
Water Shock Proof 


A Sweep Seconds 
Pearl] Replicas i 


BETTY STRAHL 


385 Fifth Ave. @ NEW YORK @ Mau. 5-5519 
SHOWROOM HOURS: 1:30 to 5:30 P. M. 


PEARLS 


Nearest to Genuine 


Oriental 








ly-elected officers of the group are 
Phineas Peters, president; Henry Astor, 
Samuel Jacobson, E. Werner Gross, and 
Samuel Steiner, vice-presidents; _I. 
Hirschhorn, treasurer; Samuel Horowitz, 
executive secretary; and Harry Brown, 
honorary secretary. 


New York City Jewelry Industry 
Organizes for National War Fund, 
Which Includes Many War Agencies 


This year to raise the funds that are 
needed to carry on the great work being 
done by such agencies as the USO, the 
United Seamen’s Service, the War Pris- 
oners’ Aid, and the various foreign relief 
funds, all of these organizations (with 
the exception of the American Red 
Cross) are uniting in one joint cam- 
paign. 

Instead of 15 or 20 separate drives 
for each of these individual activities, 
people will be asked to give only once, 
with all of the gifts going into one com- 
mon pool which will be prorated among 
the various agencies according to their 
needs. However, any donor who is espe- 
cially interested in any one or more of 
these agencies may stipulate that his con- 
tribution is to go to those agencies in- 
stead of into the general fund. 

The plan should be welcome to the 
public because of the saving of time 
and trouble to them, while at the same 
time reducing the total campaign ex- 
pense and so permitting more of the 
money to go for its intended purposes. 

Naturally, such a program calls for 
intensive organization of the campaign 
effort. In Greater New York, for exam- 
ple, committees are being formed in 
each of the important industries to con- 
tact the people in each line of business, 
so that no one will be overlooked. 

General chairman for the New York 
city drive in the jewelry field is G. H. 
Niemeyer of Handy & Harman, under 
whose guidance a luncheon meeting of 
leading men of the industry was held 
at the Waldorf-Astoria on Oct. 15 to 
set up subcommittees and chairmen for 
each of the various branches of the 
trade. 


G. H. NIEMEYER 


Leads New York 

jewelry industry 

drive for National 
War Fund. 





All present commended the idea of the 
drive, and pledged their enthusiastic sup- 
port. The following were named as sec- 
tion chairmen, each of whom will select 
his own committee from his own 3 

Diamond importers; Alexander , 
Arnstein, Arnstein Bros. & Co.; watch 
importers, Oscar M. Lazrus, Benrus 
Watch Co.; silversmiths, Irving Cooper- 
stein, Elgin Silversmith Co., and M. 
Fred Hirsch, M. Fred Hirsch Co., Inc.; 
watch attachments and case manufac- 
turers, Max Jacoby, Jacoby-Bender, 
Inc.; pearl and stone dealers, Leopold 
Nathan, S. Nathan & Co., Inc. 

Also: imitation stone dealers, Milton 
Heller, L. Heller & Son, Inc.; platinum- 





smiths, Jacob Mehrlust; precious ; 
manufacturers, William omy = 
Ogush, Inc., and Walter F. Beer Wane 
F. Beer Co.; refiners, Sigmund Cn 
Sigmund Cohn & Co.; credit vel ri e 
jewelers, William Wagner, ence = 
secretary of NACJ; cash retail vedi 1 
ae ew and_ wholesalers Ne 
>» Linthicum, Buss-Linthicum-Thore |S! 
Ine. ‘ cum-Thoreog, who 
A few of the groups, because of jj). }4 
ness or previous engagements were not wit 
represented at the luncheon and there. § T° 
fore it was not possible to name chair. just 
men and obtain their acceptances at that | Y% 
time. These will be selected later who 
added to the foregoing list. him 
The campaign gets under way immedi. | 5! 
ately and continues until Dec, 7 the in | 
second anniversary of Pearl Harbor } 
Everyone will be approached and jp. | 
vited to give—not only in New York, but 
throughout the entire country as this 
is a national drive. ‘ | 
The need is great—only one gift jg 
asked—let your response be generous, 


and 
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BEWARE OF PICTURE RACKETEERS 
The Keystone Photo Service, 21 W. 46th | 


St., New York, is not associated in any 
way with THE JEWELERS’ CIRCULAR-KEY. 
STONE, nor has this magazine ever commis- 
sioned it to photograph people in the “ 
jewelry industry. Keystone Photo Service 
states or implies that it takes pictures for I 
JC-K files, which is not a fact. The similar. é 
ity of its name with that of this publication _ 











helps make its sales talk plausible, but ac- : 
tually this approach is merely a ruse to get “ 
prospects to sit for portraits in the hope of co 
selling photographs to them. Don't be fooled a 
by this trick! tha 
sec 

= | plo 

Joseph L. Schwartz, is this year cele- | a 


brating his golden anniversary in the | y 
retail jewelry business in Yonkers, N. Y. rh 
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PLATING| *: 

See ee i , 
(Before) Silverware Repaired his 
Equal to NEW (After) (: 

Removing of Engravings inf 
WM. HERTEL & Co. INC. ist 
Silversmiths & Platers tre 
17 W. 45th St. iq 


New York City 


“26 years at the same 
address” 














ETERNA WATCH COMPAN 
OF AMERICA, INC. | 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 


—|p 
Arch CROWN TAGS): 


Hy qu 
CELLULOID—METAL—PARCHMEAT | 


Send for Catalog Mlustrating | | 
Our New Improced Line a 


18 Crawford St. Newark. N. J: 
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~ ‘They’re In the Army Now 





-ohn, 





retail — 
utive 


slers, No longer @ 


fledgling airman is Lt. 


Roy Sheldon Sandler, former diamond cutter 


rson, | ho joine 
a year ago. 
not F recently wro 
t for a dive bomber 


lair- J nusual fea 


that | lenty of other worries to kee 
a Sandler 


his heroism pretty much 


and him busy on @ mission. Lt. 


: s to take 
= . stride. Said his letter: 

e 
bor, 
in- 
but 
this 





a 


t is | iT, SHELDON 
os SANDLER 


Another Nazi bit 
the dust 


any 


EY. 


d the Army Air Corps about 
Lt. Sandler, who used to be 
ill, f° 2) wax Fine & Sons, Inc., New York, 
with Ma te home to tell his folks he’ 
lere- § sted his first Messerschmitt—an 

just - ilot, 


d 


p 





nis- N. Y. Sun photo 
the | «well, I shot down my first enemy 
ce | airplane yesterday. It was a Me. 109 G. 
for I got him right in the belly and he was 


ar |. dead duck. . . . 


It happened on one 


ion | of our missions and I didn’t even know 


Mc- | the rat was there. 


He apparently was 


ae stooging around to get one of us. I got 
.. him just as he tried an evasive maneuver 
wd that left his belly exposed for a split 

second. Just as I stopped firing he ex- 


_ ploded. 
all for now.” 
signs, is in the Army. 


seas. 
a || 4 William Effler, Jr., who formerly mar 


AJ 
~~ 
SS aNEoen 


his Army station. 


training with the Army Air Corps. 
| (A. Franklin Smith, president an 





OMEGA 


watch of world precision record 








MORRIS 


WATCH CO 


New York 


: | NORMAN M. 


08 Fifth Ave... 


“That's one less we have to worry 
about,” he ended breezily. ‘Well, that’s 


q Willam Bayard Okie, Jr., known for 
his original petite window display de- 
He is serving 
with the Army Transport service over- 


1- 


aged his father’s jewelry store at 7618 
Hamilton Ave., Cincinnati, stopped off 
there briefly last month on a leave from 


q John H. Black, assistant silver buyer 
at A. Stowell & Co., Boston, who went 
into the Army several weeks ago, is now 
stationed at Miami, Fla., where he is in 


d 








DIAMONDS cut. in PALESTINE 





J 
) All small sizes from 1% of a point to 10 point- 
ers, Single and full cut, classified by sizes and 
qualities, 
H. SORIN 
Importer 





576 5th Ave., New York 7s NN. ¥. 
Tel. LOngacre 5-3672 
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manager of Allgaier-Smith Co., 1710 
Douglas St., Omaha, has joined the 
Army. He is a private and is receiving 
his basic training at Ft. Dodge, Iowa. 

q Imagine the surprise of jewelers Ed- 
ward Kckerle, Jr., and William Effler, 
Jr., both of Cincinnati, when they ran 
into each other at Keesler Field, Miss. 
They had both been sent there for basic 
training. 

q Lt. R. H. Swartchild of the U. S. 
Army Air Corps, paid a visit to his 
former headquarters—Swartchild & Co., 
Boston—last month. He has been in 
the Army about two years and is now 
stationed at Presque Isle, Maine. 

q A second lieutenant in the Army is 
James M. Carter, former manager of 
the Royal Jewelry Co., Nashville, Tenn. 
Lt. Carter, who recently graduated from 
OCS at Camp Davis, N. C., is now at- 
tached to an anti-aircraft unit. 

q Carl Ward of the purchasing depart- 
ment at Shreve, Crump & Low Co., Bos- 
ton, who was inducted into the Army a 
few months ago, reports that he is now 
stationed at Fort Custer, Mich., where 
he is in training with the military police 
forces. 

q Pfc. Martin Mueller, formerly in the 
shipping department of H. C. Hurlburt 
& Sons, Philadelphia wholesale firm at 
817 Chestnut St., is now stationed “some- 
where in India,” according to letters 
recently received by his fellow workers 
at Hurlburt’s. 

q Joseph Bourke, advertising assistant 
at the Washington Jewelry Co., Boston, 
has gone into the Army. Joseph Golder, 
formerly manager of one of the branch 
stores and now a member of the Air 
Force, has just been transferred from 
Fort Devens, Mass., to Miami, Fla. 

q “Please write!” is the plea of Harold 
Greenbaum, former buyer of china and 
crystal for L. Luria & Son, Inc., 160 
Fifth Ave., New York, to his friends. 
Mr. Greenbaum left for the Army Oct. 
8. His address may be obtained from 
Joseph J. Luria of the same firm. 

q Corporal Manny Davis, proprietor of 
a Philadelphia jewelry store before he 


CORP. 
MANNY DAVIS 


Visits friends on 
furlough 





entered the Army last year, has been 
transferred to Drew Field, Fla. He re- 
cently visited Philadelphia friends while 
home on furlough. 

q Wedding bells will soon ring for Miss 
Annette Sachs and Ens. Jack Pfeffer of 
the U. S. Navy. Their engagement was 
announced on Oct. 3. Ensign Pfeffer 
is the son of David Pfeffer, president of 
David Pfeffer Co., Inc., New York 
manufacturer of gold rings. Ensign 
Pfeffer was a salesman for the firm be- 
fore he joined the Navy. 





MARCASSITES 


GENUINE SWISS—ALL SIZES 


GENUINE OPALS 


GENUINE AMETHYST 
GENUINE TOPAZ 


MAX SCHUSTER 


10 WEST 47th ST. 
NEW YORK 




















Another Creation 


by Pereira 


Pat. No. 123704 





“Victory Bird” brooch pin beautifully executed in Gold and Palla- | 


__ dium, with Rubies, Diamonds, Sapphires. Price $270. Keystone list. 


Special Order Work Upon Request 


B. PEREIRA INC. | 


22 WEST 48TH ST. |= NEW YORK, N. Y. | 








* DISTINCTIVE x 
MEXICAN JEWELRY 


See our extensive collection of silver Mexican 
handcraft including rings, bracelets, pins 
and earrings. 


F. EICHEN 


1133 Broadway New York City 











J. A. SAMUEL & CO. 


220 BROADWAY NEW YORK 


PALLADIUM 

















ZENITH WATCH CLEANING SOLUTIONS 
None Better at any Price 


CT. $2.00 Order from your Jobber 


Ot. -75 Sample & Booklet on Re quest 
ZENITH CLEANING FLUID CO 


52 Beekman Street ° New York City 
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q Jacob M. Paul, jeweler at 3310 East- are Stanley Paul and W. L. Rocke. 




















: ‘ one ie Th 
ern Ave., Baltimore, will celebrate his second committee will join representa. 4) 
29th anniversary in business this month. tives of other local business organizations } ne 
He recently returned to his shop after a in planning a guidebook to Norfolk to be } to 
month’s vacation in the White Mountains. issued to Navy men stationed there. Dug. } 4! 
q Robert E. Coughlan will retire as vice- ley Cooper, chairmen, will be assisted by bra 
president and secretary of Samuel Kirk EK. Spertner and L. Bartley. Members § bt 
& Son, Inc., Baltimore, after 54 years of of both groups were appointed by Pregj- yea 
service with the company. He will con- | dent Frank Driesell. (! 
tinue as a member of the board of direc- cel 
t T y tors, however, and will serve the firm in Wholesale Jewelers August Sales * 
Q A an advisory capacity. ; $0 
U L q.S. Judson Mealy, president of the Tri- Down | Per Cent from Last Year; ( 
IS NOT AN ACCIDENT State Jewelers Association, has returned Eight Months’ Gain Is 15 Per Cent 9 
to his store at 316 N. Charles St., | tonal Thirty-two wholesale jewelers es n 
. more, after a four weeks’ stay at Capon sales for the feet dat ‘ 
Careful assorting makes our Springs, W. Va. Mr. Mealy vacationed eas ol reece $18,000,000 enjoret® ( 
PRINCESS of energy and with a deep tan, | 25 per cent increase over the same pe- | th 
Se x riod of last year. 
q The Norfolk and Portsmouth RJA is ae, "signals of an impendi 
DIAMOND RINGS offering a reward of $1,100 for a par 2 stock scarcity appeared in ae whe (i 
pre ser ae ae Tardy salers’ data for the month of August, | 
First in Qualit as reported last month in JC-K The wan Anges eens Sere 3 ee cent in he 
y ol can be collected by the proper aang — pe a + inven- | th 
Fi : person at any time before March 2, 1944. ~_ - = ‘ = M . a dipped 18 F 
irst in Value q Worrell’s jewelry store at 107 S ms pe Sad ; — 1942, and 8 per I 
Tach} . & Bs ernes cent below July, 1943. r 
pag Mr : niall ahetmaell th jewelers, the wholesalers’ accounts re |} Ww 
— ae Pages: s U a pe ti on ceivable dropped 10 per cent below Au- a 
n= lig ilies me ieee ram “os _ 1943, and 5 per cent below July, | 1 
, ; ; y 2 | 1943, i a 
VEWLLE Y tne JEWEL Lg Bond to keep the bond of all the United eat ‘ 
Nations,” proclaimed the ad. “ ‘United ; ve h 
BALTIMORE, MD. we stand, divided we fall! ” Nashville Jeweler Makes Patriotic \ 








q Cadet Donald C. Hudson, Santa Ana, Use of His Well-Trained Tenor 














] 
Cal., stationed briefly at the Nashville 5 Tae 
' aes Army Air Classification Center, left his ; Fred ° Waller, Nashville's Singing 
nein ene cengmeummnas wate te be repaired “somewhere within jeweler,” is a usy man after business 
a mile radius of the Y. M. C. A.,” and hours at Coles & Waller, iu 
received a ticket, numbered 7670, for _Once his musical activities _ were ae 
identification when he returned for it. limited to directing and solo work in 
Yes, he forgot the location of the jeweler Nashville church choirs—but now the 
and had to call on local newspapers to greater part of his songs are for Ser- ' 
help him locate it. vice Men in camp theaters and U. S. 0. 
q The Police Department of Baltimore centers. After entertaining at Tulla- 
is looking for information regarding an homa, ourenn, ee ee Re. | 
Elgin wrist watch which, police say, was ville, he finds | that ri : Re oe 
dropped at the scene of a crime. The These Are Worth Fighting For” are | 
¥ THANKS A watch has seven jewels and is enclosed top fevorRes. ——— 
% in a square nickel case. Numbers are: Jeweler Waller has also contributed to 


movement 33368288; case 9672943; the spirit of patriotism at Red Cros 
scratch marks R-13877, R-14711, 3-5-8 L |- and Army-Navy Relief benefits. 

or D. Anyone having information re- 
garding this watch has been asked to 
communicate with Stephen G. Nelson, 
chief inspector. 

q Watch repair work is still piling up 
on jewelers and watchmakers. R. L. 
Rost, Pulaski, Tenn., jeweler, has an- 
nounced: “Until further notice our store 
will be closed all day on Thursdays in 
order to have one day each week of un- 21 WEST 
interrupted work time to help take care — BALTIMORE ST. 
of the overwhelming amount of repair BALTIMORE, MD. 
work which has poured in on us for more 


than a year; work that has been taken “AN INSTITUTION 


care of partly by long hours at night.” ” 
J. E. Coleman, past president of the of DEPENDABILITY 
Tennessee Jewelers and Watchmakers ESTABLISHED 1885 
Association, has a sign on his Nashville 
shop door which reads: “No new repair 
work accepted before Jan. 1, 1944.” S SM TH C0 
q The Norfolk and Portsmouth RJA at ALBERT " Y ‘5 
a meeting Oct. 7 set up two committees WHOLESALE 


+) ee ee to further civic affairs. One committee 
rd - WATCHES 
headed by S. D. Hardy, will work for DIAMONDS - W 


WHOLESALERS BALTIMORE. MD. increased police protection for retailers @ JEWELRY ® 


Importers of EASTON WATCHES in the area, particularly during the 5 HOPKINS PLACE, BALTIMORE, MD. 
IEEE es 2 


Christmas rush season. With Mr. Hardy 


MILLION... 
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Max D- Feinberg formally opened his 
agra and showroom at 206 Washing- 
oe uare building on Oct. 12. 
- a Sickles, 1015 Chestnut St., cele- 
(ied his 79th birthday on Oct. 10. He 
has been in the jewelry business for 55 
Treen Barr and Mrs. Barr have re- 
cently returned from a trip to Notre 
Dame University where they saw their 
gon, Joseph, graduate as an ensign. 
{Blanche Parks of Brown, Gold Co. 
sold $32,000 worth of War 
jewelers during the 
She took only 


sonally 
en to Sansom St. . 
Third War Loan Drive. 
two hours to do it, too. 

Manv Philadelphia jewelers attended 
the Allied Jewish Appeal dinner at the 
Bellevue-Stratford early last month. 
4. W. Recoosin of the Bulova Watch 
(o. was chairman of the affair. 

The Horolovical Guild of Philadelphia 
held its monthly meeting October 12 in 





rer 











the Franklin Institute, with Herman 
Pedrick of Bailey, Banks & Biddle Co., 
1218-1222 Chestnut St., presiding. 

¢ Brown Gold Co., 110 S. 8th St., has 
taken over the store next door. The 
wholesale firm has added new fixtures 
and lighting equipment and now has 
modern and spacious show rooms which 
are twice the size of its former offices. 
(John Fisher, manager of H. O. Hurl- 
burt & Sons, 817 Chestnut St., recently 
left on a fall buying tour through New 
England. [Leon Sickles. of M. Sickles 
and Sons, 904 Chestnut St., is also on a 
buying trip in the New England area. 

q Paul M. Stern, of Louis Stern Co., 
Inc, 700 Chestnut St., could probably 


use a commuter’s ticket between Phila- 
delphia and Providence, R. I. He’s been 
spending most of his time in recent 


months visiting the firm’s New England 
factory. 


Urges Removal of Toll Provision 
From Gold and Silver Orders 


WPB Gold Limitation Order L-45 and 
Silver Limitation Order M-199, as they 
stand at present, both provide that the 
toll processor who works in either of 
these metals for another manufacturer 
shall have his quota of the metal and 
charge against it the weight of goods 
which he processes under the toll ar- 
rangement. 

J. L. Travis, of Handy & Harman, 
believes that this set-up is cumbersome 
and confusing and provides no greater 
safeguard in the direction of conserving 
metal, than would be the case if only the 
manufacturer for whom the toll work 
is done were assigned a quota and all 
metal which he turns over to other firms 
for processing under a toll arrangement 
be charged only against his quota. 

In furtherance of this suggestion, Mr. 
Travis has submitted the following memo- 
randum to the War Production Board: 
“The whole difficulty of controlling 
toll processing equitably by quotas un- 
der both L-45 and M-199 seems to be 
caused by the fact that in both regula- 
tions toll processing in the base periods 
IS given a quota, which invariably means 
that there are two quotas from the base 
period on the same gold or silver (one 
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Pennsylvania Retailers Reorganize 
Oct. 25 After Successful Campaign 
To Swell Membership Ranks 


After completing a highly successful 
campaign for increased membership the 
Pennsylvania Retail Jewelers Associa- 
tion met for reorganization on Oct. 25 
at the Hotel Yorktowne, York, Pa. 

The association now boasts a total of 
239 members, located in 72 different 
cities and towns throughout the state. 

Guest speakers at the session were 
ANRJA President Charles J. Michaels; 
Wilson A. Streeter, Bailey, Banks & 
Biddle, Philadelphia, former ANRJA 
vice-president; Fred W. Roedel, Utica, 
N. Y., president of the New York State 
RJA; and ANRJA Executive Secretary 
Charles T. Evans. 

Under discussion were the shortages 
and black market dealings in 








both | 


watches and gold jewelry, revamping of | 


the Office of Price Administration, the 


tax situation, and problems of credit | 


selling. 

Also on the 
“The Functions of the State 
tion,’ “Activities of ANRJA,” 
“Getting Publicity for Your Store.” Re- 
tailers participated in informal round- 
table discussions on retailers’ problems. 

Members were the guests of the asso- 
ciation at luncheon and dinner. 


program were talks on 





to the processor and one to the owner 
who did additional work on the same 
gold or silver). 

“Wouldn’t the resulting difficulties be 
best solved if quotas from the base 
period were denied for processing that 
was done on toll in the base period fol- 
lowing which toll processing could be 
allowed currently without limitations 
excepting those listed below: 

“1—That current processing of gold or 
silver on toll be charged against the 
quota of the one for whom the process- 
ing is done (owner). 

“2—That the toll processing work can 
be done without additional equipment or 
increased employment.” 

This, of course, involves an important 
retroactive change in the regulations, 
but I believe it is worth considering.” 

Although no decision has yet been an- 





nounced, it is difficult to see any objec- | 


tion to the suggestion since it does not. 
relax the control of over-all consumption 
of metal and would greatly simplify 
record-keeping and procedure. 





SEATTLE JEWELERS BUY BONDS 


Jewelers of Seattle, Wash., purchased 


Associa- | 
and | 





more than $361,000 worth of War Bonds | 


during the Third War Loan Drive, the | 


Seattle 
announced. 
outstanding 


Retail Jewelers Club, Inc., has 


accomplishment for 


“We think this is a rather | 
the | 


jewelry industry in a city the size of | 


Seattle,” said D. D. Stewart, club secre- | 
tary. 
Robert Anstead has announced the 


consolidation of his Los Angeles branch 
store with his main retail jewelry store 
at 9443 Wilshire Blvd., Beverly Hills. 
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Watches & Jewelry 
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1015 Chestnut St. 
22 West 48th St. 


Philadelphia 
New York 











JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We hace served the trade 
since November I, 1894 














ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 
REBUILT WATCHES 


of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladies and gents.—Orders filled promptly. 
We also carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. : 
Write for Catalog. 
CENTRAL WATCH MATERIALS & 


SUPPLY CO., INC. 
134 S. 8th St. Phila., Pa. 











BYARD fF. BROGAN 





Manulacturer of Distinctive Diamond 
Mountings and Wedding Rings 


oun Seman Sin Philadelphia 

















BOWMAN 


Technical School 


Courses for Success for 


Watchmakers 
Engravers, Jewelers 
Write for free book “Your 


Future and Our 
JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 














College of Horology 


SCHOOL FOR WATCH MAKERS, 
JEWELERS AND ENGRAVERS 


and Somerse! Streets 
PHILADELPHIA. PA 


Philadelphia 

















A.C. Jaercitcal & Co. Ine. 


mPORTERS 


M \ 
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WATCHES: / |v Qa 
CLOCKS - JEWELRY .SILVERWARE 
373 SZ _ BOSTON 

WASHINGTON ST. ‘ MASS. 


\. DIAMONDS 








Specializing 
in 
Cutting Semi-Precious 


STONES 


in quantity 


PHILIP F. POPOLLA 
Imports—Lapidary 


33 W. 46th ST. N. Y. CITY 











Symmetalic 
(Karot Gold on Sterling) 


and STERLING SILVER 


REAL 


So 


STONE JEWELRY 


i direct to retailers 


W. E. RICHARDS CO. 


ATTLEBORO, MASS 








MASSACHUSETTS 


SCHOOL OF OPTOMETRY 


Four-Year Day Course 


For further information address 
Administrative Office 


1112 BOYLSTON STREET 


Boston, Massachusetts 





NICKEL SILVER 
PHOSPHOR BRONZE 
THE SEYMOUR MFG. CO. 


SEYMOUR, CONN. 








ENAMELING 


ON YOUR 
EMBLEMS and NOVELTIES 
SEND THEM TO 


MANUFACTURERS SUPPLY CO. 


174 Chestnut St. 








Providence, R. |. 








t ESMA 
‘ _ 
DINIKS 
a 4» 
STERLING 


ol of oe rn 316) 








Solder or Cement 


in 10K Gold or Sterling 
on any Metal, Wood or Plastic Item 


List of complete articles furnished 


H. L. HIRSH & CO. tS foOY 5, 





MILITARY EMBLEMS 


PROVIDENCE, R. I. 
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q George C. Bassett: of Buzzard’s Bay, 
Mass., is having some repairs made on 
his store. 

q Theresa G. Brogan has become the 
sole owner of the J. M. Hall Co., manu- 
facturing jewelry firm of Providence. 
q The W. & A. Tool Co., Attleboro 
manufacturers of jewelers’ tools, has 
moved to a remodeled building on Union 
St. 

q Donald McPhee of the Needham, 
Mass., jewelry store has gone into war 
work and Mrs. McPhee has taken over 
the management of the store. 

q Lester W. Chappell, buyer of the gold 
department at Smith-Patterson Co., Bos- 
ton, has left :to become manager of 
Millard F. Davis, Inc., in Wilmington, 
Del. 

q Louis H. Burack of Winthrop, Mass., 
was the unfortunate victim of a thief 
who smashed the window of his store 
recently and scooped out several hun- 
dred dollars worth of jewelery. 

q Richard Chesley, leading diamond 
salesman at Thomas Long Co., Boston, 
has gone into war work for the duration 
at the General Electric Co. at Lynn. 
q Pawtucket, R. I. has a new jewelry 
store, Gilbert’s, of Pawtucket, Inc., 
which opened Oct. 16 at 217 Main St. 
It is controlled by George and Rose 
Gerber. 


| q Six expensive men’s rare watches were 


stolen from a display window at Ger- 
ber’s, Inc., Providence jewelry store at 
240 Westminister St., by a thief who 
smashed a pane of glass. 

q Matt Gold, formerly associated with 
the George Gerber jewelry store, Provi- 


| dence, has gone to Oklahoma City where 











he will act as manager of Rosenfield 


| jewelry store. 


q The annual meeting and dinner of the 
New England Manufacturing Jewelers’ 
and Silversmiths’ Association was held 
Oct. 28 at the Narragansett Hotel, 
Providence. 

q D. C. Percival & Co., 373 Washington 
St., Boston, has now taken on a line 
of perfume. It is also carrying the 
three types of American flags recom- 
mended by The Flag In Every Home 
Committee. 

q Two new jewelry manufacturing firms 
have been incorporated in Rhode Island. 
They are Rossman, Ine., with a capital 
stock of 200 shares of no par value and 
Belcrest Products, Inc., with a capital 
stock of 500 shares of no par value. 

q John C. Nelson, who has been in the 
home office of Swartchild & Co. in Chi- 
cago for a year, has been transferred to 
the Boston office at 387 Washington St. 
where he will serve as manager, with 
William Redmond as assistant man- 
ager. 

q George L. Collins, manager of the 
silver plated department at ‘Tilden- 
Thurber, Providence, has retired after 
30 years of service with the store. The 
firm presented Mr. Collins with a silver 
bowl and a handsome check, while the 
employees gave him a silver cigarette 
box. The manager of the Newport 
branch presented him with a billfold. 

q Many uptown Boston jewelry stores, 
including Bigelow-Kennard Co., Shreve, 
Crump & Low Co., and Kennard & 
Company, Inc., have not followed the 
suit of downtown stores in going back 





hours. 
taining the 9:30 in the morning to 5 
in the evening schedule in a new 
ment which will be made permanent if 
it proves to be as practical as anticipated 


to winter They are still main- 


experi- 


q Providence jewelry stores generally 
have made progress in reducing their 
backlog of watch repairs. One of the 
larger firms has cut the waiting period 
from four months to five weeks by tem- 
porarily refusing new work and by con- 
siderable overtime on the part of the 
repair men. Meanwhile, general bysj- 
ness continues brisk with consequent 
thining of inventories. 

q A follow-up of a recent JC-K survey 
reveals that the manpower situation con- 
tinues serious in R. I. jewelry plants 
but few concerns report that work js 
being materially retarded by the lack of 
help. However, some firms believe that 
any further deterioration of the situation 
probably would force slowdowns. Sep- 
tember payrolls of R. I. jewelry manufac- 
turers were 2.3 per cent below August. 
q Kennard and Co., Ine., is the new 
name of the 37-year-old firm of Hodg- 
son-Kennard & Co., 15 Arlington St, 
Boston. John S. Kennard has beep 
named president of the firm, replacing 
in that office Edgar W. Hodgson, who 
has retired. Mr. Hodgson was one of 
the organizers of the firm in 1906. Mr. 
Kennard is the fourth generation of his 
family to maintain a tradition for fine 
jewelry. 

q Robert Hines of the Boston Mineral 
Club was guest speaker at the Oct. 14 
meeting of the Boston Guild of the 
American Gem Society. He spoke on in- 
dustrial quartz. The monthly quiz by Dr. 
Edward Wigglesworth took up _ the 
tourmaline and opal, and students con- 
tinued their study of diamonds after the 
general business meeting was concluded, 
the advanced students working with Dr. 
Wigglesworth, and John Kennard of 
Kennard & Company, Inc., taking the 
intermediate class. 

q Harkins & Murphy Co., Ine. 373 
Washington St., Boston, has been bought 
out by Michael W. Mahar and Elliott 
W. Fngstrom. Both were formerly with 
Swartchild & Co., Mr. Engstrom hav- 
ing been manager of their Boston office 
for four years, and Mr. Mahar sales- 
man for the past 10 years. The business 
will be carried on under the name of 
Harkins & Murphy Co., with Mr. Mahar 
handling the inside business while Mr. 
Mahar is on the road. Former employees 
are being retained by the new manage- 
ment. 

4 The bowling season has started in the 
Boston Jewelers Bowling League, with 
nine teams in the line-up instead of the 
usual 10. Shreve, Crump & Low’s cham- 
pion team of last year is the absent 
member and rivalry will be high among 
the players this year for the coveted 
number one place at the season’s end. 
The following teams will be in the run- 
ning: Thomas Long Co.; D. C. Percival 
& Co.; Smith-Patterson Co.; Frank A. 
Gendreau jewelry firm; Harkins & 
Murphy Co.; E. B. Horn Co.; Bigelow- 
Kennard Co.; A. Stowell & Co., and 
E. H. Saxton Co. 

q Adrian Lesperance, president of Bige- 
low-Kennard Co., who has been 4ap- 
pointed chairman for the Boston retail 
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_ 1 division of the United War 
jer ive will be assisted by Allen 
F Shien treasurer of Thomas Long Co., 
Dav e-chair™Man } Harold Siegel of the 
3 “hington Jewelry Co.; E. W. Read of 
ar Blake & Read; Frank Libbey of 
Me th-Patterson Co.; Clifton B. Lund; 
award Reagan of Reagan Kipp Co.; 
4 Philip Hershon of the Shawmut 
je ‘ery Co. Emanuel Alberts, treasurer 
o Alberts Sons, who is chairman of 
‘yholesale jewelry division of the 
--» tc asking David Percival, Jr., of 
rc Suscival & Co., and Edmund W. 
Kirby, to assist him in canvassing the 


wholesale trade. 

The watchmaking school which is be- 
ing organized at the Waltham Watch 
Co, will open in November, it is an- 
nounced. Students completing the 18- 
months course will be placed by the 
Massachusetts & Rhode Island RJA in 
tail stores as trained watchmakers, or 
may take employment with _ the 
Waltham Watch Co. The RJA 
will furnish the students, although 
sme pupils from other sources 
may be accepted. The course will cover 
getting up and dialing, matching, hair- 


the whol 








~~ ae 








gpring leveling and truing, balance tru- 
ing and poising, as well as finishing. 
Applicants may apply to Harold T. 
Partridge of Trefry & Partridge, Inc., 
» Beacon St., Boston, RJA president; 
L. Blaine Libbey, E. F. Lilley Co., Mil- 
ford, Mass.; John Peterson, Peterson’s, 
Inc, Needham, Mass.; or Norman L. 
Walthers, personnel director of the 
Waltham Watch Co., Waltham, Mass. 
{Members of the Boston Jewelers Club 
were hosts to more than 80 servicemen 
at their annual beefsteak dinner at the 
Latin Quarter Oct. 20. It was one of 
the most successful affairs ever held by 
the club, with both servicemen and 
jewelers devoting themselves whole- 
heartedly to the enjoyment of the occa- 
sin. The jewelers engaged the entire 
top floor of the night club with the en- 
tertainers giving a special performance 
for the party. John S. Kennard, vice- 
president of the Boston Jewelers Club, 
arranged for the invitations to be ex- 
tended to servicemen. [.. Blaine Lib- 
bey, president, was number one _ host, 
assisted by Carl F. Lawton, secretary- 
treasurer. 

The club will hold its annual business 
meeting on Friday night, Nov. 12, at 
the Parker House, at which time new 
officers will be elected for the coming 
year. All members have been urged to 
attend. 





Gruen Sponsors Educational Program 


A plan under which the Gruen Watch 
Co, will share expenses with employees 
who wish to attend evening classes in 
an effort to extend their education, is 
announced by Benjamin S. Katz, Gruen 
president. 

The company has agreed to pay one- 
half the cost of courses related to em- 
ployees’ duties. Employees may attend 
one of two local universities, a mechanics 
institute, or a business school. The plan 
applies to employees of any department 
of the organization. 


CANADA JULY SALES HIGH 


Sales of retail jewelry stores in Cana- 
da averaged 25 per cent higher in July 
of this year than last, the Dominion Bu- 
reau of Statistics report. 
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August Sales Jewelry Tax 
Shows 33 Per Cent Gain 


The 10 per cent Federal excise tax on 
September jewelry sales rose 15.6 per 
cent over July, 1942, and helped to boost 
the tax for the first eight months of 1943 
to 33.1 per cent ahead of the same period 
of last year. 

Indicated on the basis of the first 
eight months is a total 1943 jewelry tax 
of $110,000,000. 

The following table shows the 10 per 
cent tax for the first eight months of 
1943 and 1942: 


Customary 

Amount of percentage | 
“Month tax collected of year’s 
of Sale’ 1943 1942 ‘total sales | 
Jan. ..$10,838,828 §$ 8,283,693 5.6% 
Feb. .. 5,487,757 4,248,651 5.2 
Mar. . 6,642,986 4,598,241 6.0 
April . 7,211,572 4,625,160 6.5 
May .. 5,663,564 4.912,290 8.0 
June . 8,315,463 6,016,472 8.6 
July . 7,454,935 5,365,501 6.5 
Aug. . 6,370,715 5,512,791 6.6 
Kight- 
month 


totals $57,985,820 $43,562,799 53% 


Oneida Wins Second "E" Award; 


Everedy Honored for Production 





A white star now gleams on the Army- | 


Navy “E” pennant of Oneida Ltd., 
Oneida, N. Y.—a sign that Oneida has 
won for the second time Army and Navy 
recognition for its high standard of pro- 
duction in making weapons of war. 

M. E. Robertson, general manager, in 
teling employees of the firm’s honor, 
said: “You have justly earned this 
honor and I want to add my congratula- 
tions and thanks. . . . Our 562 boys at 
the front will be mighty happy to know 
that the folks back home have received 
a second service stripe. 

“The ‘big push’ is on. Training is past. 
There must be no let up in the effort to 
make sure that adequate war weapons 
are on hand, in the right place, at the 
right time,” he said. 

The Everedy Co., Inc., Frederick, Md., 
maker of Evercraft giftware, now con- 
verted to 100 per cent war production, 
received the Army-Navy “E” award on 
Oct. 19. 











Said Vice-President William Lebherz | 


when the award was announced, “That 
we are proud to receive this award, goes 
without question. But the real satisfac- 
tion that we of Everedy, management 
and employees alike, get out of the 
award is that we have contributed to- 
ward winning the war—and to warrant 


the term ‘Excellent’ is a challenge to | 


continue our work in this direction. The 
‘E’ pins which we will wear will be con- 
stant reminders of this challenge.” 





Roland P. Brown Now With OCR 


Roland P. Brown is the new assisant 
to Henry A. Dinegar, head of the dur- 
able goods and products division of the 
Office of Civilian Requirements. Mr. 
Brown was formerly director of pro- 
gramming in the consumer durable 
goods division of the War Production 
Board. 

Before he joined WPB in July, 1942, 
Mr. Brown was director of the market 
and consumer research division of R. L. 
Polk & Co., city director publishers. 








| DON’T BUY 


DIAMOND PAPERS OR JEWELERS SUPPLIES 


BUY... — 


WAR BONDS & STAMPS 


If you must buy European or Domestic Papers, 
Wallets, Cotton, Tweezers, etc., buy them from 
us and we'll buy more Bonds and Stamps. 


Write for Catalog, Samples, Prices 


INC. 
7 W. 45thSt., NEW YORK 
s 

















Genuine 


PERUVIAN SILVERWARE 


Guaranteed 900 fine 


Handmade Bracelets, Brooches, 
Charms, Rings, Filigree, etc. 
Orders attended at low cost by 
Air Express. Sample assort- 
ment including freight, etc., 


$30.00. 


ENRIQUE KAUFMANN ROOS 


P. O. B. 886 Lima, Peru, S.A. 











ATHENA ES ONT ATE MOTE 
DESIGNING - BROCADING 
* 


NORTH ATTLEBORO ENGRAVING CO 


ATTLEBORO FALLS. MASS 







22 Patterns Sterling Silver 

ANCHESTER 
SILVER COMPANY 

Providence Rhode Isiaad 














Sold only direct 
to Retailers 






250 Sterling Charms in Illustrated Catalog on request 
WELLS MFG. CO., ATTLEBORO, MASS. 





REED & BARTON 


SILVER POLISH 


A superior polish—made by sil- 
ae for jewelers’ use and re- 
sale. 


Freight now prepaid in U. 8. in 
specified minimum lote — jeweler 
receiving full 100% profit. 

REED & BARTON - Taunton, Mass. 








BILLFOLDS 


FOR IMMEDIATE DELIVERY 
“TOWNLEIGH CASTLE” BRAND 
from $3.50 to $8.50 keystone 
Also jobbing set up 


S. TEPPER 
279 CONKLIN AVE., HILLSIDE, N. J. 
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Working 
for 
Victory 


Critical metals, steel — brass — nickel 
— lead — cadmium — zinc —etc., have 
gone to war. 


The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 


Let the dollars join in this Home 
Front effort to insure the Victory— 
BUY WAR BONDS. 


F. H. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 











-Y. FINKELMAN 


* ae 8 
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Diamonds and Fine Jewelry 
9 EAST MADISON STREET 


CHICAGO 
EST. 1923 ae 

















Gold=Silver 
PLATING 


““4SK ABOUT” 


HODANIZE 


TRADE MARK REG. U.S PAT. OFF 


Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 


10 S, Wabash Ave. CENtral 6089 
Which, Case Fzpanng ip 
@UR WORK COSTS NO MORE THAN 
ORDINARY WORK o 


BECKER-HECKMAN CO. 
29 E. Madison St. 


























CHICAGO, ILL. 
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At a recent meeting of directors of the 
Ball Watch Co., Cleveland, and The Ball 
Co., wholesale jewelry firm, Chicago, 
Webb C. Ball II was elected president 
and treasurer of the Ball Watch Co., and 
president of The Ball Co., to succeed his 
father, the late Sidney Y. Bail. Other 
officers of The Ball Co. are W. E. Ruth- 
hart, vice-president and secretary; Chas. 
H. Spencer, vice-president; A. N. Price, 


treasurer; C. W. Knights, assistant 
treasurer. Mr. Ball has been a director 
of both companies for several years. 


q Bernstein Bros., retail firm at 10 N. 
Clark St., has purchased the building 
next door at 18-22 N. Clark St. The 
newly purchased building has five stories. 
4 Fred E. Warnecke, representing S. O. 
Bigney Co., Mass., and Lamson & Good- 
now Mfg. Co., formerly located at 10 S. 
Wabash Ave., is now established in new 
quarters in the Heyworth building. 

q I. Oiring & Daughter, diamond dealers 
located at 39 S. State St. for several 
years, have moved into new modern 
equipped quarters on the 14th floor of 
the Heyworth building, 29 E. Madison 
St. 

q Three suave. well-dressed bandits 
robbed the M. I. Shanoff jewelry store in 
the Merchandise Mart building of $2,748 
worth of rings last month. While em- 
ployees were busy with other customers, 
the three opened a show case with a key 
kent beneath it and took out the rings. 
q Two more members of the C. & E. 
Marshall Co.’s Chicago office have joined 
the armed services, leaving last month for 
Camp Grant. They are B. F. Kadison, 
advertising manager, and Harry Leviton, 
manager of the crystal department for 
20 vears. This brings the C. & E. Mar- 
shall total to 60. 

q M. A. Mead & Co.,. 58 E. Washing- 
ton St., Chicago, has onened a branch 
office at 22 W. 48th St., New York, under 
Edward Stern, formerly of their Pitts- 
burgh office. Complete assortments of 
their Boulevard line of watches and 
rings will be carried. Other branch offi- 
ces are maintained at Milwaukee, De- 
troit and Pittsburgh. 

q The corporation of Linick, Green & 
Reed, jewelers’ tools, 29 E. Madison St., 
was dissolved last month and Ernest 
I inick is now sole owner of the business. 
q The Chicago Jewelers Bowling League, 
while reduced to six teams this year due 
to scarcity of bowlers got off to a good 
start and after one month of play the 
teams ranked as follows; with games 
won and lost: C. & E. Marshall Co., Bog 
Rogers, Captain, 8-4; Jewelers Club 
Hans Bagge, 8-4; B. Allen & Co., Ray 
Rnst 7-5; A. C. Becken Co.,’ Bill Hill, 
7-5; The Ball Co., Ed Springer, 5-7 
and Swartchild & Co., Ed Enderman, 
1-11. Gus Reinert is president of the 
League, Ed Springer, vice president, 
and Dave Newman is secretary. 

q The Credit Jewelers Association of 
Chicago resumed its meetings on Oct. 
6 at the Covenant Club with Captain 
Jack Blalock, Senior Flight Surgeon of 
the Aviation Cadet Board, as_ guest 
speaker. Captain Blalock, who recently 
returned from the Middle East gave 
some thrilling stories of his experiences. 
Chairman George Applebaum of the 
welfare committee discussed at length 
the proposed excise tax of 30 per cent 





on retail jewelry sales. The prevailin 
opinion of those present was that © 
general sales tax of 10 per cent would 
raise an equal or greater amount of 
revenue and be more equitable. 

q The Chicago Jewelers Association 
held its October luncheon meeting on 
the 21st in the Wedgewood dining room 
of Marshall Field & Co. This was the 
occasion of the annual tribute to past 
presidents, many of whom were res- 
ent. President R. Schell Hulbert intro- 
duced the speaker Dr. Vicente Paulo 
Gatti, Chicago vice-consul for the Re- 
public of Brazil. Mr. Gatti, a graduate 
of the University of Naples and for 
nearly five years associated with the 
University of Foreign Relations at Rio 
De Janiero, gave an interesting talk on 
“Import, Export and Postwar Trade 
Relations between Brazil and the United 
States.” 


Watch Importers Can Contact Swiss 
With Pictures Sent by Radio 


With American watch importers and 
their Swiss sources unable to contact 
each other by mail, considerable interest 
throughout the jewelry industry was at- 
tached to the linking of the two countries 
by radiophoto on Sept. 21. Thus, engi- 
neering drawings, legal documents, ad- 
vertisements, halftone photographs and 
other papers can again be transmitted— 
by ether wave—between New York and 
Berne, Switzerland. 

The minimum charge between these 
points, $48, is based upon an area of 150 
square centimeters (about four by six 
inches). All material should be pre- 
pared on flexible white paper having at 
least one nine-inch dimension. If the 
subject matter is of smaller area than 
the paper used, the material should be 
centered on the larger paper with the 
long dimension of the material parallel 
to the longer dimension of the paper. 

Drawings and similar material should 
be clearly done in black india ink on a 
white background, with lines at least as 
wide as the ruled lines on the average 


writing tablet. Contrasting — sharply 
focused positive photostats are ae- 
ceptable. Printed material should be 


10-point. 

Material for transmission to Switzer- 
land should be delivered to R.C.A. Com- 
munications, Inc., 66 Broad St., New 
York. Other foreign cities with R.C.A. 
radiophoto service facilities are Buenos 
Aires, Melbourne, Cairo, London, Mos- 
cow and Stockholm. 


James W. Johnson is the new manager 
of the Duval Jewelry Co., credit store in 
Gainesville, Fla. Mr. Johnson was for- 
merly the manager of the Bay Jewelry 
Co. store in Jacksonville. 
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Your Jopper Has 


NEWALL ; 
“Quality Findings”O 


The Newall Mfg. Co. - Chicago | 
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OCR Hopes for Increased 
Jewelers’ Wares in 1944 


larm clocks, watches, and silver- 
ated flatware are on _ the Office _of 
‘vilian Requirements list of civilian 
9 and OCR is now laying 
es for possible increased production 
sss items in 1944, an OCR spokes- 
: old JC-K last month. 
r workers all over the coun- 
OCR has 


man to 
With wa ; 
clamoring for timepieces, 


try A “an 
jaced them in a top position on the 
tet Although hoped-for production 
figures were not disclosed, OCR said 
that time keeping is considered “essen- 
tial” and that serious thought is being 


iven to 1944 manufacture of more Vic- 
tory model alarms and pocket and wrist 
vatches. 

"OCR admitted criticism on the Vic- 
tory model alarm’s distribution, and de- 
cared that the wholesale and_ retail 
trade division was “working on the 
problem” and that it is hoped that 
future distribution will be on a more 
equitable basis. ; 

Wrist and pocket watches which may 
be produced are non-jeweled types re- 
tailing at from $4 to $8. 

OCR is also considering increased 
production of low-priced silver-plated 
fatware to go to individual civilian 
users. Present production of this type 
of ware is now going only to restaurants 
and essential eating places, such as war 
plant cafeterias. Reason for the pro- 
posed increase is the large number of 
war marriages. 

That retailers will receive this mer- 
chandise to pass on to consumers seems 
probable—OCR aims at distribution 
through “the regular channels” (see 
page 153 of your October JC-K). How- 
ever, if production is permitted next 
vear it will not be on anything like a 
prewar basis but only to fill essential 
needs, OCR warned. Also, if production 
is increased it will definitely not be un- 
til after the first of the vear, with goods 
reaching the market in early spring. 
Allotments of materials for the fourth 
quarter of this year did not include the 
material necessary for an immediate in- 
crease for civilians, OCR said. 

Early this month OCR will make its 
request for materials for civilian pro- 
duction in the first quarter of 1944, The 
request will be to the Requirements Com- 
mittee of the War Production Board— 
this committee makes the materials allot- 
ments for all claimant agencies. 


Jewelry Sales Up 21 Per cent 
For September of This Year 


Retail jewelry sales for the month of 
September averaged 21 per cent higher 
than the same month of last year, accord- 
ing to reports by the Department of 
Commerce. The report is made on the 
basis of reports of 19 states—figures 
for the remaining states were not yet 
available as JC-K went to press, but 
the 19 states included are sufficient to 
establish a fairly good index for all. 

September’s jewelry sales in the 19 
states reporting averaged 4 per cent 
above this year’s. August sales, the De- 
partment of Commerce reports. Total 
sales in dollars was slightly higher than 
$3,750,789 for reporting stores. 

Cumulative sales for the first nine 
months of this year averaged a rise of 36 
per cent in 13 states reporting their 
figures. 
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Watches for Russia Committee Asks | 
17,000 Jewelers to Aid Allies; | 
Russians Need 100,000 Timepieces | 


With the watchword, “Every watch 
will be a time bomb for Hitler,” the 
American Jewelers Committee to Collect 
Watches for the Russian Army, last 
month stepped into high gear _ its 
efforts to provide 100,000 watches for 
the coming winter offensive on the first 
front. 

Invitations to take part in this emer- 
gency collection from the public of 
watches, new or used, men’s or women’s 
models, to help our Allied forces went 
out during mid-October to 15,000 re- 
tail jewelers and to 2000 wholesale 
jewelers. 

“Send one new watch, if you can,” 
said Harry R. Gerber, of Bramley & 
Co., White Plains, committee chairman. 





“If possible, repair watches needing at- 
tention. When you give a new watch 
or repaired watches, your gift will be 
doubly acceptable, because it will ex- 


pedite their shipment and help avert a | 


bottle-neck in our repair facilities in 
New York. 

“However, don’t wait until you have 
a very large number—and remember 


that all types of watches are acceptable.” | 
Campaign material available from the | 


committee, 285 Madison Ave., New 
York 17, includes window posters, radio 


briefs, newspaper publicity and details 


on how to form a local jewelers’ com- 


mittee, all with the purpose of localiz- | 


ing the watch collection drive in your 
city, to speed as many new or repaired 
watches as possible to the Russian front 
in time for the winter offensive. 

Four manufacturers of non-jeweled 
watches last month were repairing gratis 


or with less than nominal charge hun- | 


dreds of watches of their make collected 
earlier in the year by the Ambijan Com- 
mittee, with which the American Jewel- 
ers Committee is affiliated. These co- 
operating watch manufacturers are In- 
gersoll, Ingraham, New Haven and 
Westclox. 


"Importer" Definition Extended 
Under Watch Freeze Order 


Anyone who either directly or through 
an agent brings watches or watch move- 
ments into the United States is an im- 
porter. ‘This expanded definition of the 
term importer was announced on Oct. 9 
through an amendment to L-323, the 
purpose of which was to make it clear 
that all watches coming into the United 
States are subject to restrictions of the 
order. 

To the original definition which read 
“For the purposes of this order an ‘im- 
porter’ means any person who has a 
symbol or an identifying mark recorded 
with the Bureau of Customs, United 
States Treasury, for the purpose of im- 
porting watches or watch movements,” 
the following addition was made: “or any 
other person who in the course of his 
business, either directly or through an 
agent, brings watches or watch move- 
ments through customs into the conti- 
nental United States.” 


A new jewelry store, the Juliet Shop, 
has been opened at 48 E. Congress St., 
in Tucson, Ariz., by Walter Hartwig, 
who is also proprietor of a women’s spe- 
cialty shop. 





FEINSTEIN BROS. 


+ Jobbersin + 
Watch Materials and Supplies 
Federal Finished Crystals— 
Optical Goods 


5 South Wabash Ave. - - Chicago 

WATCHES—New and rebuilt 

WATCH CASES—A case for every 
movement 

STRAPS for any case 

WATCH and RING BOXES 

J-B WATCH ATTACHMENTS 

TOOLS—New and used 

ZENITH Cleaning and 
solution 

NEW ADDITION to our repair 
department 

SEND your movement—we will 
rebuild in the latest style case, 
with modern dial. 


HIGHEST PRICE paid for old and 


new movements and tools 


rinsing 











CHAS. ASCHERMAN 
AND COMPANY 


Wholesale Jewelers 


503-7 Hippodrome Bidg. 
CLEVELAND 14, OHIO 














\ ATTRACTIVE 
} JOB 


ENVELOPES 


IN COLORS. 
SPACE FOR 
YOUR NAME 


H. PAULSON &@ CO. 
CHICAGO 








37 $O. WABASH AVE 





WANT ADS 
It pays to use Jewelers’ Circular- 
Keystone Classified Ads 























Acme WATCH CO. 

5S S.WABASH AVE. CHICAGO ILL. 
USED WATCH .. 
MATERIALS =z 
USED MOVEMENTS 1) 5 
Good Condition c=) 
Good Dials 2 
oa = 
Te site eninge” | | THE PRICE OF 3 
Elgin, Waltham NEW MATERIALS © 
7J,$1.25—15J, $1.75 S 


18 Size O.F. Wheels, pinions, 
i pallet forks, etc., 
for all watches. 
Send sample of 
what you want! All 
Guaranteed! Remit 
only if satisfactory. 


6 Size Elgin, Wal- 
tham, Hunting 
7J,$1.50—15J, $2.00 

6% R 


‘4 Rect. 
6J.$2.00—15J, $2.50 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








MORRIS GOLDSTOCK 
203 CLARK BLDG., PITTSBURGH, PA. 
WATCH CASES, DIALS, WATCH 
MATERIALS, JEWELRY BOXES, SOLDERS, 
FINDINGS, OPTICAL SUPPLIES 











J. B. BERNSTEIN CO. 


Wholesale Jewelers 
DIAMONDS and MOUNTINGS 


502 Clark Bldg. Pittsburgh, Pa. 


al 











LANDAW BROS. 
Watch Materials and 
Jewelers Supplies 
406-407 Clark Building 
PITTSBURGH, PA. 











Los Angeles Horos Meet | 


The Los Angeles Guild of the Califor- | 
nia Horological Association met recent- | 
ly to hear talks on wartime problems. 
A. G. Lyons spoke on OPA’s action to 
enforce imported watch ceilings, and 
Louis Hayman gave a talk on present 
shortages in materials. Chairman of the 
meeting was Noel Fletcher. 

William Erb, secretary of the Califor- 
nia RJA, outlined the Association’s pro- 
posed plan to train disabled war veterans 
as watchmakers. | 

Guests of the Guild were O. W. | 
Dreyer, Long Beach; Sam Levin, Los 
Angeles; C. L. Runyon and Mr. Tourte- 
lot, Burbank; and Mr. Brecket and Mr. 
Hill of Santa Ana. 


Shaw Buys Coshocton Store 





E. B. Renner has sold the Coshocton, 
Ohio, jewelry business he had conducted 
since 1917, under the name of Renner’s, 
to Mitchell Shaw, who for many years 
has been associated with the Le Roy 
and Shaw-Rogers stores in several Ohio 
cities. The Coshocton store will con- 
tinue for the present under its old name. 
Mr. Renner will be in charge of its opti- 
cal department. 
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q Miss Ursula Auerbau of Joseph DeRoy 
& Sons’ E. Liberty St. store, has an- 
nounced her engagement to Sgt. Henry 
Beissinger of the U. S. Army. 

q William O. Smith, director of the 
Allegheny County Horological Guild, an- 
nounces that the Guild’s laboratory, lo- 
cated in the House building, has just 
developed what he terms “Quick Blue,” 
a lustrous blue-black or dark blue cover- 
ing for watch hands. No manual polish- 
ing whatever is required as it contains 
its own polishing agent. Rusted hands 
are simply cleaned and “Quick Blue” 
applied readily by quick brush-on. Mr. 
Smith claims unusual durability for the 
compound. 


q The Western Pennsylvania Horological 
Institute has opened a jewelry repairing 
and engraving department where day 
and evening classes are conducted. A. 
W. Thacker is the instructor in charge. 
Students have the opportunity of learn- 
ing the manufacture of class rings and 
college jewelry. The popularity of this 
added course is proved by the number 
of enrollments rolling in. The increased 
enrollment “demonstrates -a desire for a 
fully rounded-out course in the mechanics 
of the jewelry trade,” says Mr. Thacker. 


q Jerome Siegel of Siegel’s credit jewel- 
ers, 1510 E. Carson St., Southside, has 
received gratifying notice and _ praise 
from both customers and city officials 
for his institutional advertising billboard 
program in which some phase of the war 
effort is stressed and no mention of 
jewelry is made. Prominently located 
at 2nd Ave. and 10th St. bridge, the 
display is seen by many thousands daily. 
A recent poster showing various civilian 
defense volunteer workers and urging 
enrollment in defense activities as well 
as promoting purchase of War Bonds, 
brought a fine letter of praise from the 
executive officer of the Civilian Defense 
organization in Pittsburgh... Mr. Siegel 
plans to continue this practice of adver- 
tising for the duration. 


| q¢ At last month’s meeting of the Horo- 


logical Association of Pennsylvania, 
Guild No. 1, held in the Roosevelt Hotel 
Oct. 6, J. Philip Sommers, who was a 
delegate to the national association meet- 
ing in Denver, Colo., last month, made 
his report on the trip. Elected to office 
for the coming year were: William O. 
Smith, president, who begins his third 
successive term; Harold Krosney, vice 
president; Virgil Petrocelly, treasurer; 
J. Philip Sommers, secretary. Trustees 
are: Vince Jaranowski and August K. 
Schran, elected for a three-year term; 
Joseph A. Beimel and Guy B. Woolston, 
for a two-year term; Isadore E. Bin- 
stock and Philip Cywinski for a one-year 
term. William F. Myers was elected 
sergeant at arms, a newly created office. 


q While serving on the East Liberty 
Chamber of Commerce Bond committee 
during the recent Third War Loan Drive, 
M. M. Kramer, of M. M. Kramer Co., 
Inc., 6205 Frankstown Ave., earned a 
reputation as an enthusiastic “go-getter.” 
When the quota of $2,225,000 had been 
reached, Mr. Kramer offered an award 
of a gold-finished porcelain eagle, to 
each additional purchaser in his divi- 
sion. The final tally came to approxi- 


| mately $247,000 in excess of the quota. 
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No small incentive for his activity we 
his two sons, formerly associated with 
him in his store, and who are now j 
the armed forces. Phillip Kramer wa 
headed the optical department, is ia 
a technical sergeant and has seen active 
duty in North Africa. Herbert Kramer. 
a former salesman for the firm, is in 
the Air Corps, stationed at Rapid City 
N. D. Herbert has just returned to his 
post from 10-day furlough. 


q The jewelry department of Sears, Roe- 
buck & Co. took a long stride toward 
making its public diamond conscious 
with an unusual display in its E. Liberty 
St. store recently. The exhibit was adver- 
tised as a “Veritable King’s Ransom in 
Jewels—One-third of a Million Dollar 
Gem Diamond Fxhibit” by a half-page 
advertisement in the local newspapers, 
in which sketches of unusual and unique 
pieces were shown, with the promise of 
“a sparkling display of rare gems that 
you won’t want to miss.” The showing 
was high-lighted at the rear of the first 
floor by a large sign reading, “See Dem- 
onstration of Diamond Cutting and Pol- 
ishing.” The sign, which could be viewed 
from all points on the floor, was suspend- 
ed above a booth in which diamond work 
was demonstrated. Among visitors com- 
ing in to see the demonstration were 
many school groups brought by teachers 
to hear the lectures which were given 
by Mr. Stanick. Abbie McCarthy, chief 
diamond buyer for the firm for 30 years 
was on hand to give expert advice on 
the choice of diamonds and _ pertinent 
information about the diamond trade. 
Max Baruch, diamond cutter, gave num- 
erous demonstrations in cutting and 
polishing both gem and industrial dia- 
monds. 


Used R. R. Watch Sales Covered 
By WPB L-175; Retailers Included 


The sale of used railroad watches by 
any dealer was restricted to essential 
users when the War Production Board 
on Sept. 7 rewrote order L-175- to in- 
clude used watches. The new order also 
specifically brings retailers under its 
control. 

Used railroad watches are placed un- 
der the same conditions of sale as new 
watches. New and used watches may 
now be sold only to the Army, Navy, 
Maritime Commission, War Shipping Ad- 
ministration, or to a railroad time ser- 
vice employee who presents a certificate 
signed by the superintendent of a rail- 
road division and by himself. 

In its previous form L-175 controlled 
only new watches and manufacturers. 
In effect, however, sales by retailers 
were restricted as all new railroad 
watches were controlled at the manufac- 
turing source. 

Purchase certificates for a railroad 
employee must give (1) the employee's 
signature and the division for which he 
works, (2) his position, (3) a state- 
ment as to whether the watch is new 
or used, and (4) the signature of the 
railroad division superintendent. 

Each dealer must keep complete rec 
ords of his inventory, each sale, and 
each certificate he receives. 
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diamond importing and cutting 
J. P. Knight at 530 Walnut St. 
d for the duration, due to the 
5 of its key men to the armed forces 


4 The. 
firm of 
has close 
Jos 
and war work, ; ; 

Victor H. Hagen, in the jewelry busi- 
ness here for 30 years, is now associated 
with Louis KE. Hummel, 1 E. 4th St. He 
was formerly with the Vogelsang jewelry 
firm, 208 E. 5th St., and prior to that 
conducted his own business. 

The girl’s’ softball team of the Gruen 
Watch Co. enjoyed a highly successful 
season, Which hit its peak in a no-hit, 
no-run game hurled by Betty Wub- 
bolding. She performed this feat in a 
ame with the LeBlond Co. shortly be- 
fore the season ended Jast month. 

4 Elmer G. Fisher has begun his third 
year as president of the Cincinnati 
Guild, Ohio Watchmakers Association. 
All officers were reelected for another 
term at the guild’s Oct. 1 meeting. Other 
oficers are Richard Aukenthaler, vice- 











president ; Rudolph Flaxmayer, secre- 
tary-treasurer; William Grogan, record- 
ing secretary. On the executive board 


are Fritz Mende and Harry Floter- 
mersch. 
Proceeds from the guild’s annual 


party, which will be held Jan. 8 in the 
Hotel Sinton, will be used as a cam- 
paign fund to launch a watchmakers’ 
licensing bill in the Ohio legislature. 
The guild has decided to try again in 
1944, despite the defeat of one bill sev- 
eral months ago. Herbert Huiel has 
charge of planning the party. 
4 The Harry Greenwold Co., 18 W. 7th 
St, points with pride to the fact that 
it now has representation in all branches 
of the armed services. Until recently, 
the only branch in which one of its em- 
ployees was not serving was the Navy. 
But Howard Staudenmaier has changed 
that—he is now at the Great Lakes 
Training Station. ‘The others who pre- 
ceded him in the armed services are Lt. 
William Baum, a navigator in the Air 
Corps; Corp. Maurice Reis, stationed 
in the South Pacific with the Army, and 
John Murphy who is in the Marines. 
4 The Men of the Round Table, Cincin- 
nati luncheon club which includes many 
jewelers, celebrated the birthday of 
Robert L. Hummel, jeweler at 407 Vine 
St, at a special luncheon in his honor 
on Oct. 6. Present were Charles Payne, 
Schumer Bros. Co., 5 E. 3rd St.; Robert 
Stocker, Rosfelder Bros. & Co., 413 Race 
St.; J. Charles Hummel, Gerwe-Brown 
Co. 18 W. 7th St.; Frank Deprez, Gruen 
Watch Co., Time Hill; Phil Haas, Phil 
Haas Jewelry, Inc.; Thomas R. Botts, 
Jacques Kreisler Mfg. Corp.; Jack Wolf, 
Shiman Mfg. Co., Inc. 
4 What you don’t know won’t hurt you, 
oficials of the Getz Jewelry Co. found 
out last month. They were perplexed 
when police informed them that jewelry 
stolen from their retail store at 7th and 
Vine Sts. had been recovered. “There’s 
been no robbery here,” was the sur- 
prised answer given to the officer. “Oh, 
yes there has,” he insisted. “Better 
check up.” A quick inventory revealed 
that 18 watches and rings valued at 
several hundred dollars were missing. 
Police said the suspect under arrest had 
been employed as a porter at the store 
several months ago. 
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q It’s due to the war, of course, but for 
the first time since the folks at D. Jacobs 


Sons Co., 811-813 Race St., can remem- | 


ber the firm’s sales representatives are 
taking a three-month holiday from their 
travels. They will probably not be on 
the road again until the first of Febru- 
ary. 
Out-of-town 
firm’s offices last month included Mrs. 
Nell Greenstein, Ashland, Ky.; Kenneth 


Distad, Corbin, Ky.; Mr. and Mrs. 
V.W. Watters, Princeton, W. Va.; 
P. J. Murphy, Maysville, Ky.; John L. 


McCall, Montgomery, W. Va.; Mr. and 
Mrs. J. R. Locke, Charleston, W. Va.; 
Mrs. John F. Carr, Portsmouth, Ohio; 
Roy Wieland, Greenville, Ohio; R. Turn- 
er, Wilmington, Ohio. 


OBITUARY 
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. . that government of the people, 
by the people, and for the people shall 
not perish from the earth.” 


© Lr. Gorpon M. McLeop, formerly a 
salesman in the antique department of 
Shreve, Crump & Low Co., Boston, has 
been killed in action in North Africa. 


He was a fighter pilot in the Air Corps | 


and received two citations for gallantry 
in action. He received his commission 
and his wings a year ago, then was sent 
to England and later to North Africa. 


Dr. J. Wrirrtarp Hersuey, 67, who 
said that he and his students at McPher- 
son College, McPherson, Kan., made 
synthetic diamonds, the largest of which 
was pin-head in size, died there Sept. 
27. Author of “The Book of Diamonds,” 
dedicated to “those who are engaged in 
the new and fascinating hobby of mak- 


ing diamonds,” he never succeeded in | 


proving his claims. 


Eart C. Lirrterierp, 57, formerly 
owner of the Littlefield Jewelry Co. in 
Kansas City, Mo., died recently at San 
Antonio, Tex. Mr. Littlefield was for 


many years very active in association | 


affairs. 


C. Arruur Lunpauist, 66, died sud- | 


denly at his summer home, Lakewood 
Club, Mich., on Sept. 25. Mr. Lundquist 
was born in Sweden April 18, 1877, and 
began his career in the jewelry trade 
in this country with Benjamin Allen & 
Co. He joined the Chicago office of Geo. 
H. Fuller & Son Co. in 1899 and became 
a director of the company and manager 
of the Chicago office in 1925. 


Oscar E. Sport, 54, Richmond, Va. 
jeweler, died Sept. 25 at his home there. 
He had been connected with the jewelry 
business for 50 years. 


Heny J. Vonpervetten, 75, jeweler 
at Rockford, Ill. for 35 years, was killed 
by a city traction bus Sept. 27 as he 
came from mass at St. Patricks church 
in that city. 


Mavrice E. Wotre, who operated a 
jewelry store for past several years in 
the Goddard building, 27 E. Monroe St., 
Chicago, died Oct. 9. 





buyers who visited the | 








KLEIN BROTHERS 
COMPANY 


WHOLESALE JEWELERS 


ENQUIRER BLDG. CINCINNATI, O 








Harry Greenwold Co. 


The House of Quality and Service 
18 WEST 7th STREET, CINCINNATI, OHIO 


VIRGIN Diamonds 


CELLINICRAFT Jewelry 


ELGINS e HAMILTONS (Zones 7, 8} 
Lines of quality and style that give you pro- 
tected profit. You can recommend these lines 

to your customers with confidence. 











PROMPT SERVICE ALWAYS 


GERWE-BROWN CO. 


Wholesale Jewelers 


CINCINNATI 











WE specialize in special 
order work. Send us your 
specifications. We'll sub- 
mit a design without 
obligation. 


THE SCHUMER BROTHERS CO. 


Manufacturing Jewelers 
5 E. Third St. Cincinnati, Ohio 














DIAMOND-CUTTING 
EXPERT WORK 


FAST SERVICE 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 
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“BRUMMY" IS NEW STYLE 
“Brummy” is somethng new. No, its 
not a new drink—it’s the name for the 
bright, gaudy jewelry which has become 
high fashion among Australian women 
since the war brought on a scarcity of 
the real thing. The cheapest of pins, 
brooches, earrings, and so on, are bring- 
ing top prices. The story is that one 
“brummy” seller who has a shop on a 
fashionable Sydney street once hawked 

his gaudy goods at country fairs. 


STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACTS OF CON- 
GRESS OF AUGUST 24, 1912, AND 
MARCH. 3, 1933, OF THE JEWELERS' 
CIRCULAR-KEYSTONE, pu blished 
ed at Philadelphia, Pa., for October 
1, 1943. 

COUNTY OF NEW YORK? .. 
STATE OF NEW YORK jf ~” 
Before me, a Notary Public in and for 





Where to Buy 
IMPORTED 
China and Glass 














STAFFORDSHIRE CHINA 
MOORCROFT WARE from England 
Toby Jugs, Cigarette Sets, Tea Sets, Coffee 

Sets, Jugs and Lustreware 


TEDM AN IMPORTING COMPANY 
225 Fifth Ave. New York, N. Y. 








EDWARD BOOTE 


35 & 37 West 23rd St.. New York, N. Y. 
Tel. Gramereyv 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 








GIBSON & SONS TEAPOTS 








ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 


Hand made English Crystal 


IRISH BELLEEK 


The original production 


WM. S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, N. Y. 





JUSTIN THARAUD, Inc. 


129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


MYOTT’S 
English Staffordshire Ware 








PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 


Dinnerware, Art Goods, Giftwares 
Murray Hill 3-5460 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basait 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 
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the State and county aforesaid, person- 
ally appeared P. M. Fahrendorf, who, 
having been duly sworn according to 
law, deposes and says that he is the 
Business Manager of THE JEWELERS’ 
CIRCULAR-KEYSTONE and that tiie 
following is, to the best of his knowl- 
edge and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Act 
of August 24, 1912, as amended by the 
Act of March 38, 1933, embodied in sec- 
tion 5387, Postal Laws and Regulations, 
— on the reverse of this form, to 
wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, Chil- 
ton Company, Inc., 109 East 42nd St., 
New York, N. Y.; Editor, Fred V. Cole, 
100 East 42nd St., New York, N. Y.; 
Managing Editor, none: Business Man- 
ager, P. M. Fahrendorf, 100 East 42nd 
St., New York, N. Y. 

2. That the owner is: (If owned by a 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one per cent 
or more of total amount of stock. If not 
owned by a corporation, the names and 
addresses of the individual owners must 
be given. If owned by a firm, company, 
or other unincorporated concern, its name 
and address, as well as those of each in- 
dividual member, must be given.) Holders 
of more than one per cent of the capital 
stock outstanding of Chilton Company: 
C. A. Musselman, 260 Sycamore Ave., 
Merion Station, Pa.; J. S. Hildreth, York 
Lynne Maner Apts., City Line & Berwick 
Road, Overbrook, Phila., Pa.; G. H. 
Griffiths, 165 Montclair Ave., Montclair, 
N. J.: Charlotte M. Terhune, 160 FE. 48th 
St., New York, N. Y.; John Blair Moffett, 
Fishers Rd., Bryn Mawr, Pa.; C. S. Baur, 
69-11 Yellowstone Blvd., Forest Hills, L. 
I, N. ¥.; J. H. Van Deventer, 270 West 
Tend Ave... New York, N. Y.; Mrs. Beulah 
Fahrendorf, 19 Tunstall Rd., Scarsdale, 
N. Y.; Mary M, Acton, 260 Sycamore 
Ave., Merion Statien, Pa.; Mabel M. 
Musselman, 260 Sycamore Ave., Merion 
Station, Pa.: Dorothy S. Johnson, 1115 
Fifth Ave., New York, N. Y.; Ann E. 
Tomlinson, c/o Bankers Trust Company, 
Pr. O. Box 704 Church Street Annex, New 
York, N. Y.; Mthel G. Breen, Trustee u-w 
of Charles W. Anderson, New Canaan, 
Conn.—Beneficiaries: Robert C. Anderson, 
Percival E. Anderson, Charles W. Ander- 
son. Jr.,, Annie T. Clark; John Blair 
Moffett, 1608 Walnut Street, Philadelphia, 
Pa.—Agent for J. Howard Pew, J. N. 
Pew, Jv., Mabel P. Mvrin, Moryv Ethel 
Pew: Elizabeth J. Bailey and Ellwood B. 
Chapman, Trustees Estate of James Art- 
man, TDecensed, 930 Real Fstate Trust 
Building, Phila., Pa. — Beneficiaries: 
Franklin Artman, Vera Watters, Alvin C. 
Artman, Elizabeth J. Artman, Marion A. 
Pratt, George H. Pratt, by assignment, 
Tdwin Moll, by assignment; Frederick S. 
i eat 35th Ave., Flushing, L. I., 
Ms a 


3. That the known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 per cent or more of total 
amount of bonds, mortgages, or other 
securities are: None. 

4. That the two paragraphs next above, 
giving the names of the owners, stock- 
holders, and security holders, if any, 
contain not only the list of stockholders 
and security holders as they appear upon 
the books of the company but also, in 
cases’ where the stockholder or security 
holder appears upon the books of the 
company as trustee or in any other fi- 
duciary relation, the name of the person 
or corporation for whom such trustee is 
acting, is given; also that the said two 
paragraphs contain statements embracing 
affiant’s full knowledge and belief as to 
the circumstances and conditions under 
which stockholders and securitv holders 
who do not appear upon the books of the 
company as trustees, hold stock and se- 
curities in a capacity other than that of 
a bona fide owner; and this affiant has 
no reason to believe that any other per- 
son, association, or corporation has any 
interest direct or indirect in the said 
stock, bonds, or other securities than as 


so stated by him. 
P. M. Fahrendorf, 

(Signature of editor, publisher, busi- 
ness manager, or owner.) 

Sworn to and subscribed before me this 
29th day of September, 1943. 
[SEAL] Mae A. Gatzenmeier 
(My commission expires March 30, 1944.) 





The Victory Garden promotion of th 
Kopman jewelry shop on Hollywood 
Blvd., Hollywood, has been getting at 
tention lately. The main display -, 
dows fronting the Boulevard dramatize 
Victory Gardens. The center floor space 
of the interior is a model dummy gar- 
den. The shop is open one evenin a 
week with literature and detailed infor- 
mation on raising a wartime garden, 
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LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 


to 


LENOX 


LENOX, INC. Trenton, N. J, 








“CARENADE” CRYSTAL 
Stemware, Bowls, Vases, Perfume Bottles, 
and Smoking Accessories 
Send for ilustrated Catalog 
ENRIGHT-LE CARBOULEC, INC, 


160 Fifth Ave. New York City 
CHelsea 2-5558 








BLENKO 
HAND MADE GLASS 
also 


A wide diversification of smart gift lines and 
decorative accessories. 


RUBEL & FENTON 


225 Fifth Ave. New York 














HAWKES CRYSTAL 
GLASSWARE 


for discriminating 
people—WRITE 


T. G. HAWKES & CO. 


CORNING, N. Y. 
N. Y. Office: 542 5th Ave. 


MARY RYAN 


Now York 





OLD WATSRION 





25 Fifth Avenue 


Merchandise Mart Chicago 








THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. «1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 

















ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, Presidett 


DE LUXE TABLEWARE 


for the 


j FINE CHINA TRADE 


MADE IN AMERICA ® MADE OF AMERICA 
212 Fifth Ave., New York, N. 
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The ABC of Watch Repairing 


Part Vil—Repivoting 


By L. D. STALLCUP 


T is not too unusual to find a pivot broken off on a 

train wheel. With the present scarcity of new ma- 
terial, that often results in the worker abandoning the 
job. To repivot a train wheel in the small bracelet watch 
ig rather difficult and hardly practical, but in a medium- 
sized wrist watch or any pocket watch it is not too diffi- 
cult to repivot a third wheel, a fourth wheel or even an 
escape wheel if the job is approached with care. 

First, place the pinion in your lathe with the broken 
end extending. See that it runs true. Ordinarily one can 
use the regular lathe chucks, but there are instances in 
which the wheel or a pinion is very close to the end you 
wish to hold in the chuck. In these instances we must 
use a shallow center cement chuck, mount our pinion in 
it and spin it true. One can more easily observe the 
trueness of the pinion if you place a white card behind 
it so that it furnishes a background as you look at the 
pinion. More exact results may be obtained by observing 
the reflection of a single light globe on its polished sur- 
face. If you true it until the reflection of the light globe 
appears to be stationary while the lathe is turning 
slowly, you have it just about as true as you can get it. 

The end to be repivoted should be annealed. There 
are several ways of annealing pinions, but there is one 
that will anneal the end, only, if you see it with ordinary 
judgment. 

A convenient annealing tool can be made as per Fig. 
26. The body “A” is brass, about 3 m/m in diameter and 
an inch long. A small hole is drilled in the end to cover 
the pivot. By applying heat from the lamp to the brass 


B 


A 


fy 


Fig. 26. The annealing tool in position in the lathe. One end of 
the tool covers the pivot to be annealed; the other end of the tool 
is steadied by its cone, which rests in the hollow of the tailstock bar. 
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Lathe Chuck Tailstock 


body, it, in turn, heats only the end of the staff, and does 
so steadily. When the flame is removed the brass pre- 
vents the staff from cooling too quickly. The piece “B” 
is made of soft iron or steel with flanges as shown; their 
purpose is to radiate the heat at that end, thus prevent- 


ing any excess heat from reaching the hardened tailstock 
bar. 
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After annealing the staff, flatten its end with a fine 
flat pivot file, and not with a stone, because the fine hard 
particles from a stone will imbed in the softer metal and 
dull the point of your graver. 

Then center the staff with a fine pointed lozenge 
graver which should be kept for this purpose only. Then 
drill a hole at least twice as far in as the pivot will ex- 
tend outward. The size of the hole should be slightly 
larger than the size of the finished pivot. 

It is best to make your own drills for this use, shaping 
them as shown in Fig. 27. (The lower sketch is a side 
view.) The thick shank will give them strength, and the 
paddle-shaped end with the great clearance behind it 





a 





Fig. 27. How to 
shape the drill. 
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will leave room for the chips to come out. Nevertheless, 
after every few turns, withdraw the drill and clean out 
the hole. You will notice that the drawing shows a 
“chisel” edge on the drill. That form of edge is a relic 
of the old days of the bow lathe. In the old bow-lathe the 
work was rotated back and forth, and this type of drill 
made excellent progress in drilling a hole under those 
conditions. So we recommend that in using this type of 
drill you run your work forward for a few turns, then 
reverse your motor and run the work backward for a few 
turns. Clean out the hole with each change of direction 
and in the long run you will save time in your drilling. 

After you have drilled your hole, if you are fortunate 
enough to have another lathe within reach, do not dis- 
turb this setup, but make your little piece of pivot wire 
on the other lathe. Good material to make these out of 
is found in the staffs of the train wheels in your junk 
Swiss bracelet watches. Most of them can be worked 
without annealing. 

Turn your replacement pivot wire to a size so that it 
will go into the hole you have drilled in the staff with a 
light tap. If it is too tight it may split your staff. And 
it must not taper. If you fear it is a shade too loose, roll 
some diamantine into it, and then tap it into place. 
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Then, as we endeavored to drill our hole very close in 
sine to that of the finished pivot, it follows that this 
new! inserted piece of pivot wire should be so nearly 
to size that just a little stoning will bring it to the cor- 
rect size. See that your pivot is straight and cylindrical. 
No bulges. No hollows. No grooves. Then polish it. 
After the pivot is finished, rehardening the staff is 
optional. Most schools recommend hardening, but 
frankly, for every-day work at the bench, when you get 
it finished and polished, let well enough alone and pro- 
ceed with your assembly. Of course, before the assem- 
bly, you will check this job for freedom, endshakes, etc. 


THE DIAL TRAIN; UNDER DIAL WHEELS 


manufacturer to use various heights of canon pinions 
(for curved dials) on a standard length of center staff. 
For tightening these, one cannot run a broach or 
tapered wire through till it becomes. snug. For this pur- 
pose on these canon pinions you will need a set of about 
six “plugs.” These plugs are simply old cutting broaches 
with a piece broken off the tip. Arrange them in order 





























The dial train, itself, technically comprises only the 
canon pinion. the minute wheel and hour wheel. 
The canon pinion is often too carelessly replaced. Be- 











fore you removed it you checked, or should have checked, 
to see if it was lightly friction tight on its staff. If it 
were loose, you have closed the hole in it slightly by in- 























ov ty a allt 
Fig. 28. Mak- 
ing the canon 
q pinion lightly 
friction - tight 
on its staff. 
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serting the broach into it just to where it becomes snug, 
and then giving the neck of the pinion a slight squeeze 
with a dull pair of cutting pliers. See Fig. 28. 

Some watchmakers prefer to use a piece of tapered 
brass wire instead of the broach. Either will suffice quite 
well if the dull pliers are properly handled. The makers 
of staking tools have provided some excellent “canon 
pinion closing punches” and stumps. With these, the 
canon pinion having the broach or the tapered brass 
wire in it is held on the edge of the special stump, and 
the canon pinion hole closing punch is placed in position 
to make the dent as above and given a slight blow with 
the hammer. Be sure it is not a hardened canon pinion 
before you hit it with this method or it is likely to break. 
A good way to hold the canon pinion, if you use the 
stake, is to grasp the small end of that tapered wire or 
broach with the canon pinion on it in a small pin vise. Do 
this, and you will spend less time hunting for those that 
fly away. 

Care should be taken that the dent produced by this 
Squeeze or tap should be even with or slightly above the 
groove ““O” in the center staff. If the dent is below the 
groove in the center staff the canon pinion will tend to 
work upwards when the hands are set. 

Many of the modern wrist watches have a “blind” 
canon pinion, one in which the exposed end is closed. 
These offer the advantage of giving a nicely finished ap- 
pearance to the dial and hands as well as allowing the 
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Fig. 29. Plugs (greatly enlarged) for tightening “blind canon 


pinions. 


in a block (Fig. 29). The sizes should be such that the 
end “B” of No. 2 should be about the same diameter as 
the point “B,” some 3 m/m down on No. 1. Likewise 
C2 and C3, D3 and D4, etc., are points having the same 
diameter. A set like this is a convenience and a time 
saver. If you should get a canon pinion too tight and, 
for example, have used plug No. 2 as the insert, plug 
No. 3 can be used as a broach to open it a little. 

Be careful that you don’t get those long canon pinions 
too tight. If they are, they can easily cause a broken 
center staff if someone tries to force the setting. And all 
of us have noted that the pull exerted by any too tight 
canon pinion when the watch is set, can cause troubles 
in the escapement. Also, too tight a canon pinion can 
cause the post carrying the minute wheel to break off. 

If you find this has occurred, carefully locate the cen- 
ter of the broken post in the plate. Then with a needle 
point center punch, punch the center. With a drill sev- 
eral sizes smaller than the hole in the minute wheel 
pinion drill through the plate from the dial side. Now 
select a piece of hard brass wire that fits smoothly into 
the hole in the minute wheel pinion. Chuck it in the lathe 
and taper one end of it ever so slightly for a distance 
equal to the thickness of the plate where you drilled it. 
With an ordinary cutting broach, broach out from the 
dial side, the hole you have drilled in the plate until the 

tapered end of this brass wire will just tap into it 
tightly. Cut the length of the piece of wire so that when 
it is driven into the hole firmly, the upper end will be 
just flush with the top of the minute wheel pinion. 
Smooth and polish this end in your lathe and then drive 
it in the plate to stay. Support the portion of the plate 
directly beneath this pin with a stump in your stake, so 
that your tapping will in no way alter the plate. And 
see that the face of the driving punch is highly polished. 
A rough end on a punch will spoil the finish you have put 
on the upper end of that post when it was in your lathe. 

Too tight a canon pinion may cause the teeth to be 
broken out of the minute wheel when the watch is set, if 
that wheel is in the setting train. If more than three 
teeth are out, it is best to get a new wheel if you can, 
but replacing a single tooth or even two teeth is not too 

(Please turn to page 179) 
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ILVER SOLUTION—I was stung lately by a fake 
“silver solution” to rub on brass, bought from a 
canvasser, but have been told there is a liquid rub that 
will really plate silver, to renew the number ring on 
a fine old clock dial I am repairing; can you tell me 
what to buy, or how to make it? (Question No. 5563.) 
ie 6 


Answer—Mix with water to a thin paste, 3 parts 
by weight of chloride of silver; 20 parts cream of 
tartar; 15 parts table salt; ingredients should be finely 
powdered before mixing. Clean the brass thoroughly, 
finishing with fine emery paper. Rub paste on brass 
with a wad of white blotting paper or cotton, until 
thoroughly silvered; but this coating will be of a dead- 
white appearance, which must be livened by rubbing 
it with any fine abrasive powder, like prepared chalk 
or crocus powder, which will give the silver a fine line- 
finish. In the case of a job like the numeral circle of a 
clock, the grain of the finish can be made circular (both 
the preliminary emery-papering and the final rubbing 
of the silvered ring) by holding the rubbing pads at 
an end of a wire or cord, the other end looped to a 
nail driven in a board under the dial through the hole 
in its center, and allowing this arrangement to guide 
the movement of the rubbing pads in circles; this will 
greatly enhance the beauty of the finish. This silver- 
ing will be permanent. The solution you bought is a 
long-known swindle; it contains mercury, which evap- 
orates in a few hours, leaving the original brass sur- 
face exposed. 


ILSTONE—Would a Washita oilstone sharpen 
gravers and drills as well as Arkansas stone? The 
Washita costs so much less money. (Question No. 5564.) 


C. M. 


Answer—For producing a keen-cutting and long- 
lasting edge, nothing else is as good as hard Arkansas 
oilstone for steel cutting tools of all kinds. 


ETRIC CARAT—What is the present diamond 
weight based on; I mean the metric carat? 
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(Question No. 5565.) R. O. L. 


Answer—The metric carat for weighing gem stones 
is equal to 200 milligrams; that is, 200/1000ths of g 
gram of weight; or 1/5 of a gram. : 


EELING A PEARL—Could you explain how to 

remove a coating of a genuine pearl, to improve 
its color or remove scratches? I understand this can be 
done. (Question No. 5566.) J. McG. 


Answer—The operation of ‘“‘peeling’’ a coat of the 
nacre that is built up in layers in the formation of a 
natural pearl is occasionally performed; but frankly 
we think it would be foolish for anyone to attempt this 
without personal instruction by one experienced in such 
work; it is done simply with a knife-like blade of steel, 
cracking off a layer of nacre bit by bit; but the axiom 
“the simpler the tool, the greater the skill required” 
applies here 100 per cent; and to avoid risk of ruining 
a valuable pearl the thing to do would certainly be to 
send it for judgment and perhaps treatment by one of 
the specialists in pearls whose addresses are to be 
found in the advertising sections of the J C-K. 


ARD PLATINUM—Is platinum of different 
kinds or what’s the difference between hard plat- 
inum and soft platinum? (Question No. 5567.) C. D. 


Answer—“Soft” platinum means pure platinum; 
“hard” platinum means pure platinum alloyed with 10 
per cent of iridium or 5 per cent ruthenium. “Hard” 
alloys are much more wear-resistant than pure platinum. 


OSITION ADJUSTING—Am practicing on some 
position adjusting to gain experience. Have some 
trouble in vertical positions; what could be looked for 
in a watch besides balance poise, fit and finish of pivots, 
and pinning points of hairspring? Any hints or ideas 
would be appreciated. (Question No. 5568.) F. W. 












Answer—Your question in itself indicates that you 
have the correct idea of learning adjusting: That it 
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requis largely a lot of practice to develop the required 
‘ydgment, based however on study of the principles of 
the work. Two faults occurring to us to suggest look- 
oe for, besides the consideration of the factors you 
mention, would be: (1) balance jewel holes not per- 
feetly round; and (2) hairspring collets much heavier 
on one side than another. The latter sometimes results 
from replacing a balance staff with one that has a collet 
ub of greater diameter than on the original staff; 
ghen the collet is pressed on this larger hub, it may 
gpread open so much wider as to throw its weight con- 
siderably out-of-poise, and to alter the conditions of 
the inner terminal action of the spring. 


ATCH BALANCE—I like to turn out work with 
a fine appearance besides keeping good time. 
How can a watch balance be given that sparkling new 


jook? (Question No. 5569.) O. W. 


Answer—Lay the balance on a flat-topped cork held 
in the bench vise, with a hole in center to accommodate 
the staff. Charge a flat hand-buff, either felt or chamois- 
skin, with powdered jewelers’ rouge; stroke the balance 
tim top with the buff, pressing downward at each stroke 

hold the rim in the yielding cork to avoid bending 
im. If the sides of the rim need polishing, this 
should be done first, holding the rim in a poising-pliers, 


using a rouge-charged watch brush, or rouged thick 
cotton string strung in a saw-frame. Usually it helps 
to put the balance through a cyanide solution before 
polishing it, if the original polish is tarnished. Finally 
brush the balance with a very fine perfectly clean 
watch brush, to remove any particles of rouge powder. 


ATCH OIL—What is the “inside dope” on dif- 
ference between Chronax and Nye’s watch oil? 
(Question No. 5570.) T. O. : 


Answer—Chronax watch oil is prepared by various 
refining processes applied to mineral oil—petroleum; 
Nye’s watch oil is highly refined fat obtained from 
marine animals, mostly blackfish caught in Atlantic 
ocean waters. 


ARDENING STEEL—Would it be any advantage 
to harden steel for watch parts in cyanide solu- 
tion? Or salt water? (Question No. 5571.) S. T. 


Answer—No; because adding chemicals to water 
for hardening steel has no effect except to quicken the 
cooling, resulting in somewhat harder steel immediately 
after quenching; whereas steel for watch parts is not 
used without tempering after hardening it; so the 
extra hardness is not retained for the finished work. 
Plain water is all that is required for hardening steel 
for individual parts used in repair work. 





dificult. Though, if you can get a new wheel, it will 
usually be cheaper than to spend the time replacing even 
one tooth. 

When broken teeth are to be replaced, cut a notch in 
the wheel at that place as shown in Fig. 30, and set in a 
piece as shown. The piece inserted may be cut from an 
old barrel cap. The dovetail part should fit as closely as 
possible. Even so, it is permissible to allow solder to fill 
in any crevices. Unless the piece fits very well, it will be 


1 IR 


Fig. 30. Notching the 
minute wheel to replace 
broken teeth. 


necessary to use solder for safety in keeping it in place. 
All traces of solder should be smoothed off the surfaces ; 
then, with a fine file, shape the new teeth. Don’t try to 
finish the forms of the teeth with a ‘“‘rounding up tool.” 
A rounding up tool merely follows teeth already cut in a 
wheel and will not equalize unequal teeth. Only exacting 
hand-filing or a wheel cutter guided by an index plate will 
equalize unequally cut or spaced wheel teeth. 

Some watches have a bridge or cover over the minute 





wheel. Be quite sure that this bridge does not bind on the 
minute wheel when it is tightened down into place. 
On watches in which the minute wheel acts with the 
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THE ABC OF WATCH REPAIRING 
(From page 177) 


clutch in the setting operation, as in the ordinary 12 and 
16 size Elgins, it is quite necessary that the minute 
wheel bridge be held securely in place. Too often these 
screws are neglected, allowing the minute wheel to slip 
away from the clutch during the process of setting. 

Many Swiss watches with curved dials employ a hook- 
shaped clamp to hold the hour wheel in place. This hook- 
shaped clamp is usually fastened to the plate by a single 
screw. In replacing this clamp caution should be ob- 
served so that when tightened down it does not bind 
down against the hour wheel. Caution should also be ob- 
served that this clamp does not shift over against the 
hour wheel pipe when the screw is tightened. 

In all instances, after the dial train is assembled and 
the bridges and clamps are all in place, check each wheel 
for freedom and backlash. Each one must be free. 

Some Swiss and a few of the older American watches 
have the hollow-type of center staff. In these, the canon 
pinion must fit rather tightly on the solid center arbor, 
the setting “friction” being found in the tension of the 
fit of this center arbor in the hollow of the center staff. 
If this center arbor be too loose in the hollow of the 
staff, the hands will not be carried. Customarily, flat 
spots are put in the center arbor to tighten it in the hol- 
low, but this is poor practice, as that often bends it. A 
better method is to put some longitudinal marks on it 
with a sharp chisel-like punch. 

There is less chance of breaking the hardened ones 
this way, too. 

[Our next installment will deal with the winding and 
setting wheels, levers and other mechanisms found under 


the dial. ] 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATION WANTED 75c. for 
— words. Additional word 5c. a 
word. 


Heavy type, $3.00 for first 25 
words. Additional words, 10c a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 17th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


To avoid wumnecessary correspon: 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 17 


Situations Wanted 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 

WISTS 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





IF YOU ARE IN NEED of a watch- 
maker, jeweler or optician, write to 
Henry Paulson & Co., 37 So. Wabash 
Ave., Chicago, III. 


INGRAVER and _ chaser on 
wishes position in greater New York 
or Newark: age 45. Address “T., 
4218,” care Jewelers’ Circular-Keystone. 





jewelry 





DIAMOND salesman, over 30; experience 
watches, jewelry repairs, remodeling ; 
can take complete charge; minimum 
salary $100. Address “P., 4337," care 
Jewelers’ Circular-Keystone. 


YOUNG WOMAN, with many years’ ex- 
perience in wholesale and retail jewel- 
ry line, capable of taking full charge; 








good references. Address “D., 4322,” 
care Jewelers’ Circular-Keystone. 
COMPETENT watchmaker, also_ en- 


graver, 25 years’ experience will make 
change: capable estimating work; New 
England preferred. Address “E., 4323,” 
care Jewelers’ Circular-Keystone. 





JEWELER, experienced hand made spe- 
cial orders; wishes permanent position ; 


west coast preferred; $2.50 per hour; mission; available January. Addresss ord. Address “H., 4310,” care 
married; draft exempt. Address “J., “L., 4228,” care Jewelers’ Circular- Jewelers’ Circular-Keystone. 
4329,” care Jewelers’ Circular-Keystone. Keystone. 





AVAILABLE January; manager for high 
grade store in suu.nern Caimornia; man 
of vision, initiative, courage, determina- 
tion; $10,000 to start. Address “P., 
4230,” care Jewelers’ Circular-Keystone. 





CAST RING model maker; newest crea- 
tive ideas on gent’s rings; model work 
inside or outside; New York City. Ad- 
dress “S., 4235,” care Jewelers’ Circu- 
lar-Keystone. 


IMMEASURABLY qualified store man- 
ager seeks 1944 connection, highly rep- 
utable chain or individual; minimum 
salary expected $15,000. Address “F., 
4263,” care Jewelers’ Circular-Keystone. 


DIAMOND expert; appraiser; over 20 
years’ experience; mature judgment, 
buyer qualifications; executive ability ; 
now employed. Address “B., +4256," 
care Jewelers’ Circular-Keystone. 


DIAMOND MAN, married, experi- 
enced, loose goods, also bunch 
rings; finest references; willing to 
go anywhere. Address “A., 4021,” 
care Jewelers’ Circular-Keystone. 


SALESMAN, diamond setter, designer, 
appraiser; estimates; 25 years’ ex- 
perience; desires position with reli- 
able store. Address “B., 4193,” 
care Jewelers’ Circular-Keystone. 


MANAGER, salesman, married; draft 
exempt; experienced in every phase of 
credit jewelry business; capable of tak- 
ing full charge; wants reputable con- 
cern only; salary $110. Address “H., 
4119,” care Jewelers’ Circular-Keystone. 























Closing Date 





Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. | 





WATCHMAKER desires steady position 
as watchmaker only; four years’ ex- 
perience; age 23; draft exempt; now 
employed as first class watchmaker. 
Address “C., 4319,” care Jewelers’ Cir- 
cular-Keystone. 


BOOKKEEPER, young woman, experi- 
enced quite a few years in the manu- 
facturing line, job shop, also in a 
plating factory; can take care of all 
detail work. Address “L., 4056,” care 
Jewelers’ Circular-Keystone. 


MANAGER, buyer installment; 29 years’ 
experience; A-1 salesman; capable of 
taking complete charge credits, collec- 
tions, trimming effective windows, ad- 
vertising, sales promotion. Address ‘M., 
4121,” care Jewelers’ Circular-Keystone. 


BOOKKEEPER, young woman, over 10 
years’ diversified executive experience 
jewelry industry; knowledge stenog- 
raphy ; complete charge correspondence, 
collections and credits. Address “M., 
4164,” care Jewelers’ Circular-Keystone. 














BEGINNING 1944, progressive, cast 
coast installment jewelry enterprise 


can obtain high grade, well seasoned 
store manager; salary expected $10,- 
000. Address “C., 4222,” care Jewelers’ 
Circular-Keystone. 





IDEAL salesman for active credit jewel- 
ry store, situated main stem principal 
city; $125 weekly plus lucrative com- 





FOR PERIOD between this an 


da 
ary 1st, top salesman will ace Jane 


ePt posi. 


tion in reputable west coast jewel 
store at $200 a week; best referene 
obtainable. Address “Y., ” ean 


Jewelers’ Circular-Keystone. 





tte, 
ESTIMATOR-watchmaker-salesman 
40; all around man; 20 years’ expert 
ence, seeks position in New York Cit 
or vicinity. Address “R., 84,” cal 
Jewelers’ Circular-Keystone. ’ ’ 





OPPORTUNITY for prominent Cali 
fornia concern; top flight store map. 
ager; salary to start $10,000; highest 
reference; available 1944; well worth 
immediate investigation. Address “j 
4215,” care Jewelers’ Circular-Keyston¢ 








WATCHMAKER;; skilled in R. R. work | 
and operation of timing machine: 30 
years’ experience, wants first bench 
and management of repair dept; raust | 
have contract and top salary. Address 
“V., 4343,” care Jewelers’ Circular. 
Keystone. 





WATCHMAKER, 32 years’ experience in 
all grades of watches, also clocks and | 
light jewelry repairing; wishes _pogi- 
tion with reliable firm where good 
work is appreciated. Address “vy | 
4288,” care Jewelers’ Circular-Keystoxe 





STAR salesman becomes available next 
year for modern, well stocked jewelry} 
store; minimum weekly salary $150: 
results absolutely guaranteed. Address 





“G., 4213," care Jewelers’ Circular- 
Keystone. 
MANAGER-SALESMAN, 4F draft ra- 


ting; married, age 34, thoroughly ex. 
perienced and reliable; credits, collec- 
tions, window trimming; top salary; 
eastern Pennsylvania or vicinity ; avail. | 
able January Ist. Address “H., 4325." 
care Jewelers’ Circular-Keystone. 





HHAD SALESMAN, executive type man 
of managerial ability; available active 
jewelry store, situated Ohio, Indiana, 
Kentucky or Tennessee; weekly salary 
$150; highest credentials; at liberty 
January. Address “E., 4223,” care 
Jewelers’ Circular-Keystone. ‘ [ 








WATCHMAKER, first class, wants to} 
locate in southern California; either! 
job, rent space, or buy small store:! 
age 44; five dependents; sober, depend- | 
able, 10 years’ own business. Address 
“T., 4285," care Jewelers’ Circular- 
Keystone. 





DIAMOND salesman; high calibre man; 
desires position better class midwestern 
jewelry store, cash or installment; ex- 
ceptionally productive either operation; 
salary and commission basis only; 
available January. Address “A., 4221,” 
care Jewelers’ Circular-Keystone. 


BOOKKEEPER, | secretary-stenographer- 
correspondent; thoroughly experienced 
diamond jewelry lines; handle stock; ) 
capable assistant to employer; depend- 
able; charge office; other responsible 
capacity. Address “J., 4311,” care 
Jewelers’ Circular-Keystone. 











WATCHMAKER-ENGRAVER, or watch-) 
maker; 35 years’ experience; south, 
southwest; school trained; no draft, 
asthmatic, workroom adjacent; seeking 
dry climate, low elevation; $85; single. 
Address “Y., 4301,” care Jewelers’ Cit- 
cvlar-Keystone. 


A-1 WATCHMAKER, “certified,” can 
also do plain engraving, jewelry re 
pairing, diamond setting; desires 
change; married, one dependant; 
neat appearance, no physical handi-| 
cap. Address “C., 4257,” care 


Jewelers’ Circular-Keystone. 


EXECUTIVE, expert knowledge and 
experience in bookkeeping, credits 
correspondence, _ finances, office 
management; every phase of the 
jewelry business; outstanding re 
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SITUATIONS WANTED—Continued 





_ 
IS or St. Paul; high type 
Na oreeks position reputable store 
ted either city commencing Janu- 
ag well educated, confidence inspir~- 
ary; | dividual ; intensified experience ; 
hichest moral character ; excellent 
bekground. Address “K., 4216,” care 
Jewelers’ Circular-Keystone. 





——e—V—_—_oO_— 
D expert, in diamond cutting, 
ged diamond setting, light jewel- 
repairing, very good _knowledge 
merchandising, wishes position with 
h class store, to be an assistant 
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hig! 
er; salary $150 per week; best 
mferences. Address “A., 4316,” care 


Jewelers’ Circular-Keystone. 





f dit offi 
‘TERVIEWER, for credit office, re- 
IN table store “doing big volume_ busi- 
ness; sales minded; diplomatically ag- 
gressive ; clean cut, executive type; 
enviable knowledge jewelry industry ; 
finest reference ; available January. 
Address “V., 4219,” care Jewelers’ 
Circular-Keystone. 





—————_— 
STORE manager, superior type; better 
class installment ; preferably New 


York, New Jersey, Pennsylvania or 
New England; please don’t answer un- 
less status warrants compensating 
minimum of $8,000 plus commission ; 
available January. Address “W., 4220,” 
care Jewelers’ Circular-Keystone. 





KEY MAN desires affiliation reputable 
credit jewelry chain; dynamic sales- 
man; managerial ability; enviable 
knowledge most successful large volume 
operation; minimum. salary first year 
$7,500: available January. Address 
“M., 4229,” care Jewelers’ Circular- 
Keystone. 





DIAMOND salesman of unusual high 
productive ability, able and thoroughly 
competent in every phase of the busi- 
ness, founded on over 25 years’ sound 
experience in selling and _ executive 
position, desires to make change and 
permanent connection with reputable 
firm. Address “R., 4338,” care Jewel- 
ers’ Circular-Keystone. 





FORCEFUL salesman _ interested con- 
sidering attractive proposition in mod- 
ern credit store; fully capable creating, 
maintaining high unit sales diamonds, 
watches; unusually competent con- 
summating turnovers; A-l reference: 
available around February. Address 
“K., 4227,” care Jewelers’ Circular- 
Keystone. 


SALESMAN seeks position old estab- 
lished retail jewelers transacting most 
cash business, handling better class 
trade; highly productive; well man- 
nered; ethically inclined; very desir- 
able age; $125 weekly plus commis- 
sion; available after Christmas; 
location immaterial. Address "Gh 
4224,” care Jewelers’ Circular-Keystone. 


MIAMI BEACH connection sought; 
prolific counter jewelry salesman; 
excellent character; enviable repu- 
tation; young, resourceful; inter- 
ested associating only with high 
grade firm enjoying first class rat- 
ing; available 1944. Address “H., 
4214,” care Jewelers’ Circular-Key- 
stone, 











POSITION wanted; high calibre diamond 
jewelry salesman seeks position rep- 
utable New York State retail estab- 
lishment, handling only finest quality 
merchandise, operating highest ethical 
Standards; minimum salary $150 
Weekly ; 1944 availability ; strictly con- 
fidential. Address “W., 4247,” care 
Jewelers’ Circwlar-Keystone. 


MANAGER, thoroughly experienced 
every phase of retail jewelry business 
for the past 10 years; now employed 
with active store doing large volume; 
seeks change after January Ist, to 
Manage one or more stores or partner- 
ship arrangement; can invest up to 
5,000; present salary $7,500; what 
have you to offer? Address “V., 4246,” 
care Jewelers’ Circular-Keystone. : 





MANAGER credit jewelry, 20 years’ ex- 
perience, capable taking complete 
charge sales, credit, collections, mer- 
chandising, advertising, window dis- 
play; high caliber executive with ex- 
cellent sales ability; familiar all phases 
of business; draft exempt; desires 
managership; Ohio preferred; $85 
minimum salary. Address “G., 43038,” 
care Jewelers’ Circular-Keystone. 








CERTIFIED watchmaker (store sold 
out) wants permanent position, south- 
ern states only; age 30, married, i4 
years’ experience, railroad and all high 
grade watches; complete charge of re- 
pair department; stone setting, ring, 
jewelry and clock repairs, plain en- 
graving, references; $75 per week and 
50% commission on all overtime. Ad- 
dress “G., 4325,’ care Jewelers’ Circu- 
lar-Keystone. 


MANUFACTURER of diamond jewelry 
wishes to connect with a salesman «ail- - 
ing on the better class of retailers, to 
sell our line of diamond solitaire and 
wedding rings. Address “G., 4264,” 
care Jewelers’ Circular-Keystone. 








Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED good watchmaker; permanent 
position at good pay. Doyle & Cook, 
11 Central Sq., Lynn, Mass. 





SPECIAL notice; exclusive services high 
type salesman available reputable 
watch importers whose line remains un- 
featured on west coast; this man who 
has an idea of great interest, antici- 
pates visiting New York next year, dur- 
ing which occasion invitations for per- 
sonal interview will be confidentially 
and most cordially fulfilled. Address 
“P., 4289," care Jewelers’ Circular- 
Keystone. 





BRAINS for hire; executive, promo- 
tional, merchandising, all phases 
credit jewelry business; other de- 
partments also; experienced individ- 
ual, chain, department stores; un- 
matched record, successful diamond 
promotions, volume builder; best 
market contacts; prefer business re- 
quiring expansion; present job pay- 
ing $9,000; interested future; mar- 
ried, age 40, family; excellent 
references. Address “C., 4305,” 
care Jewelers’ Circular-Keystone. 








Lines Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


CLOCKMAKER, also assistant on French 
and English clocks; steady position. H. 
Rick, 666 Madison Ave., New York City. 





WANTED, watchmaker and light jewel- 
ry repairer; permanent position. Bart- 
ling’s, Grinnell, Iowa. 


WATCHMAKER to do extra high grade 
trade work for Ohio jeweler. Address 
“K., 4332,” care Jewelers’ Circular- 
Keystone. 


WATCHMAKER, dependable and capa- 
ble, pleasant working conditions; job 
here permanent. Smith’s Jewelry, Dub- 
lin, Ga. 


JEWELRY polisher; steady work; state 
experience and salary expected. <Ad- 
dress “V., 4294,” care Jewelers’ Cir- 
cular-Keystone. 














WANTED, first class watchmaker for 
permanent position; salary $100 per 
week. Hart Jewelry Company, 26 E. 
High St., Springfield, Ohio. 





EXPERIENCED watchmaker; salary ac- 
cording to ability; good references re- 
quired. Write Carl Petersen, 240 
Woodward Bldg., Washington, D. C. 





WANTED, watchmaker and light jewelry 
repairer, salary $60 to $65 week; 50-50 
on overtime watch work. Carl W. Rose, 
826 Calhoun St., Ft. Wayne, Ind. 


WANTED experienced watchmaker, also 
able to size rings; state salary and 
reference in first letter. Vermillion’s, 
917 Meridian St., Anderson, Ind. 








EXCLUSIVE line best grade costume 
jewelry sought for lucrative territory ; 
don’t answer unless your product is 
tops; starting 1944. Address “W., 
4300,” care Jewelers’ Circular-Keystone. 


HIGH CLASS ring mounting line 
wanted for 1944 presentation by 
outstanding salesman, well estab- 
lished most desirable spot Pacific 
Coast; replies from any distance 
considered and treated with strict- 
est confidence. Address “E., 4262,” 
care Jewelers’ Circular-Keystone. 








SPECIAL notice; exclusive services high 
type salesman available reputable 
watch importers whose line remains 
unfeatured on west coast; this man 
who has an idea of great interest, 
anticipates visiting New York next 
year, during which occasion invitations 
for personal interview will be _ con- 
fidentially and most cordially fulfilled. 
Address “R., 4290,” care Jewelers’ Cir- 
cular-Keystone. 





Side Lines 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SIDE LINE salesman to carry popular 
priced line of genuine Ocean Mother 
of Pearl military insignia jewelry; 
commission. Address “A., 4190,” care 
Jewelers’ Circular-Keystone. 








PLAIN engraver; steady position; good 
salary to right party. Address ~ = 
4195,” care Jewelers’ Circular-Key- 
stone. 





WANTED, first class engraver or com- 
bination engraver or watchmaker; 
permanent position with good salary. 
Cave’s Jewelers, Little Rock, Ark. 





WANTED, experienced watchmaker, fast 
meehanic; excellent pay, easy work. 
Write M. Sacks, 740 Sansom S&8t., 
Philadelphia, Pa. 





WANTED, competent watchmaker at 
good pay; pleasant working conditions. 
Address “A., 4254,” care Jewelers’ Cir- 
cular-Keystone. 





WANTED, first class watchmaker; per- 
manent for and after duration; salary 
$65 weekly. Edwards, Jeweler, New 
Castle, Ind. 





WANTED, clockmaker and junior watch- 
maker; good working conditions; high 
salary. Bernard Rainess Co., 2372 
Broadway, New York City. 





WANTED first class watchmaker; per- 
manent position, top salary, retail 
jewelry store. Bernard Rainess Co., 
2372 Broadway, New York City. 





SALES LADY, retail jewelry store, ex- 
perienced, permanent position. A. M. 
Klausner, 428 Knickerbocker Ave., 
Brooklyn, N. Y. 


SALESMAN, experienced, retail credit 
jewelry store; permanent position. 
A. M. Klausner, 428 Knickerbocker 
Ave., Brooklyn, N. 








(Continued on page 182) 
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HELP WANTED—Continued 





WATCHMAKER;; permanent position, 
top salary for competent man; short 
working hours. Brown’s Jewelers, 
395 Main St., Stamford, Conn. 





$90 A WEEK; watchmaker for north- 
western Ohio; ideal working condi- 
tions. Address “R., 4234,” care 
Jewelers’ Circular-Keystone. 


WANTED, first class jeweler and stone 
setter; salary $65 per week; give 
references and address letter 219 
Sixth Ave., N., Nashville, Tenn. 


EXPERIENCED shipping clerk 
wanted; permanent position. Henry 
H. Harteveldt Co., 630 Fifth Ave., 
Rockefeller Center, N. Y. 


WATCHMAKER, one who can do plain 
jewelry work and engraving preferred ; 
steady position, attractive salary. H. H. 
Blase, 64 S. Main St., Wilkes-Barre, 
Pa. 














JEWELER wanted on special mountings 
and also able to set his own stones; 
$1.50 per hour; give information in 
detail in first letter. Address “M., 
4292,” care Jewelers’ Circular-Keystone. 





WANTED, watchmaker and engraver; 
$75 week guaranteed and all overtime 
you want to make; plenty of good 
clean work in nice air conditioned store. 
J. L. Albriton, 418 East Capitol, Jack- 


WANTED first class diamond setter, 
preferably all around man, such as en- 
graving and hammer work. Reply 
W. R. Hoover, Inc., 587-591 Main St., 
Buffalo 3, N. Y. ; 


WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 











tions; state age and experience. Ad- 
dress “E:, 2040,” care Jewelers’ Cir- 
cular-Keystone. 

WANTED first class watchmaker, draft 


exempt; fine store; will pay highest 
salary; store located Charlotte, N. C.; 
permanent. Address “M., 3775,” care 
Jewelers’ Circular-Keystone. 


WATCHMAKER wanted, draft exempt, 
competent; references; steady job; 
salary $90 per week. Julian’s Credit 
Jewelers, 6330 Pacific Blvd., Hunting- 
ton Park, Calif. (near Los Angeles). 


WANTED, combination diamond setter 
and jeweler for well established store; 
daylight shop; good pay for steady 
man. Maxwell’s, 10 Pine Ave., Long 
Beach, Calif. 


JEWELRY repairman; plain jewelry; 
good salary to right party; finest 
winter climate in S. A. Address 
“C., 4194,” care Jewelers’ Circular- 
Keystone. 


WANTED, first class watchmaker; per- 
manent job for the right man; state 
references, salary wanted, etc., in first 
letter. Meyer & Schamber Jewelry Co., 
Meridian, Miss. 


JEWELERS, special order men, jobbers 
and repairers; union shop;: steady 
work; splendid working conditions. 
Meyer Jewelry Co., Professional Bldg., 
Kansas City, Mo. 


WATCHMAKERS wanted; best of work- 
ing conditions; $72 for 50 hour week; 
$92 for 60 hour week. Meyer Jewelry 
og Professional Bldg., Kansas City, 

Oo. 




















WATCHMAKER; permanent _ position 
open with long established and re- 
liable retail ‘jewelry store. Communi- 
cate with Lippman’s, 311 Market St., 
Harrisburg, Pa. 





WANTED first class watchmaker; per- 
manent position with old established 
store; good pay, salary or commission: 
wire our expense; moving expenses 
paid. H. Post & Sons, Decatur, III. 


WANTED, jeweler and engraver; xIlso 
stone setter; steady position, good sal- 
ary; firm 72 years in business; store 
air conditioned; wire our expense. H. 
Post & Sons, Decatur, II. 


WANTED at once, first class watch- 
maker; pleasant working conditions; 
state age, qualifications and salary ex- 
pected. George W. Keyworth, Lake- 
land, Fla. 


WATCHMAKER wanted; draft exempt; 
competent; references; steady job in 
high class store; give full references 
and salary expected in first letter. 
Reick, Jeweler, Poughkeepsie, N. Y. 


WATCHMAKER wanted; excellent work- 
ing conditions; salary plus commission, 
plus bonus to right man; permanent 
position; must be reliable. Goodman’s 
Jewelry Store, McKeesport, Pa. 


WATCHMAKER, one who can do plain 
jewelry work and engraving preferred ; 
steady position, salary $75 per week. 
Salmenson’s Jewelers, 225 Central Ave., 
Great Falls, Montana. 























Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 








WANTED, watchmaker and engraver; 
permanent job, fine southern store; 
$85 per week; references required. 
Address “XYZ, 4245,” care Jewelers’ 
Circular-Keystone. 


WATCHMAKERS in New York to take 
out trade work; skilled men only; 
write full details for interview. Ad- 
dress “B., 3819,” care Jewelers’ 
Circular-Keystone. 


WATCHMAKER, salesman, light 
jewelry repairman and an. all 
around man; good salary and steady 
position to the right man. J. W. 
Nichols, Uniontown, Pa. 











WANTED, man to do jewelry repairs 
and engraving; with oldest jewelry 
firm in Southwest; give references, 
and for details write to Greenwald 
& Adams, Tucson, Arizona, 


WATCHMAKER, experienced: ste 
position with oldest jewelry firm dy 
Southwest; give references and fo 
details write to Greenwald & Ada = 
Tucson, Arizona. -_ 





WANTED, combination engraver-jey 
elry repairer; permanent POSition 
for satisfactory man; state 8 





and references. Green’ 
Store, Pottsville, Pa. a 
WANTED, two jewelers for repair and 


new work, also watchmaker and en, 
graver; ideal working conditions: 
permanent. Gantt Jewelry Mfg, Co., 
Abdou Bldg., El Paso, Texas, 


WANTED, first class watchmaker. | 
pleasant working conditions; retail 
store; 42 hour week; start at $65: 
write or wire. Otto Schmieder, 4] 
W. Washington, Phoenix, Ariz, 








WANTED, all around trade shop jewel- 
er; $75 for 483 hour week; 25% bonus 
on all work done after Salary js 
doubled ; references exchanged. Lowel] 
G. Hays, 505 Farnsworth Bldg., Mem- ! 
phis 3, Tenn. 





ENGRAVER of lettering and monograins 
on gold and silver; steady position 
with large jewelry store in New York 
City; give full particulars in first let- 
ter. Address ‘‘V., 4299,” care Jewelers’ 
Circular-Keystone. 





JEWELER wanted on mountings and 
emblems; fine place to work and fine 
city in which to live; state exactly 
what you can do and salary expected, 
Address “G., 4293,” care Jewelers’ Cir- 
cular-Keystone. 


WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected, 
Address “J., 4321,’ care Jewelers’ Cir- 
cular-Keystone. 


FIRST CLASS watchmaker ; 
position to right man in 








permanent 
one of the 


better class, old established, jewelry 
stores in southeastern Ohio. Address 
“E., 4100,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKERS, enjoy the beauty and 


climate of the Monterey Peninsula ; 
highest wages; ideal _working condi- 
tions; permanent position; write or 


wire Glenn Foster, Jeweler, Monterey, 
Calif. 


WATCHMAKER wanted; steady, relia- 
ble; fine working conditions, air con- 
ditioned store; salary $100 per week; 
in town of ideal living conditions, In 








state of Oregon. Address “FW . Siki,- 
care Jewelers’ Circular-Keystone. 





WANTED, first class watchmaker; one 
of the best stores in Arkansas; nothing 
but the highest class of work wanted; 
permanent position; state salary ex- 
pected and give reference in reply. 
Cave’s Jewelers, Little Rock, Ark. 





WANTED, first class watchmaker; can 
make up to $100 a week; no overtime 
if good; 50 hours week, time and a 
half for overtime; daylight all day; 
new location; easy to get along with. 
Howard’s, Long Beach, Cal. 





WANTED, first class watchmaker and 
engraver combined, for old established 
firm; give reference and salary €x- 
pected; permanent position for right 
party. Address “J., 4226,” care Jewel- 
ers’ Circular-Kevstone. 








WATCHMAKER, also a combination 
man; draft exempt; permanent po- 
sition; $75 per week and commis- 
sion; open now. Hart’s Jewelry 
Store, Waycross, Ga. 








POLISHER and plater on class rings 
and pins; man familiar with barrel 
finishing on quantities preferred. 
J. O. Pollack & Co., 337 W. Madi- 
son St., Chicago, III. 


IXPERIENCED watchmaker; _ perma- 
nent position; healthful North Jersey 
seashore resort; delightful working 
conditions; perferably 45 or over. _Ad- 
dress “T., 4250,” care Jewelers’ Circu- 
lar-Kevstone. 











WANTED, experienced jewelry sales 
man for extra help during the 
month of December; good pay; 
pleasant working conditions. / 
dress “D., 4196, care Jewelers 
Circular-Keystone. 








182 


THE JEWELERS’ CIRCULAR-KEYSTONE 


\"\ 








Steady 
Tm in 
d, for 
dams, 
T-jew. 


Sition 
~ 


r and 
d en. 
10ns; 


iker; f 


etail 
» 4] 


Wel. 
onus 


well 
[em- 


ams 
tion 


fork | 


let- 
ers’ 


and 
fine 
ctly 
ted, 
“ir- 


Da- 
ant 
ate 


‘ir- 


nt 





Iry 
SS 
r- 


nd 
li- 


or 
y; 








HELP WANTED—Continued 





—— an 
KER, first class man, ex- 
ed a ae. inspection and 
small bracelet work; permanent 
ition; salary $70 weekly. Ad- 
dress Geo. W. Taylor Co., Inc., Wil- 
liamson, W. Va. 


ITED, another first class watch- 
eoker capable doing light jewelry 
work and engraving; permanent posi- 
finest store in eastern Caro- 





ion with 
a; established 60 years; top salary ; 
ive full information in first 


letter. 
Louis Selig, Elizabeth City, N. C. 





; =e 
ALESMAN wanted ; Busch & Sons, an 
old established firm, offer an excellent 
opportunity to a salesman of initiative 

and interested in progressive advance- 

ment; please write or call for an inter- 
view. Busch & Sons, Inc., 875 Broad 


St. Newark, N. J. 








SECOND watchmaker, permanent posi- 
tion to one with ability, anxious to 
improve and increase his_ efficiency ; 
first class store, good salary; Ohio 
town of 35,000 population. Address 
“q., 4101,” care Jewelers’ Circular- 
Keystone. 


PERMANENT and pleasant position 
for capable Al watchmaker; good 
working conditions; salary $90 per 
week and commission to the right 
party; must be draft exempt; refer- 
ence in first letter. A. Green, 
Jeweler, Ypsilanti, Mich. 





COMPETENT watchmaker - optometrist ; 
$75 to $100 per week depending on 
ability; also a fast, accurate watch- 
maker of proven ability, at top wages; 
male or female; can also use qualified 
combination jeweler-watchmaker. Nel- 
son Jewelry Co., 408 Riverside Ave., 
Spokane, Wash. 





WANTED first class watchmaker; guar- 
antee $50 per week and 20% on all 
over $100; nice clean jobs; with some 
overtime should average $100; can en- 
joy living on east coast of Florida 
while making good money. Address 
“N., 4274,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, man of good appear- 
ance, capable of estimating work and 
doing such work as fitting crowns, 
stems, crystals; we also need another 
good watchmaker; ideal working con- 
ditions; plenty homes and apartments 
available; reasonable rent. L. F. Hene- 
bry & Son, Roanoke, Va. 





A LARGE department store in the South 
has excellent permanent opening for 
first class watchmaker; in applying, 
please give full details of experience 
and expectations. Apply to Thalhimer 
Brothers, Inc., 6th & Broad Sts., Rich- 
mond, Va. 





FIRST CLASS jeweler, for retail store; 
well equipped shop, ventilated; good 
light; position just vacated because of 
illness; permanent to a good steady 
man; salary $60 a week, time and a 
half for overtime. Address “H., 4038,” 
care Jewelers’ Circular-Keystone. 





CALIFORNIA firm wants novelty jewelry 

sample maker on expensive silver 
jewelry; A-1 man only; able to take 
charge of production; transportation 
paid; salary open; replies kept con- 
fidential Address ‘“‘N., 4336,” care 
Jewelers Circular-Keystone. 


WANTED, first class watchmaker to 
work in the leading jewelry store in 
town of 25,000; pleasant working con- 
ditions; guaranteed salary of $100 per 
week, extra for overtime work. Ad- 
dress “E., 4199,” care Jewelers’ Cir. 
cular-Keystone. 








WANTED, optician to work on commis- 
sion basis; largest and best jewelry 
store in town of 25,000: want only 
first class optician; wonderful oppor- 
tunity for the right party; must have 
own equipment. Address “G., 4200,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER wanted by old reliable 
concern in clean up-to-date town in the 
health spot of Texas; excellent climate 
for out of doors recreation the year 
around; position permanent with good 
aary. H. Krezdorn and Sons, Seguin, 

ex. 


ENGRAVER who can do good letter and 
monogram work; good working condi- 
tions; high grade store; living condi- 
tions reasonable; no military camps 
nearby; advise experience, age, salary 
expected; give references. L, F. Hene- 
bry, Roanoke, Va. 


WANTED watchmaker; a man capable 
of fine precision workmanship; in 
one of the South’s leading stores, in 
a progressive city; salary, straight 
commission, or commission with 
guarantee. Address “C., 3898,” 
care Jewelers? Circular-Keystone. 


PLATER-POLISHER wanted; defense 
contract for small parts; must be 
familiar with solutions and capable 
of fine polishing; excellent pay on 
40 hour basis; well established 
manufacturing jewelry firm. Meyer 
& Alexander, Marion, Indiana. 

















JEWELER who can set diamonds and 
has had some manufacturing experi- 
ence in gold and platinum work; high 
grade store; good working and living 
conditions; houses and apartments 
available at reasonable rents; advise 
references and salary expected. Ad- 
dress L. F. Henebry, Roanoke, Va. 





SALESMAN, experienced in credit re- 
tail jewelry; excellent opportunity for 
right man; good salary, permanent 
position; leading jeweler in Sacra- 
mento, California; full particulars in 
first letter; inquiries confidential. Ad- 
dress “K., 4269,” care Jewelers’ Circu- 
lar-Keystone. 


WANTED, a good watchmaker and all 
around man; watchmaker and en- 
graver preferred; an opportunity 
for a good man looking for a fu- 
ture; a beautiful home _ reserved 
until November 15th; if interested 
act now. R. O. Wieland, Jeweler, 
Greenville, Ohio. 


FIRST CLASS jeweler, all round trade 
shop experience; small _ special 
orders, jewelry repairs, diamond 
setting; can earn upward from $85 
per week; long established firm in 
Ohio; full details and references 
first letter. Address “E., 3506,” 
care Jewelers’ Circular-Keystone. 


WANTED, experienced watchmaker; 
light jewelry repairing, such as ring 
sizing, in southern city of 120,000; 
pleasant and permanent position; 
salary $75 per week; send refer- 
ences in first letter with full infor- 
mation. Address “M., 4272,” care 
Jewelers’ Circular-Keystone. 














YOUNG LADY, wanted by a leading 
gold jewelry manufacturer; experience 
essential; familiar filling orders, han- 
dling all details pertaining special 
order work; splendid opportunity; five 
day week; state fully classifications, 
experience: replies kept confidential. 
Address “D., 4261,” care Jewelers’ Cir- 
cular-Keystone. 


WATCHMAKER;; a personal interview 
more satisfactory than correspon- 
dence; will pay transportation both 
ways to a reliable and capable man 
to look over position; a permanent 
position and salary to correspond 
with the times; advise with refer- 
ences and experience. R. E. Brig- 
ham, Oneonta, N. Y. 





HAVE an opening for a good jewelry 


repairman, also a man for special 
order work and stone setting; can offer 
a steady position with good pay to 
first class workmen; time and one half 
for overtime after 40 hours; write full 
particulars as to salary expected and 
draft classification. Orkin Jewelry 
Manufacturing Co., Third Floor South- 
land Life Bldg., Dallas, Tex. 





FIRST CLASS jeweler; all around trade 


shop experience; special orders; jewel- 
ry repairs; diamond setting; salary 
$70 per week plus commission; good 
man can average $100 per week cr 
more, no limit; good working condi- 
tions in air conditioned building; per- 
manent position; wire collect. C. E. 
Mounce, Mfg. Jeweler, 109 Ardis Bldg., 
Shreveport, La. 





WANTED two 


watchmakers, one cf 
whom can do light jewelry repairing 
for new high grade store to open at 
Oak Ridge, Tenn., January 15th; this 
is a new permanent city of 15,000; all 
modern conveniences, homes, apart- 
ments, and rooms available; send ref- 
erences and pay expected to Leo F. 
Henebry, 209 Jefferson St., Roanoke, 
Va. 





MIDWESTERN territory open for cos- 


tume jewelry salesman calling on spe- 
cialty jewelry and department stores; 
must have car and come highly recom- 
mended; territory open consists of 
Illinois, Indiana, Ohio, Michigan, Mis- 
souri and Kansas; strictly commission 
basis; no side line man wanted. Ad- 
dress “V., 4341,” care Jewelers’ Circu- 
lar-Keystone. 





WANTED at once diamond setter and 


general jewelry repair man; perma- 
nent position; contract if desired; 
best of working conditions in newly 
equipped shop; regular hours, high- 
est salary and bonus with yearly 
vacation; in one of Michigan’s lead- 
ing southern cities; population of 
about 70,000. Address “P., 4280,” 


care Jewelers’ Circular-Keystone. 





DEPARTMENT manager (male); dia- 


monds and watches, large metropoli- 
‘tan department store; applicant 
should possess thorough technical 
knowledge in addition to being a 
good executive and a fine salesman; 
apply by letter giving complete in- 
formation regarding personal and 
business qualifications; references; 
replies confidential. Address “T., 
4340,” care Jewelers’ Circular-Key- 
stone. 





WANTED, 


four more watchmakers to 
assemble watches; no cleaning, no 
staffs, no jewels: we do all this; just 
assemble and oil movements; if you 
are energetic, fast and good on ad- 
justments you can make up to $30 per 
day; I will pay $2 to $2.50 for every 
watch you assemble; one man has com- 
pleted two watches per hour, for eight 
hours; why not you? Try this new 
wonderful easy money making proposi- 
tion; you will be enthusiastic. Charles 
Chapman, Jeweler, 230 S. Halsted St., 
Chicago 6, Ill. 





HAVE immediate opening for high 


type experienced watchmaker seek- 
ing permanent connections; fine 
work only will be accepted; not in- 
terested. unless considered on perma- 
nent basis; salary $75 to $100 per 
week according to amount of work 
done; have modern up-to-date, air- 
conditioned store serving excellent 
clientele for 13 years; will reim- 
burse cost of transportation; Talla- 
hassee has excellent climate and a 
stable town in which to locate; 
phone or wire collect. Moon Jewelry 
Co., Tallahassee, Fla. 








(Continued on page 184) 
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Special Notices 


(Continued from page 183) 














HELP WANTED—Continued 








REAL OPPORTUNITY for jewelry sales- 
man; payrolls have increased from 
$8,000,000 to more than $36,000,000 
per month since October, 1941, in Port- 
land, Ore.; decide now to live in the 
beautiful City of Roses; enjoy the 
pleasures of the enchanting Pacific 
northwest; permanent position; excel- 
.lent salary arrangement, well worth 
investigating; applicants must thor- 
oughly understand how to sell dia- 
monds; will help obtain suitable liv- 
ing accommodations; prefer men from 
Pacific Coast but others may apply. 
Write to “L., 4270,’ care Jewelers’ 
Circular-Keystone. Our employees 
know of this advertisement. 








For Sale 


Stores, Stocks and Businesses 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





FOR SALE, prosperous jewelry business 





in a thriving city. Address W. G. 
Kraft, R. D. #6, Meadville, Pa. 
WATCH and Clock Shop; excellent 


clientele in New York City; fine cp- 
portunity for good workman. Address 
".,. Sead,” Circular- 
Keystone. 


care Jewelers’ 





SMALL but busiest store in best town 
in eastern Oregon; finest location, low 
rent; stock mostly finest quality dia- 
monds. Address “D., 4259,” care 
Jewelers’ Circular-Keystone. 





FOR SALE, good paying jewelry store 
in county seat town of 6000 in North 
Alabama; price around $4,000; would 
hire good watchmaker who would be 
interested in purchasing store sbout 
first of year; a real opportunity; to 
be sold only as a going business. Ad- 
dress “S., 4217,” care Jewelers’ Cir- 
cular-Keystone. 


FOR SALE, $60,000 cash, pioneer jewel- 
ry and loan company with largest loan 





department in California; hot spot, 
population 400,000 plus navy and 
marine activity; best corner, long 
lease; real deal for first class mer- 


chant; unless you have the cash do not 
answer. Address “R., 4240,” care Jewel- 
ers’ Circular-Keystone. 
MANUFACTURING shop, fully equipped ; 
modern tools and equipment, also com- 
plete stock, all kinds of material: 
enough for an eight man shop for a 
year ; white and yellow gold, files, saws, 
drill; I have large supply of every- 
thing; forced to quit on account of 
health; it will pay you to investigate ; 
everything will be sold at cost. S. W. 
Hora, P. O. Box 436, Memphis. Tenn. 
FOR SALE, 89 year old jewelry busi- 
ness in best agriculture section; IlIli- 
nois college city of 10,000 in peace 
time; 30,000 persons in trading 
area; 50,000 man military camp; 
one partner died, other wishes to 
retire; right party needs $5000 
cash; balance terms. L. Stocker 


Sons, Macomb, III. 
FOR SALE, well established jewelry 


store, on Pacific coast in San 
Joaquin valley; store has best repu- 
tation; business over the holidays 
should pay for the store; new mod- 
ern store and fixtures; good lease 
and very. reasonable rent; $17,500 
will cover merchandise and fixtures; 
owner wishes to retire. Address “H., 
4225,”" care Optical Journal. 

















For Sale 


Tools, Equipments, Merchandise 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





FOR SALE two engraving blocks with 
attachments, good condition; write 
for descriptions and _ prices. Theo. 
Moeller, 417 Bayard St., Waterloo, Ia. 





STAKING SET K. & D. special, 22 
stumps, 66 punches; never’ used; 
original tissue paper within. A. Bash- 
low, 2108 75th St., Brooklyn, N. Y. 
Bensonhurst 6-3363, evenings. 





3000 RING BOXES, paper; Hold-on 
clutches; 300 ring trays with covers, 
second hand electric clocks; wrist and 
pocket watches. Polack, 95 Bowery, 
New York City. 





COMPLETE commercial lapidary equip- 
ment; excellent condition; AC motors; 
also one diamond slitting machine. Ad- 
dress “Z., 4312,” care Jewelers’ Circu- 
lar-Keystone. 





FOR SALE; complete set jewelry store 
fixtures, all plate glass; one National 
Cash Register; bargain; located in 
Nebraska. Howard Hehnke, 415 538. 
McKinley, Casper, Wyo. 








Closing Date 





Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. - 





FRANCIS engraving machine, 
with all cutters and three sets of 
letters; machine in excellent condi- 
tion; worth $300; will sell it for $45. 
Inquire B. Erickson, 234 Scott St., 
Youngstown, Ohio. 


complete, 





ONE POUND broken movements and 
material $3.50; two gross assorted new 
watch crystals $3.25; one dozen clean 
used dials $2.00; write for prices of 
used watch movements. B. Lowe, Box 
311, St. Louis, Mo. 





KLIVE Swiss wrist watches in white 
cases, 64%L., 6%L., 10%L. and bag- 
uettes, requiring some repairing, $15; 
500 imitation stones for’ repairing 
jewelry $2.00. B. Lowe, Box 311, St. 
Louis, Mo. 





BURGLAR-PROOF safe, still on premises 
of E. M. Gattle, Fifth Ave. Jewelers; 
especially fine safe for one who is 
looking for absolute protection. If in- 
terested, Mike Krasilovsky, 220 Center 
St., New York, N. Y. 





NEW AND USED wheel cutters; slide 
rests; lathes and attachments; casb 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien. 220 W. Sth St., Los An- 
geles. Cal. 





SAVE! SAVE! SAVE! 
the very best buys in 
from us, because for 
years, 90% of our di 
elry, colored stones (genuine 
synthetic), silverware, antiques and 
very unusual items, have bee 
bought from private individuals por 
estates; when in New York, put us 
on your must list. Rabb Jewelers 
1204 Sixth Ave., near 48th St a 
block from Radio City); 562 Fifth 
Ave., Cor. 46th St., New York, 


You can get 
the country 
the past 3] 
amonds, jew. 


and 


ee 


Business Opportunities 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 

















EVERY EFFORT is made: by The Jewei- 
ers’ Circular-Keystone to keep its ad- 
vertising columns clean. Advertisers 
under Business Opportunities, etc 
must furnish trade references. An. 
nouncements must pass the strict cen- 
sorship requirements of The Jewelers’ 
Circular-Keystone. 





PRIVATE individual interested purchas- 
ing credit jewelry store as going busi- 
ness, preferable in vicinity of Detroit. 
W. Knisel, 1815 Forest Ave., Toledo, 0, 





GORDON BROTHERS, cash _ buyers 
of complete jewelry stores and sur. 
plus stocks; for details see our ad- 
vertisement page 139. 





AN EXPERIENCED watchmaker, thor- 
ough knowledge of jewelry business: 
is interested in purchase of good store; 
New England preferred; full particu- 
lars, ete. Address “S., .4339,” care 
Jewelers’ Circular-Keystone. 





WANTED a man to spend two hours a 
night working in his own home, that 
will pay $30 to $40 a week; not watch 
repairing and nothing to sell; write 
at once, Central Industries, 3302 Chest- 
nut, Fort Wayne, Ind. 





CASH for diamonds, watches and jewel- 
ry; established 37 years; send surplus 
stock for cash estimate; bank refer- 
ences. Emil Noel, 29 E. Madison St., 
Chicago, Ill. 








HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St. 
Chicago. 





COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures; we interview you at our ex- 
pense in any part of the country; 
bank and trade _ references. 
Tremont St., Boston, Mass. 





SAMUEL GANSBERG will buy your 
surplus or entire stock and fixtures or 
estates for cash; my direct outlet en- 
ables me to pay you higher prices, 
bank and trade references of the high- 
est character. Write 37_Maiden Lane, 
New York. Telephone Bowling Green 
9-7151. 





CASH paid for your entire jewelry 
store or stock of jewelry; watch- 
makers tools, watch materials, old 
movements and any out of style 
jewelry, etc.; I pay best price; wire 
at my expense. M. Harris, 1 
Hester St., New York, N. Y. 
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ill puy ror cash your 
NAT LEHRER ‘Complete or any part 
jewelly my direct connections for out- 
therspable me to pay the best prices; 
| enermunications held confidential ; 
| all trade references; write or phone, 
- Hester St., New York City; phone 
ional ¢-8242, night phone Tivoli 2-3715. 

| 





majority interest well estab- 

FOR SALE, Tivacturing, special order 
be ir trade jewelry shop, fully 
for production, including drop 
rolling mills, centrifugal 
doing capacity business. Ad- 
76,” care Jewelers’ Circu- 


and repa 
equipped 
hammers, 
casting ; 
dress “A., 
lar-Keystone. 





Panton 
L PAY you spot cash for your 
| ni or entire stock of dia- 
monds, watches, and jewelry; no 


| deal too large or too small; com- 


municate with me _ immediately. 
Edward Morris, Morris Square Deal 
Jeweler, 75 So. Main St., Wilkes- 


Barre, Pa. 





JACK M. WERST will pay you spot 
cash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 





JEWELER with generous watch stock, 
plus quotas from leading watch 
companies, wishes to make connec- 
tion with reliable jewelry store or 
department store concession; addi- 
tional cash available for good propo- 
sition; write full particulars to “M., 
4333,” care Jewelers’ Circular-Key- 
stone. 





YOUNG MAN wishes to invest in a 
business proposition; I have up to 
$4,000 to invest in an_ established 
jewelry or watch repair store in New 
York, or vicinity, as a partner or other 
proposition basis; I also have a thor- 
ough knowledge of the jewelry busi- 
ness; I am an expert watchmaker and 
a good salesman. Address ‘“A., 4302,” 
care Jewelers’ Circular-Keystone. 





SPECIAL notice; exclusive services high 
type salesman available reputable 
watch importers whose line remains 
unfeatured on west coast; this man 
who has an idea of great interest, 
anticipates visiting New York next 
year, during which occasion invitations 
for personal interview will be con- 
fidentially and most cordially fulfilled. 
Address “T., 4291,’”’ care Jewelers’ Cir- 
cular-Keystone. 





HIGHEST PRICES paid for diamonds: 


and diamond jewelry of any amount; 
cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfect 
iamonds; turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, IIL. 


ARE YOU GOING out of business? I 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; no 
sale too large or too small; I will 

pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondence 
confidential; best of references 
throughout past 30 years. Herman 
Nathan, 5 S. Wabash Ave., Chicago, 








SAVE! SAVE! SAVE! You can get 
the very best buys in the country 
from us, because for the past 31 
years, 90% of our diamonds, jew- 
elry, colored stones (genuine and 
synthetic), silverware, antiques and 
very unusual items, have been 
bought from private individuals and 
estates; when in New York, put us 
on your must list. Rabb Jewelers, 
1204 Sixth Ave., near 48th St. (1 
block from Radio City); 562 Fifth 
Ave., Cor. 46th St., New York. 


BUY WAR BONDS first; then if you 
want to convert your entire present 
stock, fixtures, lease and good-will 





into cash at a guaranteed net profit, 


of 85% or more, with which to pur- 
chase more War Bonds, write us for 
full particulars; if you doubt it 
would be possible to sell your entire 
business by retail or in bulk as a 
going concern for almost twice the 
amount you will be offered by 
sharp-shooting stock buyers, write 
us for the name of our present 
client; we have been conducting this 
campaign for the past six months 
and have secured more in net profit 
above the cost of their merchandise 
for them than they were offered by 
any stock buyers for their entire 
establishment; write us for full par- 
ticulars and bank references. McRae 
& Shaw, 6th floor, 168 N. Michigan 
Ave., Chicago, IIl. 


Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “L., 2513,” care Jewelers’ Cir- 
cular-Keystone. 


TEASPOONS; souvenir, antique, novel- 
ty, etc.; one or more pieces; what have 
you? Address W. J. Thomas, 912 Penn 
St., Reading, Pa. 


WANTED to buy a complete set of 
watchmakers tools, new or — used. 
Beaumont Jewelry Co., 381 Pearl St., 
Beaumont, Texas. 











SEND complete list of flat sterling silver 
for cash sale; reference First National 
Bank & Trust Co. J. E. Dickerson, 
Asheville, N. C. 








To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





PART of office to rent, north light; pre- 
fer someone in the diamond, precios 
stone, jewelry or any business kindred 
to the jewelry trade. 551 Fifth Ave., 
Room 1001, New York City. 








Wanted to Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED; diamond dealer 
private room, north light, with relia- 
ble firm. Address “T., 4244,” care 
Jewelers’ Circular-Keystone. 








Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WE ARE equipped to do fine watch re- 
pairing for the trade; mail orders 
promptly filled; sound references fur- 
nished. Write Murray’s Time Shop, 
East 167th St., Bronx, New York, N. Y. 


Special Order Work and 


Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


nr 





ENGRAVING, jewelry and silverware ; 
workmanship that will please you and 
your customers; you may depend on 
me for special rush orders, if your re- 
quest is humanly possible. E. L. Wilks, 
30 E. Adams, Chicago, IIl. 

JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bldg., St. 
Louis, Mo. 








Patents 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





QUEEN ANNE Gorham tray, new or 
used, 2/ inch rectangular. Lt. Robt. 
iy Sede Prevost Apt. #2, Greenville, 
Ss. 

WANTED, complete set of watchmaker’s 
tools; cash price; write or wire. C. A. 
Schnack Jewelry Co., Alexandria 1, 
La. 

WANT TO BUY a second: hand #2 
genuine, Mosely slide rest; state price 
and condition in first letter. H. W. 
Flinchbaugh, Jeweler. Manheim, Pa. 

WANTED, drop hammer; hydraulic or 
small ._power press; power rolls; ring 
bender; rolling mill for square wire. 
Address “F., 4324,” care Jewelers’ Cir- 
cular-Keystone. 


WANTED, small repair store in southern 
California by first class watchmaker ; 
age “44; five dependents; or rent space; 
all answers confidential. Address  V., 
4286,” care Jewelers’ Circular-Keystone. 


WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scales, drills, ete.; give full 
details. Ernest Linick, 29 E. Madison 
St.. Chicago, TI. 

WANTED to purchase electric or power 
driven jewelers’ rolling mills; please 
state if rolls are mounted on frame or 
pedestal, size, condition and manufac- 
turer’s name and address. X-Lin Com- 
pany, Wichita Falls, Texas. 























PATENT your good ideas; send me your 
simple sketch or model; free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 


Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 


WaATCHMAKERS; lucrease your ability 
through the highly recommended books ; 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 

RUSTED MOVEMENTS taken apart 
easily; rust removed from parts with- 
out damage to finish; full % pint 
“Jarene” only $3.50; free delivery; 
send check or M. ; money back 
guarantee. U. S. Detergents Co., 271 
Canal St., New York City; member 
Jewelers Board of Trade. 
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WPB Construction Order 
Still Rigidly Restricts 
Most Building Jobs 


The Office of Civilian Requirements 
has established a Maintenance and Con- 
struction Section to provide advice and 
counsel to retail and wholesale business 
men, whose building operations are 
severely curtailed by WPB Order L-41. 
F. Kaminows is chief of the new section, 
which is quartered at Washington. 

As corrected to July 27, WPB Order 
L-41, permits any “maintenance or re- 
pairs” job needed to keep a structure 
in sound condition, so long as there are 
no structural alterations or changes in 
design. Different materials of the same 
general nature may be used. (Examples: 
Painting a wall would be “maintenance,” 
but tearing down a false wall and paint- 
ing behind it would be “construction.” 
Plastering a ceiling would be “mainte- 
nance,” but installing a dropped ceiling 
would be “construction.” A leaky asphalt 
roofing could be replaced with asbestos 
roofing. ) 

But construction is a different matter. 
This term includes erection, construction, 
reconstruction, restoration, remodeling, 
additions, extensions or alterations. It 
does not restrict the purchase or installa- 
tion of movable fixtures, such as display 
cases and wall cases. 

Under L-41, no application need be 
filed if the total cost of such construc- 
tion during any 12-month period is: 

Less than $200, if the building is divid- 
ed into five or fewer suites, or 

Less than $1,000, if the building has 
accommodations for six or more suites. 

These exemptions apply to the entire 
building. 

Applications for construction costing 
more than these amounts should be filed 
with the local office of WPB if the proj- 





Poole Silver Co., 50 Years Old, 
Bends All Energies to War Goods 
Instead of Plated Hollowware 

The Poole Silver Co., of Taunton, 
Mass., peacetime manufacturers of fine 
silver-plated hollowware and pewter, this 
year are celebrating their golden anni- 
versary. It was 50 years ago, in 1893, 
that George Poole and Edward F. Roach 
founded the firm of Poole & Roach, 
which subsequently became the Poole 
Silver Co. 

Like most manufacturers in the silver- 
ware industry, the Poole Silver Co. have 
converted their plant 100 per cent to the 
war effort, though this change was far 
more difficult than it was for some of 
the larger manufacturers. Through the 
efforts of the officers of the company 
-and of their skilled craftsmen, they have 
solved many a knotty metal-working 
problem and are justly proud of their 
accomplishments in producing such war 
materials as marine running lights, tor- 
pedo parts, push-button closure boxes 
for submarines and much machine work 
for other factories. 

In connection with their present op- 
erations, it was necessary for them to 
add considerable new equipment, some 
of which promises innovations in the post- 
war production of plated hollowware. 

Management of the Poole Silver Co. 
rests with the following officers, three of 
whom are sons of the founder, George 
Poole; Howard M. Poole, president; 
Duke Peabody, vice-president and sales 
director; Arthur E. Poole, treasurer, and 
G. Albert Poole, secretary. 
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ect costs less than $10,000; with the 
Washington office if a greater cost is 
involved. 

“The increasing seriousness of the man- 
power problem, the increasing strain 
on transportation, and the expansion of 
certain war programs must of necessity 
curtail any construction which is not 
in the interest of the war effort, public 
health and safety,” Mr. Kaminows said. 

Cited by WPB’s New York office were 
these two examples of sizeable construc- 
tion jobs: 

Landlord doubles the rent. Landlord 
across the street offers an attractive 
lease on vacant quarters, formerly used 
as a restaurant, if the jeweler pays for 
the remodeling. WPB would deny the 
construction application. 

The Army takes over a building, forc- 
ing a jewelry store out of its present 
quarters. WPB would probably permit 
construction of suitable new quarters for 
the store elsewhere. 


Spring Gift Shows Are Promised 
In Four Key Cities; Chicago Show 
Will Be Jan. 31 to Feb. 10 


Plans are in full swing for four major 
spring gift shows which will be held in 
New York, Chicago, Boston, and Phila- 
delphia before the first of March, it has 
been announced. The decision to hold 
the shows was reached at a recent joint 
meeting of the board of directors of the 
Eastern Manufacturers and Importers 
Association and the National Gift and 
Art Association. 

A definite date has been set for only 
one of the shows—the Chicago show will 
be held Jan. 31 to Feb. 10 at the Palmer 
House—but dates, locations, and other 
details on the other shows will be an- 
nounced in the near future. 

The shows will again be under the di- 
rection of George F. Little Management, 
New York. 

Some special adjustments to wartime 
conditions are now under consideration, 
Mr. Little said. 








Joins Gruen Sales Force 

David Levy of New York City, whose 
past 16 years have been spent in the 
watch industry, has recently joined the 
Gruen Watch Co. as a sales representa- 
tive. Mr. Levy will handle part of the 
Gruen accounts in New York, Baltimore 


David Levy 


Is Now With 
Gruen 





and Washington, the territory previously 
covered by Sidney Pearce. Pearce has 
been transferred to the New York State 
territory left vacant when Si Mosesohn 
entered the United States Army. Prior 
to joining Gruen, Mr. Levy’s affiliation 
was with a watch distributor. 





When a salesclerk fails to ask “How 
many War Stamps with your change?” 
he’s guilty of “absenteeism.” 








OPA Jewelry Group Debates P;; 
On Cheap Swiss Watches at Fins 
Meeting; W. A. Streeter |s Head 


At the first formal meetin 
cently appointed Retail Jentant I 
dustry Advisory Committee held 
Washington, Sept. 24, the committ 
elected permanent officers and discussed 
with OPA officials a proposed regulati 
to establish dollars and cents ceiling 
— at Pega ae levels on 7 
ever, cylinder and ol 
es a Swiss 

The committee was in general 
ment, OPA said, that ellen sa Lak 
ceilings on these Swiss watches are 
necessary and it approved the principles 
of the OPA’s proposed regulation, al- 
though recommending certain changes in 
detail. 

It is reported that the price sch 
offered by OPA are rene the saa » 
which the dealer can now purchase these 
watches, and for that reason unaccept- 
able to the retail committee. OPA js 
expected to prepare a new pricing regu- 
lation and submit it to the committee 
in the near future. 

Elected as permanent officers of the 
committee were Wilson A. Streeter 
Bailey, Banks & Biddle Co., Philadelphia, 
chairman; P. K. Bonebrake, Montgom- 
ery, Ward & Co., Chicago, vice-chair- 
man; John Rivercomb, Woodward & 
Lathrop, Inc., Washington, D. C., secre- 
tary-treasurer. 

Also on the committee are George (, 
Brock, Brock & Co., Los Angeles; Myron 
Everts, Arthur A. Everts Co., Dallas; 
Eliot Hirshberg, Finlay Straus, Ine, 
New York; Charles J. Michaels, Michaels, 
Inc., Hartford, Conn.; Henry W. Von 
Unruh, Von’s Jewelry store, Cincinnati; 
Charles W. Bowen, Jr., Bowen Jewelry 
Co., Lynchburg, Va. 


In- 
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Watch Importers Meet with OPA 
To Discuss Fixed Price Ceilings 

The proposal advanced by OPA, a few 
weeks ago, to impose uniform dollar and 
cent price ceiling on cylinder, pin lever 
and Roskopf movements (page 123 JC-K 
for August), is still in the formative 
stage. 

A committee of the Amercian Watch 
Assemblers Association met in Washing- 
ton on Tuesday, Oci. 19, with OPA 
executives to discuss the price schedules 
tentative drawn up by OPA—the figures 
which were set forth in the JC-K article 
referred to above. 

The importers proposed modifica- 
tions in the price schedule, and OPA 
agreed to hold back on the order until 
the importers could support their sug- 
gestions with additional data. However, 
it was reported that if these data were 
not forthcoming within 10 days, OPA 
would put its tentative price schedule 
into effect. 


GIA Scholarships May Be Bought 
By Jewelry Firms for Service Men 


Scholarships which will provide post- 
war courses for returning servicemen at 
the Gemological Institute of America 
may be purchased now under a new plan 
approved by the board of governors of 
the Institute at a recent meeting in New 
York. 

Such scholarships may be purchased 
by firms or individuals and are design 
to benefit either returning war veterans 
or employees of the firm. 





THE JEWELERS’ CIRCULAR-KEYSTONE 





d 


; Te 
In- 
in 
ttee 
ssed 
tion 
ling 
pin- 
Wiss 


ree- 
nts 
are 
des 
al- 
in 


iles 


ese 


a- 
A 
til 
g- 
T; 
re 


le 








Trade Protests L-45... 

(From page 154) 

ecessful prosecution would be 
ee so. While an increase in 
suthorized production would not elim- 
inate the black market, it would give 
the legitimate manufacturer a_ better 
chance to cope with it. 


preciOUS JEWELRY LAST STRAW 


“There are more than 20,000 retail 
jewelry stores in the United States [if 
repair shops are included—Ed.}, the 
majority of them small units located in 
every town and village. Many of these 

stores perform a very vital function 

through the repair and regulation of 
watches and clocks necessary for the 
operation of our railroads, air lines, etc. 

The income from repairs is not sufficient 

to maintain these businesses—they need 
merchandise sales to keep alive. Pro- 
duction of most of the lines usually sold 

by them has either been stopped or seri- 
ously restricted as is shown by a listing 
of a few of them— 

Silver-plated ware... Entirely eliminated 
Sterling silver ware.. 50% ef 
American watches... . Entirely eliminated 
| cee _ a 
Novelties of brass, etc. 
Cigarette lighters. ... 
Costume jewelry made 

of brass, tin, lead, 

eel, tC. 2. ee eee 
Platinum jewelry 
Silver jewelry....... 50% 

“The elimination or restriction of the 
items using materials vital to the war 
effort has not been protested by our in- 
dustry, but our retailers feel that they 
should not be restricted on precious 
jewelry which is the only item of their 
regular lines left to them. In hundreds 
of cases these retailers are selling them- 
selves out of stocks which they cannot 
possibly replace. 

“In summation— 

“(1) Manpower—We ask that we be 
allowed to utilize the labor of the crafts- 
men and facilities now within the 
industry. 

“(2) Copper—No_ critical metal is 
asked for, as the industry has been and 
will continue to use copper not now 
available for war purposes. 

“(8) Conversion—The fact that many 
war orders are being cancelled certainly 
cannot justify any need for further con- 
version. 

“In consideration of the foregoing, this 
committee asks that Order L-45 be 
amended to permit the increased pro- 
duction of precious jewelry and that 
the Order become effective as soon as 
possible. 

“Your early and favorable considera- 
tion will be appreciated.” 

Dated Oct. 1, the memorandum was 
signed by G. H. Niemeyer, of Handy & 
Harman; William B. Ogush, of Katz & 
Ogush, and W. Waters Schwab, of J. R. 
Wood & Sons, of the Precious Metals 
Jewelry Manufacturers Industry Ad- 
visory Committee. 

The brief was presented in person by 
the panel of the committee whose names 
are signed to it, and the various aspects 
of the question were thrashed out in ex- 
tended discussion between them and 
WPB executives. 

A few days after the meeting a letter 
signed by G. H. Niemeyer, committee 
chairman, supplementing the original 
brief and _ referring specifically to 
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FLAMES DESTROY STOCKS OF FLORIDA FIRM 





Here's what happened to the Gilmore jewelry store, 14 N. Palafox St., Pensacola, Fla., when 

it was swept by fire. The flames completely destroyed the store's interior, including all the 

fixtures. Almost a total loss was Gilmore's merchandise, which was also consumed by the 

fire. The firm's books and a very small amount of jewelry which were in the safe were all 

that was saved. Millard and Quigley Gilmore will be back in business again as soon as 
they are able to get another store and replace their merchandise. 





certain things that had been covered 
in the discussion, was sent to Mr. Stiles, 
who is in charge of administering this 
order. 

Mr. Niemeyer’s letter said that the 
industry was fully capable of absorbing 
an increase in jewelry production with 
its present manpower, and that such an 
increase would in no way cut into sup- 
plies of war workers. Talk of juggling 
production according to areas and man- 
power supplies showed a complete lack 
of understanding of the indystry, he said. 
What jewelers want, he emphasized, is 
simplification of orders, not further com- 
plications. 

Washington officials, when interviewed 
by a JC-K representative, showed a 
sympathetic understanding of the prob- 
lem and indicated that the matter was 
being given serious consideration, though 
declining to state how much or what 
form, if any, the relief might be, nor 
when it might be expected. 


ANRJA PREPARES APPEAL 


Meanwhile, ANRJA, through Presi- 
dent Charles J. Michaels, has been but- 
tressing the work of the committee by 
its presentation of arguments from the 
standpoint of the retailer, and plans to 
continue its efforts in this direction. 

The following letter was sent by Mr. 
Michaels on Oct. 4 to the manufacturers 
of gold jewelry to obtain specific evi- 
dence for further argument on the case, 
which it is understood will be presented 
shortly: 

“The War Production Board has ad- 
vised this association, that they are pre- 
pared to discuss increased production of 
Karat Gold—under certain conditions. 

“These conditions are: First, that 
metal (alloy) not now available for war 
purposes, be used; second, that increased 
production can only be permitted, if no 
additional manpower is required. 

“We believe that we have a complete 
answer to the first condition—and we 
have been assured by many manufac- 
turers, that they could greatly increase 
production, by using present help on full 
and overtime—and by simplification of 
manufacturing processes. 

“Will you please—at once—let us know 





whether, if increased gold is made avail- 
able, you could give assurance that addi- 
tional labor would not be employed. 

“Any further comment would be ap- 
preciated.” 





Jewelry for Overseas... 


(From page 155) 

“The retailer of a watch or article of 
jewelry sold for shipment to members 
of the armed forces overseas is, there- 
fore, properly liable for tax with respect 
to the transaction in the same manner 
as if the recipient of the article were 
located within the United States.” 

The section of the Internal Revenue 
Code to which Captain Bliss referred 
normally exempts from tax the sale of 
any article for export or shipment to a 
possession of the United States, pro- 
vided the article is in due course so ex- 
ported or shipped. In this connection, 
sales for shipment to Hawaii or Alaska 
are never exempt from the tax since 
these territories are by statute included 
in the United States. 

The deputy commissioner’s decision of 
Oct. 11 thus overrules information which 
JC-K had earlier obtained from Revenue 
officials and had published on page 145 
of its September issue. 





Canada Gets Big Shipments 
Of Rough Industrial Diamonds 


About three tons of industrial dia- 
monds—valued at more than $15,000,000 
—have been transferred from South 
Africa to Canada. 

The shipments are believed to be the 
largest and most valuable in the history 
of the industry. They were undertaken 
by The Diamond Corp., Ltd., with other 
companies, at the request of the allied 
governments. 

All of the diamonds are of African 
origin, mainly from the Congo. Most of 
them consist of “bort.” 





When a salesclerk fails to ask “How 
many War Stamps with your change?” 
he’s guilty of “absenteeism.” 
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Manufacturers’ News 





ZENITH RADIO ANNOUNCES NEW RADIONIC HEARING AID TO BE 
SOLD BY OPTICAL DEALERS AND DEPARTMENTS 


The optical dealers and optical de- 
partments of American jewelers will be 
the retail outlets for a revolutionary and 
superior new type of wearable, vacuum- 
tube, self-fitting hearing aid, with a sen- 
sationally new low price designed to 
lower the cost of hearing to about one- 
fourth its present level, announces 
Commander E. F. McDonald, Jr., presi- 
dent of Zenith Radio Corp., Chicago. 


Because of the nation’s acute man- 
power shortage the new instrument will 
be put into production immediately so 
as to enable more of the hard of hearing 
to get into war work, instead of waiting 
until war’s end, he said, and quoted a 
statement of Dr. Morris Fishbein, of the 
American Medical Association, that there 
are at least ten million hard of hearing 
persons in the country, many of whom 
can be restored to industry if equipped 
with a good hearing aid. 


Commander McDonald is of the opin- 
ion a volume of two million units a year 
can be achieved, yielding the optical 
dealers of the nation a brand new eighty 
million dollar a year business. 

“Since shortly after Pearl Harbor our 
production has been 100 per cent devoted 
to radionic equipment for the Army and 
Navy,” he stated, “and we had intended 
to postpone introduction of our new 
hearing aid until after the war, but 
changed our program because of the 
manpower situation. 

“Over a period of five and one-half 
years while it has been designing and 
developing this new radionic type of 
hearing ‘device in its laboratories, Zenith 
has also conducted a comprehensive sur- 
vey of all types of retail outlets through 
which it could be distributed in even the 
smallest communities at a normal retail 
margin. 

“The organizations that made the sur- 
veys for us carefully considered the 
many types of retail outlets, and through 
a process of elimination were unanimous 
in their recommendation that the logical 
people were the optical dealers who are 
now serving those with deficient vision. 

“Henry Ford in 1906 cut the price of 
automobiles in two. Zenith believes that 
by cutting the cost of superior hearing 
aids in four, it can supply millions of 
men and women to aid the manpower 
problem, and to this end the government 
has granted priorities. 

“Our new radionic hearing aid, made 
to the highest ethical and quality stand- 
ards existing, complete with crystal 
microphone, miniature radio tubes, and 
batteries, will sell at the sensationally 
low price of $40, about one-quarter the 
average price of quality aids today. In 
addition a new and different circuit has 
been developed by our laboratories which 
sharply cuts the cost of operation by 
giving unusually long battery life. A 
liberal guarantee with direct factory ser- 
vice plan insures low maintenance ex- 
pense, and relieves the dealer of service 
problems. 

“A hearing aid is essentially a part of 
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a radio receiver—it wires the human 
body for sound. It seems incredible to 
me that in the past the public could buy 
a complete radio receiver for $29 or less 
with which they could listen to Europe, 
Asia, or South America, yet when people 
with deficient hearing wanted a device to 
enable them to hear the human voice in 
the same room, they have had to pay 
from $100 to $200 for a good instrument. 
Most of these people have had to suffer 
in silence because of the high cost of 
hearing aids. 

“The new Zenith hearing aid’s four- 
position tone control is a self-fitting fea- 
ture that makes it as easy for the pros- 
pect to adjust to his own _ hearing 
requirements as it is to adjust a pair of 
binoculars. When a _ customer buys 
binoculars, the clerk does not test his 
eyes; he shows him the adjustments, and 
makes the sale. The Zenith hearing aid 
will be sold the same way; with it, there 
is no more need for a high pressure sales- 
man making “fittings” than there is in 
the sale of binoculars. 


“A man using binoculars finds that the 
adjustment which is right for him is 
seldom right for anybody else, and that 
he needs different adjustments for dif- 
ferent conditions. It is the same with a 
hearing aid, any hearing aid. Only the 
man who wears it can tell how well he 
hears. That is why all controls on the 
Zenith are readily accessible on the out- 
side of the case. 

“If a test of hearing is necessary, as 
it is in diseased conditions or with pro- 
gressive deafness, the prospect should be 
referred to his physician. 

“Zenith’s sensationally low ‘price is 
made possible by four things: 

“First, the tremendous volume that 
will come from large scale advertising 
and from cutting the price in four. Auto- 
mobiles did not sell in quantities until 
Henry Ford cut their price approximate- 
ly in half. Among the millions who now 
suffer defective hearing, and the count- 
less men who will return from war ser- 
vice with hearing impaired, I expect to 
see a market developed for two million 
hearing aids a year, which would, inci- 
dentally, add eighty million dollars to 
the annual sales volume of optical deal- 
ers. 


“Second, the same precision mass pro- 
duction methods that reduced the price 
of a portable radio from $175 in 1925 to 
$25 for a better radio in 1940. 


“Third, elimination of unnecessary ex- 
pense connected with servicing. 


“Last, but not least, our sincere desire 
to help the hard of hearing by taking for 
ourselves the lowest possible mark-up 
from manufacturing costs. We believe 
that we can make a profit at this low 
price but if we, as manufacturers, never 
make a dollar with the Zenith Radionic 
Hearing Aid -we will still be well repaid 
in the goodwill we create among the ten 
million hard of hearing and their friends 
and relatives.” 





"Miss America" Gets a Harvel 





Henry H. Harteveldt, president, Harvel 
Watch Co., presents a ruby and diamond 
studded "Miss Victory" Harvel watch to 
Miss Jean Bartel, who as Miss California 
won the recent American Beauty Pageant ot 
Atlantic City, N. J. This is the second suc- 
cessive year in which Harvel was the official 
pageant watch. 





Chas. Tissot Enters American Market; 
Holzer Co. to be Sole Distributors 


Charles Tissot & Son Co., 90-year-old 
firm of watch manufacturers, Le Locle, 
Switzerland, has granted to Holzer Co.,, 
521 Fifth Ave., New York, exclusive 
rights to distribute the Tissot non- 
magnetic watch in the United States. 
This is the first attempt of Tissot & Son 
to enter the American market. The 
Holzer Co. is under the management of 
Julian Holzer, who has worked in the 
Tissot factory himself, and has a record 
of 16 years of service in the watch field. 

The decision by Mr. Holzer and Tissot 
& Son to introduce the watch in the 
United States was based, to a large de- 
gree, upon the remarkable success this 
watch has had in Canada. Introduced 
there several years ago, it was accepted 
immediately and is now in great demand. 

The Tissot watch is made to high 
standards and is manufactured entirely 
in the plant of Charles Tissot & Son Co., 
who are not to be confused with other 
concerns of similar name. It was one of 
the first companies to develop the non- 
magnetic watch, in addition to which, 
every Tissot is shock-resistant and im- 
pervious to temperature changes. Many 
of the models are waterproof. The 
aesthetic appeal also has not been over- 
looked, and particular attention has been 
given to beauty and simplicity of casing. 

Holzer Co. has received a sample line 
of the watches for display purposes, and 
is expecting further shipments shortly. 
Meanwhile, plans for extensive consumer 
and trade advertising are under way 
Both campaigns will be designed to 
familiarize the consumer and _ retailer 
with the Tissot watch, and to provide 
stronge acceptance so that further ex- 
pansion may be continued after the war. 
At the present time, orders are being 
accepted from outstanding jewelry 
houses. Requests for further information 
will be answered promptly by Holzer Co. 
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Nathan Acquires Large 


Stock of Pearls 

tathan & Co., Inc., 610 Fifth Ave., 
a a. announce that they have pur- 
chased the entire stock of natural pearls 
formerly owned by the William S. 
Honigbaum Co. of the same city. This 
urchase, added to their previous inven- 
tory, gives the Nathan firm an excep- 
tionally large and complete stock, which 
they believe will enable them to take 


care of any and all demands from the 


trade. 


New Bulova Book, "It's Time You 
Knew," Is Popular with Quiz Fans 





The nationally known newspaper fea- 
ture, “It’s Time You Knew,” which has 
been distributed by Bulova to over 400 
newspapers throughout the country, has 
now been produced in book form. The 
volume contains over 250 pages of ques- 
tions—each accompanied by an intriguing 
picture—dealing with strange and little 
known facts of history, science, sports, 
the arts, etc., etc. More than 600 ques- 
tions are so covered. Answers appear 
in the back of the book, making it a use- 
ful guide for quiz games. 

Remarkable interest has been shown 
in the volume, which has been featured 
in many radio announcements. It is sup- 
plied at 25 cents per copy, and many 
jewelers have ordered them in quantity 
to give to customers. 

The Bulova Watch Co. will be glad to 
send further information to any inter- 
ested jeweler upon request. 





Pertinent Pointers on Plating 


A useful booklet with many helpful 
tips on electroplating arrangements and 
layout of equipment, has just been issued 
by the W. Green Electric Co., manufac- 
turers of selenium rectifiers for plating 
control. 

Efficient methods for providing desired 
combinations of voltage and amperage 
ina wide range of capacities are given, 
together with circuit diagrams, especial 
attention being paid to flexibility of op- 
eration and variations in volume of work 
to be done. 

Every shop where electroplating is 
done should have a copy of this booklet, 
which may be obtained by dropping a 
line to W. Green Electric Co., Ince., 
Green Exchange Bldg., 130 Cedar St., 
New York 6, N. Y. 
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A Helpful Guide for Brides-to-Be 


An attractive and useful little book 
for prospective brides has just been is- 
sued by J. R. Wood & Sons, Inc., promi- 
nent manufacturers of wedding rings. 

Attractively printed in two colors, the 
book sets forth the accepted procedure 
for all the details of the wedding cere- 
mony and its preliminaries, the selection 
of the trousseau, the planning and choice 
of home furnishings and decorations, and 
last but not least some pertinent tips for 
both the bride and groom during their 
early days of mutual adjustment to each 
others little habits. 

“The Bride’s Silent Secretary,” as the 
book is named, would be a most appro- 
priate piece of literature for distribution 
by the retailer over his infprint to bridal 
customers and prospects. Complete in- 
formation, including prices in quantity, 
may be obtained by addressing J. R. 
Wood & Sons, Inc., 216 East 45th St.. 
New York. 


, 
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Have Your Handwriting Analyzed 
With Compliments of Benrus 


“What does your handwriting  re- 
veal?” 

With this provocative question, Benrus 
Watch Co. has invited dealers to have 
their handwriting analyzed by Hilde- 
yvarde Carson, famous graphologist. Lest 
anyone think that this might be a Benrus 
plot to learn the secret foibles of friends 
and customers, the invitation hastens to 
announce that the readings are in 
strictest confidence. The handwriting 
samples go direct to Miss Carson; her 
replies go- directly back to the dealers. 
Benrus assumes the responsibility for 
the fee, but not for what any individual 
handwriting shows. This is a secret be- 
tween Miss Carson and the dealers. 

A line to Benrus will bring you com- 
plete instructions as to how and where 
to send the sample of your writing. 

Miss Carson explains that it is neces- 
sary to have more than a signature from 
which to read a character successfully. 
Business men _ particularly, she says, 
have a tendency to “hide” behind their 
signatures. Some build them un care- 
fully over a period of years. This de- 
velops a fine trademark which makes for 
quick recognition, but it does not always 
reveal the man’s real personality. A big, 
husky giant may have a tiny, timid 
signature, while the Milquetoasts often 
sign their names with a_ misleading 
flourish. Fortunately for handwriting 
experts, this affectation is difficult to 
maintain through a sentence or para- 
graph. 

So, at Miss Carson’s request, Benrus 
has asked their dealer-guests to send her 
«a written sentence. 

Benrus thought it would be interest- 
ing and fun, for jewelers to learn more 
about themselves from the expert and 
unbiased analysis of Miss Carson. It 
might even be helpful. “Who knows,” 
the invitation reads, “you may discover 
hidden qualities of greatness. Or even a 
weakness or two to work on... we 
hope you are that human.” 

“A little fun is good for us all in 
times like these,” says Oscar M. Lazrus, 
of the Benrus Watch Co., and “Benrus 
is always thinking of ways to cooperate 
with its dealers. If they enjoy this per- 
sonal analysis, and perhaps find it help- 
ful, that’s all we ask.” 





Dramatic Display for "Keepsake" 
Jewelers 


A “magic transformation” window dis- 
play is the latest contribution of the A. 
H. Pond Co., Inc., Syracuse, N. Y., to 
aid the sales of “Keepsake” jewelers 
throughout the country. 

The display is really a five-in-one traf- 
fic stopper. Handsomely finished, the 
exhibit displays boxes of rings on the 
risers, while the background is a mirror 





The highly popular “Keepsake” diamond 
ring display as they first see it is shown in 
the larger photo. A light flashes and the 
picture at upper right in full color appears 
in the panel in place of the ring and text. 


on which is depicted a large Keepsake 
diamond ring with the phrase “I Came 
Here To Talk For Joe” etched across 
the surface of the glass. A card tells 
the poignant “Joe” message: 

“Joe is going to be away for awhile 
. . . but wherever he is, out through the 
vastness of thousands of miles, Joe’s 
thoughts will be of you. So, whenever 
you look at your “Keepsake” Diamond 
Engagement Ring . . . close your eyes 
and listen as it talks for Joe, telling you 
of his love and devotion.” 

Then the light flashes, and as if by 
magic Joe himself appears in the color- 
ful setting of a tropical combat zone. 
The effect is strikingly dramatic. 

In addition to this, the display frame 
is provided with four other appeals, al- 
through the flashing light is not used 
with these combinations. One is devoted 
to the “Keepsake” anniversary ring, a 
theme which has brought additional sales 
to “Keepsake” Jewelers all over the 
country. 

Another insert is in a humorous vein 
with an attractive young woman shaking 
a finger at an astonished member of the 
military police. The caption is “... and 
be sure it’s a Keepsake!” 

Still another features one of the com- 
pany’s full-color, fullepage advertise- 
ments in the national magazines, and the 
fourth invites passersby to come into the 
store for their free copies of “The Eti- 
quette of the Engagement and Wedding” 
and the popular supplement, “Wartime 
Engagements and Weddings.” 

The display is 21% inches high; 21% 
inches wide and 14 inches deep. 
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Rabbi Wise Predicts 


"Time for Victory" 





Dr. Stephen S. Wise, noted leader of 
Jewry, is shown as he purchased War 
Stamps on the eve of the Jewish holi- 
days and signed an entry blank in the 
“Time for Victory” contest sponsored 
by Helbros Watch Co., which invites 
“Arm Chair Generals” to guess the date 
of the armistice with Germany; $2500 
in War Bonds is being offered to those 
whose guesses are most nearly correct. 
Object of the contest is to promote the 
sale of War Stamps, for the only re- 
quirement to enter the contest is the 
purchase of a stamp of any denomina- 
tion. Rabbi Wise predicted April 12, 
1944, as the day of the armistice. 

Photo shows Mrs. Rowland Robbins, 
of the Greenwich Village Unit, AWVS, 
making the sale of stamps and taking 
Dr. Wise’s entry. 


Imperial Pearl Syndicate Spurs 
Christmas Sales with Full Page Ads 


Once again Imperial Pearl Snydicate 
will repeat its pre-Christmas advertising 
campaign starting with the Dec. 1 
issues of Vogue and Harpers’ Bazaar. 





Featured will be a newly designed line 
of gold and cultured pearl jewelry which 
proved highly successful in last year’s 
promotion. A glamorous “cover” girl 
will be shown wearing Imperial Cultured 
Pearls while “close ups” will give the 
reader a showcase view of individual 
items. 

“This is the only line of cultured pearl 
jewelry being nationally advertised with 
full pages at the present time,” said 
Dave Goldstone, manager of the New 
York office. 


Congressmen Visit Bulova 
To Observe Production Methods 





The Bulova Watch Co. was one of 
three plants selected in the New York 
area to be visited by a group of Con- 
gressmen and Army officers. The pur- 
pose of this visit, which was made on 
Sept. 8, was to observe manufacturing 
methods which are producing an ever- 
increasing quantity of precision war in- 
struments, such as altimeters, naviga- 
tion watches and clocks, telescopes and 
jewel bearings. 

The photograph above shows the group 
examining telescopes which are used as 
“fire-control” devices on 75 millimeter 
tank guns. 








Most Valuable Player Gets Longines 





Pitcher Mort Cooper, of the St, Louis 
Cardinals, judged the most valuable player 
in the National League last year, received 
as one of his awards a Longines watch. Por. 
ticipating in the presentation program, gt 
the plate, are from left to right: Cooper 
Edgar G. Brands, editor of Sporting News, 
who made the presentation; Billy South. 
worth, manager of the Redbirds, and J, 6, 
Taylor Spink, publisher of the Sporting News, 
The award is presented each year by Sport. 
ing News to the most valuable baseball 
player of each league as voted by the 
Baseball Writers Association. 


Gruen Greets the Soldiers 


Gruen Watch Co. (McCann-Erickson) 
is scheduling a Christmas greeting ad- 
vertisement in nearly all parts of the 
world where American troops are sta- 





tioned. The present list embraces 
Alaska, Algeria, Australia, Bermuda, 
Canada, Egypt, England, India, Ire- 


land, New Zealand, Sicily and Tunisia, 
In some places, such as Iceland and New 
Guinea, newspapers probably won't be 
available. The schedule is __ flexible, 
Naples, Rome and possibly Berlin may 
be added. 

Gruen published a similar greeting to 
our armed forces overseas last Easter, 





HELLER-HOPE OFFERS FREE STONE GAUGE 
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Heller-Hope Co., 2 West 46th St., New 
York, dealers in simulated rubies and 
sapphires, are offering a handy stone 
gauge made of celluloid which provides 
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a quick and easy method for determining 
the sizes of artificial stones. 

It is reproduced above in actual size. 
The black circles are holes of the exact 


diameter of the stone size which is indi- 
cated for each. Copies of the gauge may 
be obtained by any jeweler, free of 
charge, by addressing Heller-Hope. 
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Glad Jr Beeclueon.. . 


TAXES AGAIN 


Ir 1s sTILL too early to tell just what we are going to 
have in the way of new taxes when the 1944 revenue act 
finally emerges from all the welter of conflicting pro- 
posals as to how the money can best be raised. Only 
one thing is sure—that the total tax bill is going to be 
higher. 

To that, no one can object. More taxes are needed, 
both to help pay the cost of the war, and to combat 
inflation, and everyone should be willing to contribute 
his fair share. 

But jewelers can and should object if it appears that 
they are going to be unfairly discriminated against in 
the new tax schedules. What the proper rate of taxes 
should be on the sale of jewelry we don’t pretend to 
know. (Perhaps in view of the needs, a high rate may 
be necessary.) But we do know that there is no defensible 
reason for soaking jewelry with a 30 per cent excise tax, 
as Mr. Morganthau proposes, while letting competing 
products like furs and cosmetics get off with a lower 
rate, as he also suggests. 

Whatever the percentage that is assessed against 
luxury products, it should be the same for all of them 
right across the board. Anything else is the kind of 
discriminatory class legislation that is repugnant to every 
American principle. 

Happily, the Treasury Department proposals seem to 
have been thrown out of the window by an independent 
Congress determined to exercise the duty laid upon it 
by the Constitution which says that Congress—not the 
Treasury—shall decide how taxes are to be levied. 

However the industry should not relax its vigilance 
until the hazard is definitely put behind us by the final 
enactment of the new bill. 


THE CENT IN INCENTIVE 


Ir your INCOME is based on commissions, or includes 
a bonus arrangement, you are about to be made the latest 
victim on the altar of the New Deal’s “social experi- 
menters.” If you want to avoid it, you'd better get busy 
at once. 

The Treasury Department has issued a new rule which 
says that no one may get any more money in commis- 
sions than he received during the business year, either 
calendar or fiscal, that ended prior to October 3, 1942. 
That means that if your firm’s business year ends on 
December 31, you will not be allowed to receive any 
more money in 1943 than you earned in 1941. 

Note particularly that the limitation is not on the 
rate of commission, but on the number of dollars. By 
hard work, long hours, and initiative you may have 
increased your sales 25 per cent, but you’re not to be 
allowed to reap any benefit from your efforts. 
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This, in the New Deal vocabulary, is called “stabiliza- 
tion.” In our opinion, “strangulation’’ fits it better— 
strangulation of enterprise, of diligence, of incentive. 

Can you imagine what would happen if the people on 
hourly wages were permitted to get no more in the pay 
envelope for working 60 hours than for working 40? Yet 
this is exactly the same principle—applied to the people 
who’ bring in the business on which all other jobs depend, 

If we want the volume of business that’s needed to 
support the post-war employment that everyone talks 
about, the cent mustn’t be taken out of the incentive of 
the people to create the business. If you agree, it would 
be a good idea to let your Congressman know how you 
feel about it. 


AFTER THE WAR, WHAT? 


A WHOLESALE JEWELER for whose ability and business 
judgment we have a lot of respect, said to us not long 
ago— 

“Isn't it about time that the manufacturers began 
telling the trade what they’re going to do after the war? 


Their current ads tell us how they’re helping to win the 
war, and to keep the interest in jewelry alive in the 
meantime. But what we want to know now is—what are 
they going to have for us when the war is over—how are 
they going to market it—what are they going to do to 
stimulate the post-war market?” 

We’re inclined to agree. Naturally, it isn’t possible 
or practical for manufacturers to decide at this time 
every detail of their post-war programs, but it would be 
decidedly helpful to both wholesalers and retailers to 
know in at least a general way what to expect. 

These distributors want to start making their own 
post-war plans, but they must necessarily gear their 
programs to what the manufacturers are going to give 
them to work with. Only the manufacturers can start 
the ball rolling. If they will do so, it will be the greatest 
help that can be found toward making it possible for the 
thousands of merchants throughout the country to get 
themselves ready to swing into the post-war period with 
the minimum of delay and confusion and thus help to 
maintain the level of business activity that everyone 
agrees will be necessary. 


The suggestion is respectfully referred to the sales . 


and advertising departments of the producers. 
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